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BRAND 


Cellophane tape 
and Display rack 


This handsome FREE display rack 
packs a terrific sales wallop in less 
than a 2 square foot of counter 
space. Only 2042” high, 842” wide 
and 5142” deep...its sturdy steel 
wire construction with 4 shelves and 
eye-catching display sign invites self- 
service. 

Put BEAR Cellophane Tape out in 
front with this streamlined display 
rack that stimulates easy sales and 
healthy profits. It’s FREE with BEAR 
Cellophane Tape Deal #CD-1 and 
holds 72 modern-styled dispensers 
and tape. 

Get in early and start making 
profits FAST—order your BEAR Cello- 
phane Tape and Rack NOW... 


©) BEAR S4pfane\ TAPE 





BRAND 
ey 7 BEHR-MANNING CO. TROY, N.Y. A DIVISION OF NORTON COMPANY 
BEHR-MANNING PRODUCTS: Coated Abrasives * Sharpening Stones 


* Pressure Sensitive Tapes 


ABRASIVES 


NORTON PRODUCTS: Abrasives * Grinding Wheels * Grinding Machines * Refroctories 





Profit the EASY WAY, with 
AMERICA S MOST WANTED PRESSURE PAN 


< 4 Ms 
J 
- 


« 
Guaranteed by © 


Good Housekeeping 


* 
%o; we 
45 apveanisco ™ 


Don't waste sales effort swimming upstream. Ride the rising tide of public 
preference as sales soar higher, year after year, with the leader among pressure 


pans... MIRRO-MATIC! 


There are many solid reasons for MIRRO-MATIC’s overwhelming leader- 
ship. The high-domed cover and secure quarter-turn closure that makes its 
full capacity usable. The removable, suds-safe Neoprene gasket. The fusible 
safety plug. The exclusive Reminder Ring on the handle. 

But, THE BIG DIFFERENCE is the MIRRO-MATIC Selective Pressure 
Control you can hear, as it automatically prevents pressure from going higher 


than recipe requires, 5, 10, or 15 Ibs. This remarkable control is unbreakable, 
has mo moving parts, never needs adjustment! 





Buy the pressure pan that sells itself 
...in a full range of popular sizes. 


$14.95 retail 
$12.95 retail 
$19.95 retail 

. 24.95 retai! 


Each with rack and recipe book. 
MIRRO PRODUCTS BUY FROM YOUR MIRRO JOBBER! 











MIRRO ALUMINUM COMPANY : MANITOWOC, WISCONSIN 
Fifth Avenue Bidg., New York 10 Merchandise Mart, Chicago 54 
World's Largest Manufacturer of Aluminum Cooking Utensils 





HARDWARE AGE, MAY 8, 1958 

















LAWN-BOY REPORT + MAY 8, 1958 


Why that “fast buck” really costs you money 


You can get trapped in a “quick-money”’ 
deal on many power mowers. 

It’s pretty easy for a small guy to be- 
come a “manufacturer” in this business. 
He buys a blade here, an engine there, a 
housing somewhere else—and honestly be- 
lieves they’iIl make up into a decent lawn 
mower. 

His salesman isn’t out to cheat you. 
But he its expected to sell enough on the 
first order to make up for the low, low 
price he’s getting. 

So here’s what you get when you buy 
this jerry-built “power mower”: 

You get a jumble of parts that weren’t 
designed to work together to cut grass. 
You get an unknown, untried, unperfected 
piece of machinery. You get a product that 
has no customer acceptance whatever... 
a product that isn’t (and can’t be) adver- 
tised nationally ...a product without a 
service or parts set-up to back it. You 
get a mower with nothing to recommend it 
but a possible single gimmick or a dirt- 
cheap price. 

To top off all this, you probably tie your- 


LAWNOGBOY 


self up so tight to get this deal that you 
can’t afford to stock the brands that will 
keep you in business next year and the 
year after. 

ON THE OTHER HAND... 

When you deal with a manufacturer like 
LAWN-BOY, you buy a lot more than a few 
pounds of metal. You buy the quality 
reputation of Outboard Marine Corpora- 
tion. You carry a power mower whose 
2-cycle engine has been designed especially 
for it and only for it—designed to do the 
best possible grass-cutting job with the 
least trouble. 

Also, with LAWN-BOY, you’re supported 
by the industry’s finest national advertis- 
ing program, a central parts and service 
system that can’t be matched, and a line 
that leaves nothing to be desired in a power 
mower. 

A couple of fast bucks saved on a “price” 
or “one-feature” mower is no match for 
the steady growth and security you enjoy 
with LAWN-BOY or other reputable brands. 
A “mess of pottage” may fill you today— 
but what about tomorrow? 


i 


wae See 


Sales Manager 


Lamar, Missouri. Division of Outboard Marine Corporation 
Makers Of edohasan ani Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 








MAKING MONEY IN POWER MOWERS 


ITS SPRING-and Ive got the urge 


to get out and get the yard in shape 


Help him satisfy his urge with these Nicholson or Black Diamond files— 
and raise yourself a handsome crop of spring-green money 


CHAIN SAW FILES — Round Smooth Double Cut, Bevel Edge 
565-D (for chisel bit teeth), Flat, Square and Lozenge. Used 
by professionals. Recommended by leading chain saw makers. 
There’s one for every chain saw you sell« 


ROTARY MOWER FILE — Hot cakes should sell as fast as this 
file. Comes with a new counter display. Each file is in a sturdy 
plastic envelope. Both file and holder have handy hang-up hole. 
Get 50% profit—plus fast turnover! 


a =— 


TAPER FILES — Slim, Extra Slim and Double Extra Slim... for 
sharpening all hand saws with 60 degree angle teeth. (Specify 
MF if you sell to professionals who do machine filing.) finish is required. 
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MILL BASTARD—The craftsman’s utility file for sharpening edged 
tools and general all-around work, particularly where a good 


You can’t sell what .you don’t have. Your regular distributor will see 


to it that your stocks are ready when bears and buyers stop hibernating. 
KDvay, 
NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND Vo 


in Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 


be 3 


A FILE FOR EVERY : } 
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Check List of 
Popular AMERICAN Chains for 
Your ‘Do-It-Yourself’ Customers... 


e The “Do-It-Yourself” idea can no longer be shrugged off as a fad or a 
passing fancy. It has gathered such momentum that it has become a national 
habit—a good habit that today is shared by your own customers. 


AMERICAN CHAIN helps you to cash in on this wholesome habit by offering 
a wide assortment of chains for countless “‘Do-It- Yourself’’ uses. Perhaps no 
other kind of goods you sell has so many 
uses in and around the home as your 
AMERICAN CHAIN line. You will find it 
profitable to stock and display promi- 
nently a complete assortment of 
AMERICAN CHAIN items all year round. 


For prompt service, order from your 
AMERICAN CHAIN wholesaler. 


Sell AMERICAN Chains for: 










ACCO 


products 














































() Garage doors C) Furnace regulating 
C] Pipe hanging () Fire escapes 

C) Porch swings [) Ornamental uses 
[) Playground equipment _[[] Furniture braces 
C) Lawn borders [] ...also snaps 


. . swivels 
C) Gymnasium equipment enti 
C] Dog runners cotter pins 


ACCO Chain Sales-Maker 


Your customers will buy chain when they can see it and 
feel it on your ACCO CHAIN SALES-MAKER. Pictured at right 
is Assortment No. 38, our most popular one, containing— 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated ~~ let ia bv 
' | Ree PPPS sad 
100 ft. 35 Sash Chain, Bright Zinc Plated --~ Ae elie 
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200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 






ACCO’s New Packaging=2 
Makes Selling Easier 


The newly designed Acco 
packages, in attractive blue and 
gold, make it easy for customers 
and salespeople to locate any 
packaged chain item in seconds. 
Display these colorful packages on 
your shelves and counters for your 
“Do-It-Yourself”? customers’ con- 
venience. 














American Chain Division 


AMERICAN CHAIN & CABLE /MB:3iTy, 


York, Pa., Atlanta, Boston, Chicago. Denver, Detroit, Value 
Houston, Los Angeles, New York, Philadelphia. Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn. 





<& Order from your nearby 
AMERICAN CHAIN wholesaler 
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Editorial 


by W. A. Phair 


Too many empty wagons .. . 


You'll find a framed picture hung in the offices of many wholesalers. 
This is the rather famous sketch of the old merchant’s wagon. Beneath 
the picture are the words, “You can’t do business from an empty 
wagon.” 


These wholesalers frequently suggest to their dealers that the 
advice under this picture is good advice. It is good advice. But it is 
also good advice for wholesalers, as well as dealers. 


A wholesaler has the responsibility of maintaining an adequate stock 
of items he lists in his catalog. This is his function and the primary 
justification for his margin. 


But some wholesalers are not performing this function very well 
these days, to judge from the high percentages of line outs and back 
orders that are showing up on dealers’ orders. Some of these percent- 
ages are much too high. 


A certain number of outs is inevitable under even the most normal 
circumstances. Often there are situations beyond the control of the 
wholesaler that will delay shipments from the factory. 





But some of the examples we have seen in recent months go far 
beyond anything that might be considered “normal.” One dealer 
writes that this situation has gotten so bad that he feels it necessary 
to place duplicate orders with two wholesalers to be sure he gets the 
merchandise he needs, when he needs it. This is certainly not good 
practice and indicates a failure on the part of the wholesalers involved 
to perform their function. It is also going to force this dealer to seek 
new wholesale sources. Manufacturers also have an interest in this 
subject. 





While this condition exists now only in isolated areas, it might be 
a good idea for all wholesalers to take a look at their own percentages 
to be certain they are not getting out of line. 


The causes of this increase in back orders are largely the efforts 
of wholesalers to reduce their inventories to match the decline in 
dealer buying. This is a sound procedure. But cutting down on buy- 
ing across the board, as some seem to be doing, is not the best way 
to reduce an inventory. 





A far more effective way to do this would be to tackle the problem 
of duplicating lines. A truly amazing amount of money is tied up by 
wholesalers who carry two, three and more lines of identical mer- 
chandise. 





































Editorial 


continued 


Weeding out these duplicated lines can release a substantial amount 
of cash and save much valuable warehouse space. At the same time, con- 
centration on fewer lines enables a distributor to do a better job on the 
lines he does carry. 


I know a number of wholesalers are tackling this problem with success. 
This weeding out process is not easy and it must be done with great care. 
Relative consumer and dealer preferences must be weighed. In some cases 
it may be that it will not be possible to completely eliminate duplication; 
two lines may be necessary. Certainly a manufacturer’s promotion effort 
to build trade acceptance is a factor that must also be seriously weighed, 
as well as the individual policies. 


Certainly a wholesaler owes it to his dealers to ship their orders reason- 
ably complete. A dealer can hardly be expected to maintain a full wagon if 
his supplier fails him. 





Do we need co-op ad programs . . . 


Hardware dealers do not seem to make as much use of manufacturers’ 
co-op ad programs as do other retail fields, such as the druggists and the 
department store people. 





A co-op ad program is an arrangement in which a manufacturer shares 
with a dealer, usually on a 50-50 basis, the cost of local advertising of certain 
specified products. 


| think we may be missing a bet by not using more co-op money whenever 
it fits im a store’s promotion program. 


Use of co-op ad money not only helps stretch a store’s advertising budget, 
but it also helps put a manufacturer’s advertising money to work at the 
local level where it will do a hardware store the most good. 































A large portion of the advertising money spent by manufacturers in 
so-called “national consumer advertising’ doesn’t do the local hardware 
store a darn bit of good. Sometimes it’s a bigger help to the discounters, 
especially when it lists a retail price. But a manufacturer’s money spent 
in a local newspaper, or in a consumer broadside mailed over a dealer's 
name, can be very valuable in building local sales. 






It would be most difficut for a manufacturer to attempt to cover all local 
markets by himself. However, through the use of a co-op ad program, a 
manufacturer has assurance that his effort will be backed up at the local 
level because the retailer is sharing the costs. 






It seems to me to make sense to use co-op advertising money whenever 
you can. So the next time you are setting up your ad program for the store, 
be sure to check on the availability of co-op money. 


You'll not only be helping yourself, but you will also be helping to put 
manufacturers’ ad money to work where it will do you the most good . . . in 
your town and under your name. 









If you’d like to have a list of housewares manufacturers who have co-op 
money programs, see page 145 of this issue. 
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PLETE 


COMainarion 


IRONING PACKAGE 


INCLUDES: 


Rid-Jid Knee Room@ Ironing Table with 
new stop-or-go wheels. Offers maximum 
knee room, | 2 instant height adjustments, 
sparkling chrome and yellow finish. 


Rid-Jid Airflow Pad and Cover Set at 
Y2 price. New three-layer, one-piece 
unit with Silicone cover and Glass-Fiber 
Poly-Foam pad. 












MODEL 7C 





Coupon for 2 Rid-Jid Silicone Replace- 
ment Covers at 2 price. 


S 95 @ 
COMPLETE 
PACKAGE 


FULL PROFITS FOR ALL CLASSES OF TRADE 
























NEW STOP-OR-GO 
WHEELS ‘ Ja 


(i 
NOW WITH STOP-OR-GO@ WHEELS 





Fi 
bid A e i @Nationally advertised in 
ae . levis Ladies’ Home Journal, Better 


Homes and Gardens, Good 
Housekeeping, Bride's. Stock 









Ph up on Rid-Jid Complete Combi- 
' Bh nation Ironing Package. Free 
WHEELS GO... WHEELSSTOP... WHEELS GO.*%. WHEELSSTOP... Promotion Material Available. 
when you lift ta- ‘when ironing table whenyovrollironing when you set ironing 
peredendofironing is in stand-up table to or from. table in storage 
table in sit-down _ position. storage. position. 
position. 


THE J. R. CLARK FAMILY OF FAMOUS Al@-Jid Quality PRODUCTS 





















Wood and 


Aluminum ' \ 
S ahionn Clothes Racks Ironing Tables 


THE J.R. CLARK COMPANY 


SPRING PARK, MINN, @ READING, PA, 


Roll-Or-Tote 
Loundry Carts 











BY WASHINGTON 


If you want to expand you'll 
find credit is easier to get 


If you have been considering store expansion, mod- 
ernization, or inventory building remember loans are 
becoming cheaper and easier to get. 

Government financial experts say business credit has 
loosened up materially in the past few weeks. 

Recent Federal Reserve Board actions lowered in- 
terest rates to banks will mean lower interest rates 
to you. In addition, bank reserves have been reduced 
by the board which, coupled with high personal sav- 
ings, means lenders have more funds available. 

The Small Business Administration has changed its 
rules to give banks participating in loans to small 
firms a higher percentage of the fees charged. This 
will make SBA participation loans, which often require 
less security than regular banks loans, more attractive 
to banks. 


outlook 


If you've delayed getting a necessary loan, consider 
making one soon. Talk to your banker now. If he can’t 
arrange a lean at favorable terms, ask him to apply 
for an SBA loan for you. You should be preparing 
now for a business upturn in the fall. 


Congress seriously studying 
aids for small businessmen 


As a small business man, you may finally get some 
special help from the federal government. 

Congress is seriously considering special tax breaks 
and other measures to aid small firms. A four-point 
program with strong support from both parties is 
now under study by the House Ways and Means Com- 
mittee. 

It would: allow some small corporations to be taxed 
as partnerships; permit small firms to pay estate taxes 
over a 10-year period; permit investors in small firms 
a greater tax deduction for losses they suffer; and 
permit fast tax depreciation on used, as well as new 
equipment. 





10 
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Another proposal would create a special government 
lending program to provide equity capital and long- 
term capital to small firms. Also being studied is a 
measure to give tax deduction, up to $30,000, for funds 
invested in small firms. 


outlook 


If you prefer these or other special small business 
measures, speak up now. Write to your congressmen 
and the House Ways and Means Committee. Get other 
businessmen to do the same. Remember, these mea- 
sures won't pass without strong support from the folks 
back home. 


Government-business join 
in electrical promotion 


Sales of electrical appliances may perk up if a forth- 
coming government-business sales campaign is suc- 
cessful. 

Rural Electrification Administration, as part of 
President Eisenhower’s hard-sell demand, is teaming 
up with manufacturers and dealers in a national sales 
campaign. 

Included in the sale push will be farm equipment, 
household appliances, farm and home water systems, 
and improved farm and home wiring. 

Theme will be to sell electric expansion “for im- 
proved farm and farm family living.” 

REA has suggested its member electric co-ops con- 
duct the campaign in the last two weeks in June. 
REA’s part will be limited to areas served by co-ops 
it finances. Easier credit for purchasers will be 
stressed. 


outlook 


If youre in an area served by an REA co-op, contact 
its officials and join the campaign. If you aren’t in an 
REA co-op area, join with other businessmen and 
conduct your own campaign to coincide with the REA 
push. Aim your promotion at non-farm purchasers, 
as well as farm families. 


(Continued on page 87) 
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No. 5517 
49c Retail 





No. 6617 
59c Retail 























No. 517 
89c Retail 
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No. 518 
99¢ Retail 
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No. 1517 = 


$1.69 Retail 





The BIG SEASON for these BIG SELLERS is just ahead 

. vacation time! Millions of children riding their bikes 
to swimming pools, picnics and other vacation time activities 
will want Master protection. Check your stock now... 
order from your wholesaler. Master’s complete line 
lets you meet any need... any price! 


Master Padlocks 


Seen in Life © Look © Saturday Evening Post © This Week © True 
Parade ® Time ® Outdoor Life © Field & Stream @ Popular Mechanics 
Popular Science ® Farm Journal ® Boys’ Life © American Girl © TV Guide 


Master Jock Company, Milwaukee 45,Wis, © “WJouvdi- Largest Padlock Monupadtinors 





HARDWARE AGE, MAY 8, 1958 il 






















HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


more credit, | hae : 
Look for an increase in the availability of credit soon. The Federal 


cheaper ae Reserve Board has acted again to increase the flow of money into 
business channeis, spur more credit. Many banks have followed 
suit by lowering interest rates. The moves are to encourage con- 
sumers to increase credit spending, to free mortgage money for new 
construction, to increase business spending. HA Recommendation: 
Encourage more credit sales in your store to boost sales volume. 
You should find it easier to finance credit sales through your bank, 
if you don’t do the financing yourself. 








outdoor lines 
; Sales of barbecues and accessories, picnic supplies, sporting goods 

start selling eee and camping equipment perks up now. May signals the start of 
the summer season to most customers, puts them in a buying mood 

for seasonal items. HA Recommendation: Put strong promotional 

emphasis on picnicking and sporting goods supplies and home 

barbecues in the next few weeks. Remember to upgrade sales where 
possible. 










$10 will so he Now is the time to start preparing for Father’s Day sales. Father’s 
for father Day is June 15. Customers spend an average of $10 on gifts for 
earn dad. Three out of four gifts will be bought by women. Many items 

that you carry, barbecues, tools, sporting goods, will be popular 

gift choices. HA Recommendation: Plan Father’s Day promotions 

now. Point these to your women customers. Don’t lose out on sales 
because you didn’t promote Father’s Day. 



















what about 


< a Dealer inventories are becoming more of a problem as customers 
inventories? ... 


reduce their purchases. Sales are slipping faster than cutbacks in 
buying. Result: growing inventories and less turnover. It means 
dealers have to sell harder and control their stock more closely. 
HA Recommendation: Step up your sales efforts with more plan- 
ning and promotions. To keep your ordering more in line with 
sales, use HA Stock Control Sheets. These sheets show you which 
items are selling well, which ones are moving slowly. 





... turn to p. 132 for more news on how’s the hardware business 
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Look what we’ve come up with! 


NEW MODELS 


ADDED TO THE PINCOR LINE 


FAMOUS MI{M COR avairy 


LATEST 1959 FEATURES NOW! 


NEW 21” 
SELF-PROPELLED ROTARY 


Rugged PINCOR 2', HP latest 
design 4-cycle engine with 
extra large recoil starter. One 
piece (14 gauge) stamped steel 
chassis. 

Shipping Wt. 60 lbs. 


Model No. SP 921-7R 


NEW 21” ROTARY 


Famous PINCOR 2', HP latest 
design 4-cycle engine with 
extra large recoil starter. One 
piece (14 gauge) stamped steel 
chassis. 


Shipping Wt. 53 Ibs. 


Model No. P-921-7R 


PINCOR’S NEW 17” 
ELECTRIC ROTARY 


° 1 or 
Write, Wire PERFECT FOR 


Phone a : \ e gl HEAVY DUTY MOWING! 
lete ve : 
For — iN rm ; Powerful 14% HP 3600 RPM 


pINCOR * \\E JaN : New PINCOR Electric heavy 
AD with \, een ‘ duty motor. Deluxe die-cast 
aluminum chassis. 


Shipping Wt. 29 Ibs. 
Model No. P-817-E 








STEP AHE 
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Power Lawn Mowers « Electric Portable Power Tools « Gasoline Engines + Electric Generating Plants 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Hardware for bifold doors 


This line of modern and func- 
tional bifold door hardware will in- 
terest your customers. Numbers 
show in picture: 1. length of ex- 
truded aluminum; 2. top pivot 
brackets; 3. top nylon guide hang- 
ers; 4. hinge units; 5. bottom pivot 
brackets, and 6. concealed two-piece 
aligner. Wood door knobs with each 


———— oo 
eS ae 


AANA A 





set of McKinney Bifold Door Hard- 


ware. McKinney Hardware Co. 
For more data circle No. 1 on postcard, p. 99 


6'/2-in. portable power saw 


Builders, maintenance men, and 
do-it-yourselfers will want this 
model 146A, a 6%-in. saw which 
will cut two-inch dressed lumber 
at any angle from 45 to 90 deg. 
For a limited time the new saw kit, 
later to sell at $83.50, will sell for 
$69.50. Features include telescop- 
ing spring guard, kickproof clutch, 
polished aluminum frame. Saw 


14 


weighs 12 lb, measures 714x11x9%5% 
in. Porter-Cable Machine Co. 


For more data circle No. 2 on postcard, p. 99 


Plastic waste baskets 


Housewives who like colorful 
housewares will want these Quaker 
vinyl plastic wastebaskets in leaf, 
butterfly and bamboo designs. 
Baskets are impervious to water, 
oil, alcohol, acids. They have gold- 
en plastic feet and stand 11% in. 





high and 10 in. in diameter. Offered 
in 12 colors. List $6.95. Quaker In- 
dustries. 


For more data circle No. 3 on postcard, p. 99 


14-in. portable brazier 


Customers who want to do out- 
door cooking will want this B14 
brazier with black silicone enamel 
finish over a phosphate primer. 
Chrome-plated grill can be adjusted 
to three positions on raisers perma- 


nently attached to bowl. Three ™%- 
in. diameter bright-plated legs are 
detachable for easy storage. Atlas 


Tool & Mfg. Co. 


For more data circle No. 4 on postcard, p. 99 


All-purpose utility cart 
Homemakers, amateur gardeners 
and outdoor chefs will want this 
sturdy cart with red, polyethelene 
basket and large semi-pneumatic 
wheels. It has bright plated tubular 
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Want more information on these 
products? Then use free post- 
card on page 99. 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 








steel frame with plated steel wheel 
guards. Light-weight snag-proof 
basket is easily washed. Retails for 
$14.95. Kol, Ine. 


For more data circle No. 5 on postcard, p. 99 












make two gallons. Applied with 
brush or sponge it penetrates paper 
10 times faster than water. It 
leaves plaster smooth and clean. 


Permacel-LePage, Inc. 
For more data circle No. 6 on postcard, p. 99 


Electric lock type plug 

People who want to prevent un- 
authorized or accidental use of elec- 
trical appliances will want the Yale 
Lock-it plug. This plug has a key- 



































Bottled wallpaper remover 







Amateur and professional dec- 
orators will want the concentrated 
LePage’s Wallpaper Remover. Con- 
tents of four-ounce plastic bottle 
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operated nylon safety bar which, in 
its projecting locked position, bars 
the entrance of plug into an elec- 
trical outlet. The line also includes 
a new key-operated window lock. 
Yale & Towne Mfg. Co. 


Precision oiling tool 


This pocket size tool made of 
Butyrate is for oiling home appli- 
guns, 


ances, business machines, 


For more data circle No. 7 on postcard, p. 99 





fishing tackle with a drop or a 
squirt as needed. It has stainless 
steel spout and comes with odorless 
white oil. It may be refilled with 
any type oil. Blonde Oui Co. 


For more data circle No. 8 on postcard, p. 99 


Portable outdoor grill 

Customers who want an _ inex- 
pensive portable grill for outdoor 
barbecues will want this $4.95 


~ 










(Continued on page 96) 
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NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post- 
card on page 99. 


HELP YOU SELL MORE 





Serving tray display stand 


Here’s one of two new metal 
counter displays offered dealers to 








merchandise Harvell serving trays. 
Each unit displays and prices all 
designs individually. One _ unit 
holds 8 to 12 dozen trays in an 
18-in. area, the other holds 12 to 14 
dozen in a 27 x 27-in. area. Harvell 
Mfg. Corp. 


For more data circle No. 9 on postcard, p. 99 


New soot remover package 


Clean Right Soot Remover is 
now packaged in an 8-oz. cardboard 

































For more data circle No. 10 on postcard, p. 99 


and metal can like the telescoping 
tube used for dusting rose bushes 
and flowers in two sections. Short 
rapid strokes force the soot re- 
mover out in fine spray to direct it 
into fire chambers, flues, chimneys, 
etc. General Filters, Inc. 


Mail box line display stand 


Aristocrat mail boxes and door 


knockers are displayed on this four- 


color display board. Each basic 

































mail box design in the line is shown 
with four door knockers. Mail 
boxes are in solid brass, wrought 
iron, enamel and combination terra 
cotta and coral finishes. Leigh 
Building Products, Div., Air Con- 
trol Products, Ine. 

Fer more data circle No. 11 on postcard, p. 99 


Room divider display kit 

Cosco cardboard display props in 
full color are offered dealers to 
simulate table-top radio, planters, 
what-nots and best-seller books to 
help show customers the utility and 

























attractiveness of room dividers. 
Kit’s free to dealers. Cosco House- 
hold Div., Hamilton Mfg. Corp. 


For more data circle No. 12 on postcard, p. 99 


Aluminum rail display 

This eye-catcher rail display 
shows pre-packaged low cost alumi- 
num railing. It takes 12 x 44-in. 
floor space to show Napco alumi- 
num railing which comes in 3, 4, 5 
























and 6-ft sections. 


pre-packaged 
National Aluminum Products Co. 
For more data circle No. 13 on postcard, p. 99 


(Continued on page 124) 
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PATTERN! 
PRICE! 

PACKAGING! 
PROMOTION! 


NEW 

PINE CONE 
16 pc. sets 
from $18.95 


BRIGHT STAR 


16 pc. sets te 
from $10.95 i 


FALLING VX 
LEAVES 


24 pc. sets 
from $9.95 








High Fashion Patterns! 

Wallace's high design standards give 
you the newest, smartest... the 
biggest assortment of best-selling 
patterns in the industry. And rigid 
quality control means order and re- 
order quality never varies—there’s 
perfect uniformity in every piece! 


7 Big Price Lines! 


From top-quality Custom to budget- 
priced Malabar Tin, Wallace has 
best-selling patterns in every price 
range for every customer's purse. 
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BALANCE 
16 pc. sets now from $19.95 
(regularly $24.95) 





























YOU NAME IT... 
WALLACE STAINLESS HAS IT! 


Stand-out Packaging! 
Everything from attractively 
designed bulk gift boxes to custom 
designed Monogram chests . . . just 
right for every type of display fix- 
ture from bulk bins to the smartest 
showcases! 


Hard-hitting Promotions! 
You get a complete assortment of 
packaged sets! There are 10 differ- 
ent sizes within each price line: any- 
where from 4 to 76-piece sets. 

You get super price flexibility within 


WUVALLACE 
STAINLESS 


... A Division of Wallace Silversmiths. At Wallingford, Connecticut . . 


from $6.50 


IVANHOE 
24 pc. sets 


SEA SPRITE 
24 pc. sets 
from $5.95 


A 
. 


CrRisSS 
CROSS 
(Malabar Tin) 
24 pc. sets 
from $2.95 


each line so you can tailor the price 
of every set to the price that’s right 
for your market. And you can vary 
the price with the type of knife you 
select for price promotions that 
really click! 


Rigid Quality-Control! 


Perfect uniformity for every piece 
that leaves the factory! Order and 
re-order quality never varies be- 
cause every shipment of Wallace 
flatware is scientifically quality- 
controlled. 


. since 1835. 





The 

Ketel :< 

that 
Changes hand 
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Atlantic City in July — 


Summer gateway to the multi-billion dollar 
housewares market Laie 





_ 
x i 
~ * ay 
~tatiie _ Tiger 
whee J ies 


EE 


“ATLANTIC CITY AUDITORIUM s30"%s.0°" 


Industry ‘sponsored for the 
Nation’s Housewares Manufacturers and Buyers by the 
NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


1140 MERCHANDISE pant, CRnne 
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SOF COATING 
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Shet-kote aluminum roof coating 


... one coat covers and seals any roof! 


WF 955 6050605000000 


10 YEAR 
GUARANTEE 


SHEF-KOTE is warran- 
ted to weatherproof 
and waterproof any 
roof for a minimum of 
ten years... replace- 
ment of material is 
fully warranted by 
manufacturer. 


Have the best... , 
it costs no more than the rest! 
Here is the COLORFUL answer to economical roof 
maintenance! SHEF-KOTE stops leaks... forms 
a weatherproof and waterproof metallic coating 
_. and will not crack, rub, or peel! It is NOT A 
PAINT. .. but a special formulation of asbestos 
fibres, asphalt, fine preservative oils and millions 
of polished aluminum flakes that are TINTED in 


WEA THERPROOF! - your choice of colors. SHEF-KOTE withstands 


severe weather conditions, both hot and cold, 

WA TERPROOF j because in drying, the —— flakes float to 
: the surface forming a coating of metal, YET the 

under portion is flexible and.in an elastic state. 


MNNNOODONNNNNQNODONNIONQA 


MID YIIIVOQUVIVVOVIVVGVGVY 


Sheftiele = 3 Tel.p 4m Vi bamete)- lle) 7 wale). 
17814 Waterloo Road «+ Cleveland 19, Ohio 
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ALUMINUM 
ROOF COATING 
IN 


COLORS 











now in your choice 


Makes Any Building Cooler in Summer and Warmer 
in Winter! Here's how to re-roof any home or build 
ing without using new shingles, or a hammer and 
nails. SHEF-AKOTE COLORED aluminum roof coating 
is THE answer! It DECORATES . . . INSULATES 
AND PROTECTS any roof in handsome colors includ 
ing brilliant aluminum. It may be brushed on easily 
by anyone... and just a single gallon goes a long, 
long way. SHEF-KOTE is... NOT A PAINT... but 
a special formulation with aluminum flakes that are 
TINTED in a range of beautiful decorator COLORS 
.., the newest thing under the sun... and the best 
protection against the sun of summer and the cold 
of winter 


For further details and descriptive literature, write 


hebKO 


» ALUMINUM 


oe 


N 


Shettiele BRONZE PAINT CORPORATION 


rash t: Se £-\i-lalele mm. del: le mn 
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WARNS MILLIONS IN (58: 


"Save It with Paint... Before It's too Lates" 
and with @ 
LINZER 
“Pm —— brush- 
ay no paint fuss { 


ke . 
“  ™. Sa 
_ —_ md 










This is the 

LINZER & 
campaign in Aaa 
America’s leading 22a 
magazines through--aaya 


*. 
ae 


~" 


out the year to ~~» am 
help you get 
more paint 





Sales... and 
Linzer brush f 
Sales, too! - * 4 








~ 
. ~ 
«<* 


“THE BEST FRIEND PAINT HAS EVER HAD!” 


_——_— DAVID LINZER & SONS, Ine. 1020 aston pact » New YORK 3, N. % 


SUL 
Ask your LINZER MAN to show you our sales-producing 


GUARANTEED Quatity SINCE 1892 national ad and publicity program... or write direct. 
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One source for all your needs 


Ripidagion 
MAKES THEM ALL 


Rapidayton is the most profitable source for ALL your pump 

needs: submersible, jet, and reciprocating pumps and water 

systems—for wells 0 to 500 feet in depth, in a wide variety 

of fast-selling models certain to capture the BIG VOLUME market. 

Rapidayton offers America’s most complete line of submersibles 

for 4° (and larger) wells—in 2-wire and 3-wire models, all 

with the exclusive “Double Life” stage design. Rapidayton jet 

pumps are “deluxe and in demand,” a combination which means 
maximum profit to you. Single and multi- 
stage pumps in convertible and packaged 
models give you the widest selection. 
Among the built-in profit features are: the 
efficient Quad-Volute self-priming design; 
patented Quick-Connect flange (saves up 
to $10 on each installation); interchangeable 
parts, with only a handful to stock. 
Generous trade discounts. For the surest, 
quickest way to a really profitable 
pump business, stock Rapidayton. 





4 Big tetw 
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JET/ PUMPS < (En (s ay, 


0-200 FEET Uitra compact sys- America’s top seller! Packaged 1 and 2 Vertical Champion, Super Champ, multi- 
tem with exclusive This shallow well stage systems, many perfect for ‘‘over- stage, brass-built, 
stainless steel tank. pump builds volume. convertible. he-well’’ needs. gets the big jobs. 


CT. <a 








— 


3 
RECIPROCATING 


Three series of 2- Also 3-wire sub- 0-200 FEET | Packaged shallow Deep well working 
wire models for 4” mersibies for both ; well models, with head has 6” stroke, 
or larger wells. 4” and 6” wells. 13 & 30 gallon tanks. goes down to 200 ft. 








The Twin Champion* 


A fabuious Rapidayton profitmaker! 
Covers at least 85 to 90% of the 
entire jet pump market. The Twin is a 
power-packed two-stage packaged 
convertible with horizontal or ver- 
tical tank. Pumps full capacity at 
40 Ibs. pressure. Goes down to 150 
ft., delivers up to 1250 g.p.h. The 
No. 1 all-purpose system in America 


today. Vertical tank models meet we The Tait Manufacturing Company, Dayton 1, Ohio 


FHA requirements. Established 1908 as The Dayton Pump and Manufacturing Co. 
* TRADEMARK 








GENERAL ELECTRIC-TELECHRON CLOCKS ANNOUNCE 
WITH PRIDE THE HAPPY ADVENT OF PROFIT QUINTS! 


(Retailers and consumers are doing very well) 








Journeyer. New electric travel » 
alarm. Important “first.” Cased 
in leather. Luminous at $8.98 
Model No. 7H256-L— 
tan leather, brown dial . 
Little Snooz-Alarm* clock. Newest idea 
in alarms. Wakes you, lets you snooze, 
then wakes you again about ten minutes 
later. Antique white case, $5.88. Dawn 
iil ——— gray case, luminous dial, $1 more. 
Room-Mate. Best-selling low-price » | Model No. 7H253— antique white 
electric alarm now in pink, gray, blue cial i Model No. 7H253L— 
or ivory colors, $4.98. Or luminous in as "» * dawn gray (luminous) 
ivory case at $6.98 . . 
Mode! No. 7H223— 
pink, gray, blue or ivory 





4@ Festival. Folk art design in gay color 
combinations with white, yellow or 
black backgrounds. Wall-hugging metal 
7”’ case. $6.98 
Model No. 2H11i1— 
white, yellow or black 


Simplicity. Bold, modern look in big » 
(84s) gleaming copper or chrome 
color case. Easy to read, $8. 

Model No. 2H112— 

copper or chrome color 


——~ . ae 





General Flectric-Telechron clocks present with pride their new spring ’58 
profit quints—five beautiful electric clocks sure to have a healthy turnover 


HEAVILY ADVERTISED. Hard-selling one luminous, including complete 


TV messages on “Cheyenne,” the cartons in a “Profit Pak” display G F N a b A L 3 E LE CT B i C 


high-rated adult Western watched 414” deep by 1334” wide. 

by 33 million people on more than 

100 stations. Plus strong advertis- Total retail value . . $18.94 CLE | 

ing in magazines and in more than 9 or more Paks Perea 11.75 eacht Ci COON 
260 Sunday newspapers. 


NEW FREE DISPLAY. Three Little Retailer full profit. . $ 7.19 Oo Al prices are manufacturer's suggested retail prices—plus applicable taxes. 


he «s 
™ : x “i i ‘ L 9c j nooz-Alarm is a trademark of General Electric Company. 
Snooz Alarm clock s. two plain and T] I ak $1] 2.91] “ome Clock and Timer Dept., General Electric Company, Ashland, Mass. 
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with magnet—607 series 
cadmium $3.49 
enamel $3.98 


ce \ | om 





of value! 


without magnet— 507 series 
cadmium $2.49 
enamel $2.98 


a 
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first in sales «+ first in valve SwinG:A-Way 


ay 


Here's the first low-priced can opener with distinctive high-styling. Everything’s new 
in this 1958 SWING-A-WAY but its proven super-smooth, double-geared performance and 
old low price. This is going to be the most-looked-for, most-profitable can opener of the 


year. Better act now! 


SWING-A-WAY MANUFACTURING COMPANY + 4100 BECK AVENUE 
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‘Complete controlled 
inventory makes 


Tadbaisimid my top profit line”’ 





says Roy Foulkrod, Owner, Manoa Paint & Hardware, Havertown, Pa. 


Roy Foulkrod makes more money with Rubbermaid 
than with any other line of merchandise in his store. 
Here’s how he explains it, in his own words: 

‘I re-order Rubbermaid every other week, and main- 
tain a complete inventory of items and colors. Because of 
this and the tremendous acceptance of Rubbermaid 


trafic area. That’s the key 


selling line of related items. One item suggests another. 
Rubbermaid really breeds multiple impulse sales. 







Group-display a complete basic assortment in a heavy 
to success with this fast- 


products, it has been the most profitable line of mer- 
chandise in our store. 

“Our records indicate that Rubbermaid items have 
given us the largest dollar volume, the best turnover 
and more sales per square foot than any other house- 
wares we Carry.” 


bP 










— 


HERE’S HOW ROY FOULKROD MAKES 
MORE MONEY WITH RUBBERMAID, at 
the Manoa Paint & Hardware Store. He 
gives prominent display, in a busy traf- 
fic area, to a complete inventory of 
Rubbermaid items and colors. 





Your Rubbermaid distributor will 
help you stock up and set up the 
right display for your store 

for top profits with Rubbermaid. 


RUBBERMAID INC., WOOSTER, OHIO 
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#2232 2-qt. Regency Kettle: 
$8.95. Modern in design. 
Solid copper. 







#2220 2-at. Kettlette: $6.95. 
Solid copper. 
Colonial styling. 























BIG TEA KETTLE : MONTH 
with new solid copper REVERE WARE! 


Iced tea and coffee time’s a-coming! For May’s the bg month for tea kettle 
sales! What better time to promote Revere Ware tea kettles? Make them 
the shining center of your department. 


FEATURE the new solid copper Revere Ware Tea Kettles! Especially the #2901 2-1/3-qt. Whistler: 


new Regency Kettle. There’s a whale of a sales story in Revere’s Tea $5.95. Solid copper. 
Kettle line. Easy cleaning, easy filling and easy pouring. Cool knobs and Smart silhovette. 
handles. And Revere Ware Solid Copper Tea Kettles are decorative as Popular styling. 


well as functional. 


FREE DISPLAY OFFER. Place an order for 12 Revere Tea Kettles, any 
assortment, and qualify for the complete No. 500 Flashing Tea Kettle 
Display, packaged and mailed to your store. Offer expires May 31. 


—— af 


Make your selection from the three tea kettles above and the following: 


#2250 2-qt. Penthouse Whistler—Stainless Steel Copper Bottom— $3.95 
#2701 2-1/3-qt. Whistler—Stainless Steel Copper Bottom— $4.95 
#3501C 3-qt. Whistler—Stainless Steel Copper Bottom—$5.95 

#882 2-qt. Kettle—Stainless Steel Copper Bottom— $5.95 

#883 3-qt. Kettle—Stainless Steel Copper Bottom— $6.95 

#885 5-qt. Kettle—Stainless Steel Copper Bottom— $8.95 

#4620 2-qt. Whistler—all Stainless Steel—Patriot Ware—$4.95 


Prices shown above are recommended by the manufacturer. 





This bright six-color display features five 

Revere Tea Kettles. With it come 100 counter 

Rome Manufacturing Company Division leaflets .. . price stickers with self-adhesive 

Rome, New York « Clinton, Illinois « Riverside, California backing .. . two colorful window streamers. 
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QUALITY BPS PAINTS 
ON BPS TELEVISION SHOWS 
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Best Paint Sold will cost you less with 
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@ BPS PAINTS 
are tops in quality 

@ PRESTIGE LINE that wins 
and keeps customers 


@ UNMATCHED 
SELLING PLAN 
that assures extra sales 


@ EXCLUSIVE DEALER 
FRANCHISE 


@ COMPLETE LINE 
of products for every 
paint need 
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Write The PATTERSON-SARGENT Co. 1325 £221 28h, t Cleveland 14, Ohio 
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Made for 


TRACTORS 


This safe, handy funnel 
















TO FUEL TANK 


THE ONLY MULTI-FIT TRACTOR FUNNEL 


SAFER... FASTER...NON-T1P 


Now is the time to feature this funnel for volume sales. 
Every tractor owner is an immediate potential cus- 
tomer and every sale brings you big profits. 


ping and spilling. Eco. ne “Mutti-Frr’’ Lock-ON Tractor FUNNEL has a 
nomical—Safe! three way locking device that fits the gas tank filler 
necks of all popular tractors. 

THE ONLY FUNNEL TO OFFER ALL THESE SALES FEATURES 


e Exclusive Patented Design. e Fits all popular tractors. 


EXCLUSIVE LOCK-ON 
r FEATURE prevents tip- 


LEAVES BOTH HANDS 
FREE for faster, easier 
refueling. Positive air 
vent in lock provides a 
steady, rapid flow. 


e Locks quickly and easily, same 


e Made of heavy galvanized 
as any gas cap. 


steel. 





e Priced low for volume sales and 
profits for you. e Steel wire ring reinforced bowl. 


STOCK UP NOW! Order From Your Wholesaler. 
Mail Coupon Today. 








General Metalware Company, Dept. HA 


REMOVABLE FINE MESH 1401 Central Ave. N.E., Minneapolis 13, Minn. 


BRASS SCREEN filters fuel. Please send 
Held in place by retainer ["] More information 
ring. : 


[] Name of nearest wholesaler. 











a a 


Company Name 
GENERAL METALWARE COMPANY Address 


en ne © Seek ee eee oe on 2 oem a | City State 
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GREAT NEW 
ms SELLING IDEA! 


HOUSEHOLD KIT 


an economy size 
for every need 
in drying damp air 
throughout the house 


A, 


- 
. 


¥ 
4 
wv 
: 


























Contains: 

e 10 lb. bulk pack De-Moist 

@ ‘““Easy-To-Do”’ Chart— 
suggests uses, eliminates 
guesswork 

e@ All purpose assortment of 
7 drawstring bags (2 small, 
2 medium, 3 large sizes) 











D-160 oo A 


Household Kit 10 Ibs. / 
Retail $12.95 











Now Nob2 vrinas you an ALL. NEW 


Line of Value Packed 
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MODEL 70 -- .410 Pump Gun 
| NEW A new “lightweight”. range or small bore skeet 
Streamlined. Excellent events Eco- 


. Safe fire control. 
for women and youngsters. nomical. 


Ideal for small game at short 
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MODEL 60 -- 12 & 16 Ga. 

Beautifully finished —reliable resilient rubber recoil pad. 
—fully equipped slide action (Available also as Model 65— 
gun. New Noble VARY- plain barrel, full or modified 
CHEK (variable choke) and _ choke, no recoil pad). 





MODEL 420 -- Double Gun 


| NEW A new hammerless’ materials and workmanship to 
“double” with plus be found only among old 


features. A traditional sport- world crafts. Left barrel full 
ing gun, graceful and perfectly choke; right modified. Double 
balanced, featuring superb trigger. 12, 16, 20 ga. 





MODEL 275 -- .22 Lever 


One piece, full length, tol grip. Short lever throw 
beautifully propor- operates smoothly and easily. 
tioned American Walnut Straight line loading. Safe fire 
stock. Hammerless. Semi pis- control. 


~ Comcwmmneccommensasorne NN AAD AAP ALLEL! 


en: Ge res ——— 


the LIP 


MODEL 235 -- .22 Slide Action 


Excellent for small game, tar- rear sight; ramp patridge type 
get shooting and general all front sight. Receiver machined 
around use. Streamlined—de- for quick detachable dovetail 
pendable. Adjustable sporting mount for telescopic sight. 


ee 








MODEL 20 -- Single Shot .22 


Ideal for beginners. handle. Must be cocked again 
Safe. Must be cocked by hand to fire. Retracting 
by hand. Can be safely un- safety hammer prevents acci- 
loaded by simply raising bolt dental discharge if dropped. 









W rite for folder 


fe} -)]8 = MEG. CO., INC. HavoeENviLLeE,. Mass. 
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~~ 1 FOR THE MONEY 
2 FOR THE SHOW 


| 3 BRIGHT NEW, IDEAS 
DY TO GO! 
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Brighten spring sales with this new New “‘paint-on’’ reflective ret has This fast seller now comes in new 


es that’s silver white at night. > thousands of uses—will build profits” longer; economy rolts thar will boost 
right chrome in daylight! for you! Complete, ready to go pack- sales. ‘‘Scotchlite’’ Brand Reflective 
‘“Chromelite’’ Brand Reflective Tape age includes one ounce of “‘Reflecto- Tape (1 inch x 80 inch roll) has 


(1 inch x 80 inch roll) is ready to show ~~ Lite” "Brand Reflective Liquid” and” countless tises every where; Appealing 
on 4” x 5” display card that illustrates brush. This amazing liquid converts package features colorful 4” x 5” 
many uses. This fast seller retails at hazards to bright silver warning signs. card, plastic bubble container. Retails 
the popular price of 98¢!* Ona 4%” x 6" display card punched” ar only 98¢* a rolt—red or sitvert 
for peg board. Watch this one move 

at only 98¢* retail. 















SELL 3M Brand Reflective Products and you is at hand! Plan your order now—get it in today! 
sell nighttime identification. Thousands cf uses Direct inquiries to Room 513, Bldg. 42-5W, 
—in city and country—will keep this popular Reflective Products Division, Minnesota Min- 
trio moving month after month! The displays ing and Manufacturing Co., 900 Bush Avenue, 
sell the products—and your best selling season St. Paul 6, Minnesota. 

*Suggested Retail. 


Fo Nae 


TUUInNesora TVUIinine AND TUIANuFaActurRiING COMPANY 


- +--+ WHERE RESEARCH IS THE KEY TO TOMORROW 












registered trademarks ‘of Minnesote Mining ond Manvufactur- 
ing Co., St. Paul 6, Minn. General Export: 99 Park Avenue, 
New York 16, N.Y. in Canada, P.O. Box 757, London, Ontario, 


REFLECTIVE PRODUCTS DIVISION ED The terms SCOTCHLTE, REFLECTO-LITE and CHROMELITE ore 


"@seanct 
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STREAMLINE YOUR SALES 


with Black Leaf lawn and garden products... 


America’s most convenient line for you — and your customers 


. take 
advantage of store traffic. Just these four — WILT, 
CURB, ROSE LEAF, BLACK LEAF 40 — are every- 


thing the average homeowner needs or wants to end 


These fast turnover items go out in front. . 


lawn and garden problems . . . the world’s most con- 
venient way! Most convenient for you, too. New eye- 
catching packages sell themselves. When customers 
see how easy they are to use . . . you see how easy 


they are to sell. 


Backed up by a streamlined, yet complete, line of 
Black Leaf products for the professional gardener or 


hobbyist. No need to take up valuable display space 


out in front... yet you have in stock everything even 


the most well-informed gardener needs or wants. 


All backed by strong national advertising in big-cir- 
culation magazines like Life, Better Homes & Gardens, 
Sunset .. . all stressing convenience and easy use of 


Black Leaf products. 


Now in new zip-tape car- 
tons that speed up handling. 
Each contains back- 
up card for stand-out 


self-display. 
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In dirt shovels... 


. basic types cover 
| See = your market 





You can sell every customer with just three basic 
types of dirt shovels: True Temper’s taper-forged 
SoLip SHANK, taper-forged "TUBE SHANK, and im- 
proved HoLLow BACK. 

By stocking these three basic types, you simplify 
ordering and selling, and keep your profits high. Each 
is a best seller in its price range. 


seosceeeeeeeeeeee#*e#ee+eeceee#ereeetes#rfmfees5§oeesesesb+5$eosec+eesee*ee#ee*ee@*er#tesrpmeerfefeete#efe#seeese#e® 


BANTAM is for customers who want extra 
strength and ruggedness. Taper-forging puts extra 
metal where wear is greatest, avoids unnecessary 
weight. (Heavier-gauge FOX brand is made for even 
tougher service. ) 


No. BLR Round point, long handle 
No. BR Round point, D top 

No. BLS Square point, long handle 
No. BS Square point, D top 


*e @eeeeeeee#rfrfeerfe$e#e#Frfeeee#es#eee#@*ee*ee#ee#r+fmees5qe*#e#e#ee#efesnesee*ee#ee#*#e#e#ee#e#eefee#*#e#ee#8#ee#eee#e#e#e® 


DYNALITE is the best buy for average use. 
Taper-forging permits a perfect combination of high 
strength and light weight. Yet costs only pennies 
more than hollow backs. 


No. DLR Round point, long handle 
No. DR Round point, D top 
No. DLS Square point, long handle 
No. DS Square point, D top 


ee ee = =—h Eh eh ehlhlhrhmlmUmrrhmhlUmrmhmUmrhmhmUmr hmUr hmhUcr hmhUmr hUcr Oh hUcr MmhUcr MmhUcr hmhUcrmhUcrhmhUcrhrmhUchOCmhUcrhOhUcrhhUcrhUcrhOmUchOhmhUcrhCmUchOrmhUchmhUcrhhUcrhhUcrhhUcrhrmhUchOCmhUchChUcrhhUcrhhUcrmhUcrrmhUchOhmhUchhUcrhhUcrhhmhUcrhmhUcrhUcrhUcr hc hlUr Fh 


BRIAR EDGE leads in hollow-back value. A 
lightweight, low-cost shovel with heat-treated, prop- 


erly tempered blade. Improved design, with correct 
lift and balance. 


No. HELR Round point, long handle 
No. HER Round point, D top 

No. HELS Square point, long handle 
No. HES Square point, D top 


se eeeseee#ses#feerTeee#ne#e*ee#e#e#esee#e#e#rfrfmreee#se#e#8te<ee#e#ee#*#e#e#erfeee#e#ee#e#e#s#feeee#e#ee#e*#e#s#ee#eee#eeee#ee#e#8ee« 


Check your stock of dirt shovels now, and fill in on 
the three basic types. Call your True Temper wholesaler 
today. True Temper, 1623 Euclid Ave., Cleveland 15, O. 


g You can look to 17] for leadership ] R a | ‘I ] E M4 PP — Fe. 
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there is more profit 
in the androck line of 
outdoor cooking tools 


ROS 





























ROTARY ROAST RACK BRAZIER SET 


with BRANDED NAVAJO HANDLES 


ANDROCK 


ANDROCK Products are made by THE WASHBURN COMPANY — Worcester, Mass., Rockford, 
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these Convertible Water 
Systems are your 


yieil Sales Cetera. 














* 
























DEMPSTER 


CONVERT-O-JET 





A quality system for both 
shallow and deep wells—at one 
low price! 


Dempster Convert-O-Jet lets 
you close sales fast because it 
offers a really top-quality 
convertible water system 
that answers all questions 
and objections as to quality, 
performance or price! 


— 
The Convert-O-Jet offers you both aN 
durability and adaptability at a 
low investment: Quick, easy 
conversion from shallow well to deep 
well operation without extra cost 


except for the pipe and without f 


shallow well 


s 
RAN RRR ORR ANNI 


thrifty V¥s HP 
powerful 2 HP 


























deep well 


special tools; choice of thrifty 4% 
or powerful % HP ball bearing 

motor; corrosion proof ejector and For the quality-conscious... DEMPSTER 
nozzle; improved low-loss impeller; Convert-O-Jetmaster 
top quality material and 
construction throughout. 















Has the convertible features of the 
Convert-O-Jet — and a patented 
grit-filtering stuffing box for the 
best possible seal. Available in V3 
HP or Y2 HP models. Slightly 
higher price. 





Dempster Convert-O-Jet will deliver to 
835 gallons of water from a shallow well— 
go down to 90 feet in deep well operation. 
















Serum 
SE 


q trice, Nebraska 3 ee. ce ae | 











Branches and Warehouses: Omaha, Kansas City, Mo., Des Moines, Sioux Falls, Denver, 
Oklahoma City, Amarillo, San Antonio. 
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BULL DOG TAPE OE aes res SAG eri ee fe: 


ie 
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l iction Tap for every purpose BULL DOG TAPE is a man’s best friend! 


e FRICTION Delivers thoroughbred performance every 
vonener | DWI time. It goes on fast ... sticks tight and stays 
WA e RUBBER tight. Splices neatly . . . extra strong and non- 

SD CS, ravelling. High dielectric strength for com- 
S niare e PLASTIC plete all-around electrical protection. BULL 

er rictl® Os DOG is tough, too . . . resists weather and 


jt, TOP moisture ... stands up longer on the job! 

fi7 

Ve a Sold only through verified wholesalers 
S\N p 


Another quality product of 


cplicing WOVEN HOSE & RUBBER COMPANY 
mot . DIV. OF AMERICAN BILTRITE RUBBER CO. INC 
a fae BOSTON 3, MASS. 


? Also manufacturers of Garden Hose - Nozzles - Matting - Stair Treads 
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THIS 
LONG-LASTING, FLEXIBLE 
PIPE 1S MADE OF 


ISIN 


POLYETHYLENE 
an Eastman plastic 
Tenite Petplgetnien ~ brand by EAST rane — 
Cremica + s, = aS 

and resistance to all types of 
deterioration 
are outstanding. 


Easy to instal! +» Never Corrodes + Requires no Threading 
Light in Weignt « Aseures Mignh Fiew + Unaffected by Freezing 


TEIN IIe 


POLYETHYLENE 


an Eastman plastic 
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Durable plastic pipe 
carries a tag like this 


This tag identifies pipe made of Tenite Polyethylene. It assures your 
customers a tough, durable pipe that’s ideal for carrying water for drink- 
ing, irrigation, animal watering, lawn sprinkling systems—or wherever 
cold water must be brought from one location to another. ) 

Farmers and homeowners like the many advantages of pipe made of 
Tenite Polyethylene. It’s light in weight, and hence easy to carry. It's 
flexible, can be curved around obstacles, and therefore requires fewer 
angle fittings. Since it’s available in rolls, long coupling-free runs are 
possible. Where shorter lengths are desired, it can be cut with a knife 
and quickly joined with simple compression fittings. What's more, pipe 
made of Tenite Polyethylene resists weathering, corrosion and electrolytic 
attack, assuring long years of trouble-free service. 

Tenite Polyethylene plastic is made by Eastman and supplied to ex- 
truders who produce the actual pipe. Eastman advertising is helping to 
tell your customers about Tenite Polyethylene pipe and the tag that 
identifies it. Be sure you stock this pipe and display the tag. For a list of 
extruders, as well as additional information about pipe made of Tenite 
Polyethylene, write: EASTMAN CHEMICAL PRODUCTS, INC., subsidiary of 
Eastman Kodak Company, KINGSPORT, TENNESSEE. 
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ig BHP MAX AT 25' SUCTION Tey es es * 
= eRe | | isiniaaiaial 


| —GBULDS BALANCED-FLOW 
Fanktess Shatiow- Welt Jet = 


“- CAN BURN UP 


POSITIVE PS Rast ee 


' 





- 100 | 200 300 400 a Soe es | oe } 
Pity A, Re but these dashed lines 


mean no motor burnouts 


—=1-"4 JAF HOLOR LOND his bel Ke SS on Goulds Pumps 


BH. oa MAX! AT 20’ WATER LEVEL 












T | GOULDS PRIME: FLOW _ 
yprcal Deep Well Jet es The self-priming centrifugal pumps that 


~3D14- 09) resist corrosion—never suffer motor overload 





Pp - O O F a ee Bas Here’s one way to know whether the motor ona 





4 - water system is overloaded: Have the motor 
= _AWELE-DEPTH CR Bes burn out. Waste time on a profitless service call. 
100 zw>-ew- evo" $00 600 Face an unhappy customer. 


" GALLONS PER HOUR Here’s a better, more profitable way: Take a 


quick look at these charts and see why a Goulds 

an Reece ween pump motor never gets overloaded. 
a The dashed line at the top of each graph 
. marks a safety overload factor set by the motor 
maker. No guesswork. No rule of thumb, but an 




















2 a Ae exact statement of what the motor can do and 

1 Typical BOULDS st SHALLOW. -FLOW | cannot do. 
ce me — Notice that every Goulds system is set well 
Os, FES below the safety factor. These pumps will 


; 
ee een ee rn eoseecene 
; 


OF EXTRA ae 


~ SUCTION LIFT rough, continuous service such as lawn sprin- 
kling or car washing. In fact, these pumps can 


always work as we say they will... even on 


































mop giesesszons 4 oo 
xs, ee Berks he be run 24 hours a day. 
10v wo 600 700 ~—-B00 ' 
? . 
GALLONS PER HOUR How does this affect your business? First, you 
always show a profit since your markup is not 
| eaten away by service calls. Second, this depend- 
SST ee a able performance helps your reputation. No mat- 
oe oe, MOTOR LOADS vl ae L :% ter how you add it up, you get better business, 
— ————_—_—_t more business. 
BHP wigan meer EFS CSE 
CE) OES, RE Ho On the page opposite, you'll find two more 


Biaak Ons = reasons Goulds water systems save you trouble 
= | vnical GOULDS iT O- MATIC 
“<abertibie Jet -—— —and make more money for you. 


*408) 1 
7 PS Fg: Three reasons to choose Goulds— 
VAL UJ a WELL DEPTH ® Self-priming centrifugal pumps... 
eo ued © Safe motor loads... 
—- 4 ® Corrosion resistance... 
ss 50 : ev 300 350 400 





GALLONS PER HOUR 












MOTORS 
PUMP PROFITS... 












We take the temperature of every motor 


Before a new Goulds water system is introduced to the market, it has to pass this rigid test. The 
pump is put into operation in the Goulds Test Center and run at motor service factor load as 
established by the motor manufacturer. Temperature rise points are taken every 15 minutes... 
a motor thermometer is put on the warmest part of the motor. Goulds engineers then give this 
pump motor unit the works—a complete test of input power, voltage conditions and motor 
speed at all pump capacities. They run the motor continuously until they are absolutely sure 
that the pump ratings do not exceed the H.P. limits of the motor .. . that this unit will never 
suffer a motor overload, causing a trouble job for you. 


GOULDS PUMPS, INC. ¢ SENECA FALLS, N. Y. 


Best jet yet! 


BALANCED-FLOW PRIME-FLOW AND JET-O-MATIC 


“TANKLESS” SHALLOW-FLOW CONVERTIBLES W at eS r S y S t Se mM S 


















Sell the Big Quality line with 
the Big Pre-Sold name...Sell 


WINCHESTER 


TRADEMARK 


the hw Epedling name in. Shiteg! 


THREE EXCITING TOT-TAILORED MODELS 


*10 TRAINER 


Bright red straps. First 
beginner’s skate with quiet, 


non-scuff rubber wheels. 
Safe. 


#20 ADVANCED TRAINER 


Laced red straps. Chime 
tone bells. 


#30 JUNIOR 


First detachable all pur- 
pose toe clamps made. 
Grows with child’s foot. 
Perfect for thin or thick 
soled shoes. 


THREE EXCITING SUPER SPEED M 


#40 LEADER 


High Speed Junior skate. 
Double ball bearings, rub- 
ber cushions, leather straps. 


+50 STANDARD 


Double ball bearings, red 
dust caps, rubber cushions. 
Heavy leather straps with 
red vinyl ankle pads. 


* 60 DELUXE 


First sidewalk skate 
equipped with rubber 
wheels plus double ball 
bearings. Extra heavy 
leather straps, red vinyl 
ankle pads. 


WINCHESTER-WESTERN DIVISION 


42 


For lightning-fast profits and quick turnover, 
sell the exciting skate line made by the makers 
of famous Winchester firearms. And these skates 
deserve to carry that name—they’re rugged, hand- 
some, and can really take it! Best of all, they 
carry a quality name that parents respect and 
children remember. 


Sell Winchester and count on your share of 


those sure and growing roller skate profits. 


Exciting is the word for Winchester 
— the complete 4-to-teen skate line! 
Exciting is the word 

. for the brilliant nickel-lume finish 

.for new rubber wheels (on models 10 

& 60) 

-for longer wearing, heavy steel con- 

struction 


.-for the sole-shaped, tight toe clamps 


-for the rugged, full grained leather 
straps 


. for smart foam-rubber lined red vinyl 
ankle pads 


-for the electronically welded, non- 
riveted foot and heel plates with strong, 
foot-saving horizontal girders 


. for the rugged, full-girder, skyscraper 
construction 


Winchester backs you with heavy impact adver- 
tising in the National Comic Groups, Parents’ 
Magazine and powerful point-of-sale material. Im- 
mediate delivery on all models from warehouses 
in E. Alton, Ill., New Haven, Conn. and San 
Francisco, Calif. Write today for details on our 
money saving dating plan. 


— OLIN MATHIESON CHEMICAL CORPORATION = NEW HAVEN 4 CONN 
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with the 
Lightweight Trade 


ot BICYCLE ie 
©, GOOD-YEAR 
Lae 


As you’ve probably noticed, people who ride lightweight bikes 
seem to go for this sturdily built Straight Side Lightweight. 
Designed by Goodyear to provide minimum rolling resistance 
and easier pedaling, it does both to perfection—without sacri- 
ficing durability. 


Stock up on the Straight Side Lightweight for a big profit push 
this spring. (And don’t forget Goodyear’s Hook Bead Light- 
weight for American lightweight bikes. ) 

Goodyear, Cycle Tire Dept., Akron 16, Ohio. 


GOOD, 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN 








Watch ‘‘Goodyear Theater’’ on TV—every other Monday, 9:30 P.M., E.D.T 
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The Straight Side 
Lightweight 
— for imported lightweight bikes 
— for domestic lightweights using 


straight side rims 


Keep America fit on bicycles 


EAR 


ON ANY OTHER KIND 














Profitable Fast Sellers 


GARDNER 
WEATHERSTRIP 
PACKAGED HOLDFAST 7m 


Quickly and easily installed on doors 
and double hung windows. Treated 
felt on brass or white metal perfo- 
rated for nails . . . nails for installa- 
tion included. Cartons are designed 
for effective display, to help make fast 
profitable sales. 

Also a complete line of packaged 
wool, hair and cotton felts in various 
quantities and lengths to complete 
your weatherstrip line. 



















ALL-METAL STRIPS 


Double hemmed, top quality 
spring bronze or aluminum; 
guaranteed to give effective ser- 
vice. Perforated for nailing, nails 
included. Packaged in attractive 
transparent boxes holding 17 feet 
(bronze or aluminum) or 20 feet 
(bronze only), as_ illustrated. 
Also in 100-foot rolls. Quick and 
profitable sellers. 


BnoMPacsl ann HOLOMIST 


Two quality zinc strips with treated felt. 
(BROWN BEAR line includes a water-proof, 
rubberized fabric covering over the felt.) High 
weather-proofing qualities. Perforated for nail- 
ing. Seven foot lengths in 7/g", 1”, and 1/2" 
sizes. Also in door bottom sizes with oval per- 
forations for screws. Door bottoms made of 
treated felt on brass also available in several 
weights. 





for something extra 
Sportswear Sales 



































GASKET STRIPS 


Competitively priced, 
easily installed strips that 
have many uses. Three 
types: GARD-STRIP, a 
tough vinyl plastic gasket 
strip (transparent pack- 
age shown holds 18 feet, 
with nails) . .. STORM 
SEAL, with cotton filler 
and covered with maroon 
rubber-coated fabric . . . and FIRM-FLEX, with special core and 
reinforced tacking flange, covered with maroon rubber-coated 
fabric. All shipped on reels or in smaller units. Tacks included. 


UNIVERSAL DOOR SETS—WINDOW SETS 


Gardner’s No. 5 Uni- 
versal Door Sets and 
No. 6 Window Sets 
(for double hung win- 
: dows) are popular 
Packed in neat. bronze strip items. 
individual cartons. Complete including 
nails and instructions. 


<= — Order from Your Jobber or Write Us 
THE AMERICAN PAD & TEXTILE CO. \\ ae Also Stock Spring Assortments 
Ue | torce /909 


\ v4) Clean-Out Augers 
SPORTSWEAR DIVISION 5 ff Pole Sockets 


GREENFIELD, OHIO x Se . ARDNER WIRE Co. 


1329 SO. CICERO AVENUE, CHICAGO 50, ILLINOIS 














a. 


#1780 SHELL & GAME VEST #774 JONES STYLE CAP ® 1268 FISHING JACKET 





















yoy can’t buy better -- Write for 
to save your life.’ 









free literature 
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SHULTON, leader in fine toiletries, 
has added Bridgeport Aer-a-sols to its 
expanding product lines ...and has 
planned a power-packed advertising 
drive for this Summer, with 
ARTHUR GODFREY as top salesman! 


SPRAY IM 





FOR MOR 








Now... there’s a big difference in vacuum bottles— 
and only Universal Pour-Easy has it! It’s a real 
pitcher spout that pours easily ... won't drip or run. 
Be sure to point it out to your customers. It’s just 
one of the many top features of the new complete 
line of Pour-Easy vacuum bottles, food jars, lunch 
kits and outing sets, Tweed-Cote ice chests and jugs! 


Rugged Easy-On, Easy-Off cup 
Kleen-Seal stopper 
Non-slip corrugated case 


Bottom loading filler eliminates 
unsanitary shoulder threads 


Exclusive new market-tested 


colors 
10-ounce, pints, quarts, 
some with nested cups. 


NATIONALLY ADVERTISED IN POST ¢ LIFE - ESQUIRE - PARENTS 


ms , , FOOD JARS 


OUTING SETS 
Attractive, mod- 
erately-priced. 
Choice of case de- 
signs, combina- 
tions of bottles, 
food jars. 


New FULL wide- 
mouth, bottom load- 
ing filler. Competi- 
tively priced. 10-oz., 

pints, quarts. 


TWEED-COTE 

ICE CHESTS AND JUGS 

Now featuring scuff-resistant 

finish, double-thick insulation 
. new lower prices! 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN 
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Your best bet for bigger paint sales 
is the increasing consumer demand 
for these popular Pittsburgh Paints 


SUN-PROOF 


America’s Finest House Paint 





Rubberized 





WALLHIDE 


Easy-to-use wall paint 





© Easy to apply. 

@ Dries in less than half an hour. 

@ Has no unpleasant odor. 

© Wears wonderfully. 

® Can be washed without streaking. 


Hundreds of modern MAESTRO COLORS® 


@ The only house paint 
that gives the home 

the extra protection 

of Fume-Resistant Pigments 
and special VITOLIZED OIL? 


More than one hundred MAESTRO COLORS® 


— << = Gee Gee Ge Ge Gee Ge Ge GG Ge Ge Ge Ge Ge Ge Ge Ge Ge Ge Ge Ge Ge ee ee ee oe oe oe 


e If you want to cash in on this opportunity Pittsburgh Plate Glass Company, 
for bigger paint volume and profits — Mail this coupon Paint Division, Dept. HA-58, Pittsburgh 22, Pa. 


Gentlemen: I am interested in obtaining further 


details about selling your popular Rubberized 
H q { SEU RGH Al N ; Ss WALLHIDE and SUN-PROOF paints. 
N 














Syvymeoct. of SERvi FOR SBEVENT ‘ve YEaRs 


Address 





City County ——O———— 
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Ly 
Oromia 


BALANCED CONSTRUCTION! 
Each strand in any Samson-made cord has the 
same number of threads of the same size, high-quality 
yarn as any other strand in that cord. Result? All 


Samson cords are longer-lasting 
and more durable. 


MODERN, 
EYE-CATCHING PACKAGING! 


To help you at the point of sale, here is famous AETNA® 
All-Purpose Cord by Samson with a new look. 
Samson's new packaging in polyethylene bags gives 
maximum product display! Cords stay clean, 
on the counter! Results ? — 
more impulse sales for you! 


FAR-REACHING 2 Wer ee 
CONSUMER ADVERTISING! —_— CE end Hy 


Cty-te Ahan pbrstis crear 
Hard-hitting sales messages to the 11,000,000 ‘q ee Oe “ae Gat 
readers of GOOD HOUSEKEEPING tell the SAMSON story in full-page, “es 
color advertising! Only Samson is doing this to help you! Yas. ag iw et 
GOOD HOUSEKEEPING SEAL OF APPROVAL! 
All our cords are tested and approved 
by GOOD HOUSEKEEPING and carry the 
Seal of Approval — important guide << Oyen Ore =) . 
to better buying for your * Guaranteed by @ eal Genet 
customers! Good Housekeeping - 


%O iy € oe * es, 
Tas ADVERTISED mite = & ya Pr in — 
Wa: ii F Pd 
mn, 


Peeing 





POINT-OF-PURCHASE 


MERCHANDISING! 


America’s best — and most popular — SPOT-CORD ® 
is “bagged and tagged!” Tag tells how to 
replace sash cord and why SPOT CORD is your 
customers’ best buy! Another 
exclusive selling service for you 
from SAMSON! 


NEW 
PRODUCT DEVELOPMENT 


To reach ever-changing markets, SAMSON leads with 
new products. New TILLER ROPE — new 
WATER SKI ROPE — each a possible 
source of new sales for you. 


u can be 
Yoo! you 4 
yaved 1 10 
ill pay you ™ 


eure it W 
epecity any 


brand ! 
CORDAGE WORKS 
| Boston 10, Mass. 


i’ 


AETNA SACHEM CROCUS BEAVER TITE-ROPE HORIZON. NYLON 
Sash cord Sash cord Clothes line Clothes line Plastic clothes line Plastic clothes line Cord 

















Dependable Distribution from these Warehouses: 
New York © Philadelphia © New Orleans 
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PIPE FITTINGS 
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Manufacturing Co. ¢ 6565 Broadway « Cleveland 5, Ohio 














. . here is a hardware 
store that changed with 
the markets served up by 
the surrounding commu- 
nity and that continued to 
grow. 


° 
a WRN De a 


Here is a problem that crops up all the time with hardware 
dealers: the neighborhood around their store keeps changing. 
How should they adjust the lines they carry, their promotions? 


Here is what one dealer did when he had to decide... 


How to meet the challenge 


of changing markets 


Adaptability is a handy tool for a hardware 
dealer to have. When conditions change and he 
sees his best markets slipping, a dealer needs 
insight and an ability to take proper measures 
to offset obstacles to growth if he is to have 
continued success. 

Take the case of Six Points Hardware & 

Electric Co., Phoenix, Ariz., for example. Once 

known as a farm store, it has realistically faced 

Cities ce a a receding market for farm supplies by diversify- 

hardware store, who changed his ing its lines and making a play for the urban 
merchandise lines and promotions trade. 

to meet conditions of a new Farmers and ranchmen still think of Six 

market. Points Hardware as the one place where they can 
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find everything they need. However, farm and 
ranch business no longer accounts for the major 
portion of sales volume which has grown stead- 
ily despite a leveling off in farm business. 

In 1946, when Clem D. Christison and John 
M. Jacobs built a 9000 sq ft store building at 
1845 Grand Ave., Phoenix, and opened their 
Six Points Hardware & Electric Co., many people 
openly expressed the opinion that they had not 
built wisely. 

The location was outside the city limits. Be- 
yond stretched only irrigated farm lands. Other 
businessmen couldn’t figure how the new firm 
would make a go of it. 

What the skeptics failed to realize was that 
Six Points Hardware was geared to the farm 
trade. Six Points Hardware specialized in fill- 
ing every hardware need that the farmer or 
rancher might have. 

In almost no time the store established itself 
solidly with the rural population. Its favorable 
reputation became widespread. Farm trade pro- 
duced from 70 to 75 percent of volume in 
the firm’s early days. 

Now, however, the market is different. Boom- 
ing Phoenix has spread out far beyond the Six 
Points corner, now almost a downtown location. 

First the adjoining farm lands were platted 
and dotted with homes. Then residence districts, 
shopping centers, and industrial developments 
absorbed the land farther and farther out. To- 
day it is miles from Six Points to farming ac- 
tivity. 

Naturally, this changing trend has vitally af- 
fected Six Points Hardware’s business. As the 
farmer has moved back, his purchases have 
shrunk to an estimated 30 to 35 per cent of 
total sales. 

“Don’t get the idea we are no longer interested 
in the farm trade,’ Mr. Christison cautions. 

“We still specialize in farm supplies. But it 
is a misnomer now to call us a farm store, as 
we were once known.” 

Aluminum siphon tubes, ditch gates and other 
irrigation supplies, metal stock tanks, steel 
ranch gates, cattle chutes, horseshoes, boots, 
lamps, tools, tarpaulins, and thousands of smaller 
items that farmers and ranchers need make Six 
Points Hardware a farm supply headquarters. 

Farmers and ranchers agree that “if Six 
Points Hardware doesn’t have it, you can’t find 
it.” As one rancher paraphrases it, “If you 
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How to meet the challenge of changing markets 








(Continued ) 


ean’t find it at Six Points, you don’t need it.” 

Many larger farm supply items, such as stock 
tanks and steel ranch gates, are displayed in a 
fenced enclosure at the front corner of the firm’s 
lot. Here they can readily be seen by the thou- 
sands of persons who pass daily. 

Its extra fine location has been one of Six 
Point Hardware & Electric Co.’s biggest assets. 
As the name indicates, traffic converges from 
six directions at this corner. The streets are 
among the city’s busiest. One carries three major 
U. S. highways. 

Even though farmers have been pushed out 
farther and farther, this location is still handy 





. . . lines such as sporting goods are a staple that 
appeals to customers through a change in basic 
markets. 
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for them when coming into or leaving the city. 
There are no parking worries, either. Six Points 
Hardware has its own large parking lot beside 
the store. 

What has always been handy for the farmer 
has now become just as convenient for the city 
dweller and suburbanite who have absorbed the 
nearby farm lands. 

Without diminishing its efforts to serve the 
farmer, the firm has recognized the declining 
potential in his trade. As a result, it has made 
a steadily increasing play for the patronage of 
city dwellers. 

This change in markets was made mainly 
through: 

(1) Putting greater stress on lines of mer- 
chandise with special appeal for city people, 
such as patio, lawn and garden supplies and 
fishing, hunting and camping equipment. 

(2) Slanting additional advertising toward 
this new class of trade. 

Actually, few radical changes have been neces- 
sary to make the store a favorite with city 
dwellers. Many of their hardware wants and 
needs are similar to those of rural customers. 
And the knowledge that they can be sure of 
finding everything they need for home repairs 
or other do-it-yourself work appeals to them 
as much as it does to the farmer. 

Then, too, the fact that many farm homes 
are now as modern as those in the city makes 
the needs of farm and city homemakers more 
alike than ever before. 

There is little change in the advertising slanted 
to the rural trade. For many years the firm 
has sponsored a 15-minute morning market and 
weather report on a local radio station. The 
firm also advertises regularly in farm and dairy 
papers covering the state. 
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Bus bench advertising is the principal medium 
used to keep the store in the minds of city folks. 
The benches are concrete with colorful advertis- 
ing messages on their backs. 

“We have 40 of these benches, scattered over 
a wide area beyond us in our lines of traffic,” 
Mr. Christison explains. 

“We place them at or near small shopping 
centers, where they will be seen by many people 
daily. 

“Some of these centers have hardware stores. 
Our bench signs induce people to come to us 
for what they could not find at the nearby store, 
and they soon get the habit of coming to us 
first. 

“We have found this type of advertising more 
effective and lower in cost than newspaper ad- 
vertising. We used the metropolitan dailies our 
first few years. Since discontinuing newspaper 
advertising, our volume has risen from $150,- 
000 to $300,000 annually, so we don’t seem to 
miss it.” eh nd 





. . . benches at bus stops are a major advertising 
medium for a hardware store. 


barbecues and other 
lawn, garden, and patio mer- 
chandise get more attention 
now, with ample floor dis- 
play area. 





How a gross of tomatoes 
built store traffic 


The business world seems pretty 
mixed up at times. Stores get into 
unrelated lines. Customers can buy 
a given line of merchandise in 
strange places. 

Sometimes these marketing 
channels spring up as conveniences 
to customers. Other times they 
come from a store expanding, tak- 
ing on unrelated lines to build sales 
volume and profits. 

This fact was the basis for a 
store promotion by Mort H. Epstein 
in his World Hardware Co. store in 
Springfield, Pa., a suburb of Phila- 
delphia. 

The promotion had two purposes. 

First, Mr. Epstein wanted to 
build store traffic. He is always 
trying some promotion to keep his 
store’s name prominent in a fast- 
growing suburban area. He wants 
old timers, and newcomers, to 
recognize World Hardware, and to 
come to the store. 

Second, Mr. Epstein was being a 
bit subtle. He wanted to get over 
the point that it pays to buy hard- 
ware in a hardware store, food in 
a food store. 

This was Mr. Epstein’s promo- 
tion last month. 

He bought a gross of 1-lb cans 
of tomatoes from a relative in the 
wholesale grocery business. He 
dumped the gross of tomatoes in 
his store window. 

Then Mr. Epstein put an adver- 
tisement in the local weekly news- 
paper. This ad, 2-column by 414 
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This ad sold a gross of toma- 
toes, and the point that a 
hardware store is a place to 
buy hardware. 


in., announced the sale of tomatoes. 
The advertisement also reminded 
readers that the store sold hard- 
ware, too. 

A copy of the adevrtisement was 
pasted on a huge piece of card- 
board and placed in the store win- 
dow. 

The promotion actually was a 
loss leader, a real one. The toma- 
toes cost over 12¢ a can, wholesale. 
Mr. Epstein retailed a can for 10¢, 
four cans to a customer. 

The tomatoes moved rather rap- 
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idly. And there were lots of com- 
ments from customers. 

Owners and managers of nearby 
food markets took the promotion 
in stride and no ill-will was built 
up in that direction. 

Mr. Epstein emphasizes the point 
that the promotion was not a sharp 
barb at any specific food store. 
This attitude, he points out, made 
the promotion go over without 
riling any food store owners, or the 
public. But as a gimmick, the pro- 
motion did help store traffic. © End 
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Demonstrations off floor displays sell many room air con- 
ditioners for this hardware dealer, Anthony Campo, on 


right. 


The room air conditioner mar- 
ket for 1958 is coming into its 
own. 

Sales already are booming in 
the South. The market is expand- 
ing as spring sweeps northward. 
The big factor now is weather, for 
an early heat wave will bring cus- 
tomers into the market. 

Room air conditioners are a 
leading category at Campo Hard- 
ware Co., 2601 Jackson Ave., New 
Orleans. John Campo gives two 
reasons why room air conditioners 
have a good future for hardware 
dealers: 


(1) Sales volume this year 
should be excellent. Last year’s 
customers will be back in the mar- 
ket, and there will be plenty of 
first-time customers. Campo Hard- 
ware last year sold 600 units. 
Sales estimate for 1958 is 1000 
units. 
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(2) Sales volume should be good 
for many years to come. So far, 
Campo Hardware’s sales have been 
on a cash basis. That shows me- 
dium and upper income bracket 
customers are buying. When 
budget - buying customers come 
into the market there will be a 
fresh surge of selling. 


The market is highly competi- 
tive and margins are narrow, Mr. 
Campo acknowledges, but on the 
plus side air conditioners build 
store traffic and there are plenty 
of opportunities for repeat sales. 

Most customers buy a room air 
conditioner for installation in the 
master bedroom, Mr. Campo points 
out. After experiencing the com- 
forts of cool, sleep-filled nights 
these customers come back for 
units in other bedrooms and also 
the living room. 

The prime customer is the first- 


Here is a hardware dealer all 


set for a big selling season in 


customers, and... 


Are you 


room air conditioners, to meet 


needs of repeat and first-time 


ready 
for a 


heat wave ? 


time customer who wants the con- 
ditioner installed in the living 
room, Mr. Campo points out. The 
customer reasons that more time 
is spent in the living room, hence 
that is the place for the condi- 
tioner. Mr. Campo is happy to 
make the living room installation, 
knowing the customer will be back 
within 48 hours for the second 
conditioner, to be installed in the 
bedroom. 


The financial side of handling 
room air conditioners enables 
Campo Hardware to build up a 
cash reserve against the billing 
date. 

Mr. Campo places his order in 
November and December. Mer- 
chandise is delivered to the store 
in January and February. The 
selling season begins in March. 
Billing dates begin June 15. 

Campo Hardware maintains a 


55 










Are you ready 
for a heat wave? 
(Continued ) 


separate bank account for room 
air conditioner income. The store 
cashier checks off sales of condi- 
tioner units on the inventory sheet 
each banking day. The list amount 
of each conditioner sold since the 
previous banking day is deposited 
in this special account. Come bill- 
ing date and the store has the 
funds in this separate account. 
The suppliers are paid, and the 
store’s gross profit is available for 
the general account. 


The extras are for delivery and 
installation, and for a_ service 
guarantee. 

Campo Hardware will uncrate, 
deliver, and install a conditioner 
for $10. More and more custom- 
ers are handling their own instal- 
lations. Since delivery and in- 
stallation is an extra, the loss of 
this extra is not reflected in the 
basic sales price. 

Campo Hardware will service a 
conditioner for a year for $10. The 
store had about 100 service calls 
last year. The number of custom- 
ers taking on this service guaran- 
tee is going down. Mr. Campo re- 
ports that about 80 percent of 
sales in 1956 were with the ser- 
vice charge, 66 percent in 1957, 
and estimates that in 1958 about 
50 percent of the sales will be 
made with this charge added. 


The promotions for the depart- 
ment are in newspaper advertis- 
ing and the store display. 

The advertising is done separate 
from regular store displays. Ads 
do not give prices, and state that 
prices will not be quoted over the 
telephone to discourage competi- 
tive shopping by phone and to en- 
courage store traffic. 

Floor displays are up front, eas- 
ily seen by sidewalk traffic and by 
customers upon entering the store. 
Six models are on display, plugged 
in and ready for demonstration 
by store salesmen. © End 
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Nursery stock ... 


More profits for 


How a southern hardware dealer manages 
nursery stock department to cash in on 
long profit potential with merchandise 


that builds store traffic, leads to 







impulse sales. 



























































Myers Park Hardware partners, on left, J. B. Hutchinson; on 
right, S. H. Hackney. 




















Are you looking for a way to pep up lawn and garden sales? 

How about expanding with nursery stock? 

Here is a potential profit maker, if your store already is 
doing a good job on lawn and garden tools and outdoor living 
merchandise, and you’re casting about for a new line. 

Myers Park Hardware in Charlotte, N. C., is one of the hard- 
ware dealers that has expanded into nursery stock. The results 
are excellent, as to profits, traffic building, and as a lead to im- 
pulse and tie-in sales. The line produces around a 50 percent 
margin of profit, has several peak selling seasons during the 
year, and merchandise loss is negligible. 

Of course, handling nursery stock means lots of extra work, 
both in the buying and selling end. 

Hardware dealers can get into nursery stock on a smaller, 
less profitable basis. For instance, dealers can rent space to a 
local nurseryman for display of his wares around the store. 
Or, dealers can take stock on a consignment basis. 
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your lawn, garden department 


Truck load of nursery stock being checked in by S. H. Hackeny (center, in cap) and store sales 
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The big profit and traffic potentials are in set- 
ting up a complete department and going in for 
volume as nursery stock headquarters in your 
community. That is the way Myers Hardware 
did it. 

Myers Hardware had the physical set up to go 
the whole way. The store is in a shopping dis- 
trict, on the right side of the tracks of the resi- 
dential area. Main highways feed local traffic to 
the store. 

Customers are in the upper income brackets 
who can afford plantings for their homes. These 
customers range from modest city homes, on up 
to nearby rural estates. The point is that the 
hardware store already had an established cus- 
tomer list. 








The store has two partners. They are §8. H. 
Hackney and J. B. Hutchinson. 

It happens that Mr. Hackney is an amateur 
gardener. Naturally, Mr. Hackney has been doing 
the heavy work of buying, selling and promoting 
nursery stock. 

The first step in a successful nursery depart- 
ment, Mr. Hackney points out, is buying right. 
That means getting good stock, and buying when 
wholesale prices are near bottom to get the best 
possible mark-up in the selling season. 

Mr. Hackney started out, and still does, keep 
in close personal touch with nurserymen through- 
out the Carolinas. These buying trips enabled 
him to establish his store with the better growers 
of the area. (Continued on next page) 


staff price marks stock. 





Nursery stock... 
(Continued ) 


These trips also keep him posted on the mar- 
ket, as to what quantities nurserymen are bring- 
ing along, and to keep his finger on the market. 

Wholesale prices vary considerably. Many fac- 
tors set prices. For example, the quantity of any 
type plant being brought to the market by nurs- 
ery growers is an important factor. So is the 
quality of the plants. A buyer who sees a good 
market ahead, and is willing to take the chance, 
can get a favorable price by buying up the entire 
output of a nursery. On the other hand, whole- 
sale prices tend to advance as the selling season 
nears. The store owner’s problem is: when is the 
time to buy? 

Mr. Hackney covers the Carolinas thoroughly. 
This is the area that supplies the Charlotte mar- 
ket, for plantings are acclimated to the climate. 
Making contacts, and keeping them alive, is the 
key to successful buying. 

Mr. Hackney is just as active on the other side 
of the department—selling. 

Selling moves in two general directions: 

(1) Selling to home owners and estates for 
new or replacement plantings. This business runs 
into big sales, involving hundreds of plantings in 
one order. 

This ties into careful buying. A home owner, 
for instance, may be in the market for 425 azalea 
bushes. A knowledge of what is being grown, and 
this potential order, enables Mr. Hackney to buy 
right, and to have stock for the store also. 
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(2) Selling at the store. 

Such orders on the surface may not seem big, 
but plantings around a middle-bracket home can 
amount to a $50 to $100 sale. Such sales, also, 
lead to tie-ins. A home owner may buy rye grass 
seed to put in a beginning lawn that will tie down 
the soil. This home owner also wants plantings, 
and next year a higher priced grade of grass seed. 
And the transactions also expose the home owner 
to the store’s power mowers and garden tool dis- 
plays. 

Myers Park Hardware nursery stock depart- 
ment covers the entire range. Besides plantings 
such as azalea and camellia, the store carries 
bulbs, annuals such as flats of pansies and gera- 
niums, and vegetable garden lines of seeds and 
flats of tomatoes. 

Nursery stock is displayed on the apron in 
front of the store, on the strip side of the build- 
ing and the street side of the store. 

The store’s promotional program includes capi- 
talizing on Mr. Hackney’s knowledge of garden- 
ing and his ability as a platform speaker. 

Mr. Hackney has appeared on the programs of 
many garden clubs in and around Charlotte, and 
has addressed other groups interested in garden- 
ing. His addresses concern seeds, bulbs and 
plantings, also soil conditions, fertilizers, and 
lawn and garden lay out. Such a connection with 
the garden market builds prestige for Myers 
Park Hardware. © End 
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Front of store area is 
used for displays of 
flats before planting 
stock comes on market. 
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Trading: 





key to volume in guns 


How a hardware dealer uses trade-ins, financing plans, advertising 


to sell new and used guns and building sporting goods traffic. 


Like the automobile prospect, the new gun 
prospect has something he wants to trade in. 

This is a key to doing a volume business in 
selling guns and sporting goods. And trading 
is what the Schiedermayers, Walter, Don, 
George, and Bill are doing to sell guns in their 
Schiedermayer’s Hardware in Appleton, Wis. 

Gun merchandising at Schiedermayer’s 
Hardware also includes promotion with news- 
paper advertising, full gun stocks, and a 
financing program to fit just about every cus- 
tomer’s requirements. 

Related line merchandising also is featured. 
For example, gun sales means prospects for 
hunting jackets, pants, caps, and so on. 

Here is one idea used in the store that 
boosted sales of hunting clothing. A mirror 
was put up in the store’s sporting goods de- 


partment. Customers can try on clothing and 
get a first-hand view of themselves. 

What happened? Sales of hunting clothing 
jumped 20 percent. 

Gun trading, or swapping, is an art devel- 
oped over the past eight years when gun 
selling became a major part of the business. 

The store’s basic trading policy is to make 
money on a deal. That means the allowance on 
the old gun, plus reconditioning costs, must 
come under the price the store can get when 
it sells the reconditioned gun. 


This means knowing gun _ values, Bill 


Schiedermayer, in charge of the gun depart- 
ment, points out. 

“When a prospect walks into our store with 
his gun, to trade it on a new gun or a used 
gun, we’ve got to know what that old gun is 






















Trading: key to volume in guns 
(Continued ) 





worth to us. That’s the tough part of gun 
trading—the appraisal,” Mr. Schiedermayer 
points out. 

“We figure what the old gun is worth to us, 
and estimate how much it will cost to put it in 
resalable condition. 

“The gun-swapping customer may spend a 
half hour wrangling about gun values. It takes 
patience to sell or swap a gun. You can’t rush 
a customer. You’ve got to satisfy the customer, 
and also protect your own interest. 

“Our gun customers keep trading with us 
for years. Many of them swap their gun for a 
reconditioned gun, but eventually wind up 
buying a new gun.” 

Gun financing can be done on a number of 
plans. 

Schiedermayer’s Hardware sells guns on 
lay-away. The customer can complete the lay- 
away agreement and take the gun. The cus- 
tomer can keep up payments on lay-away and 
if he wants the gun before the agreement is 
completed can put the unpaid balance on a 
budget plan contract. 

Schiedermayer’s Hardware also sells guns 
on open account. Full payment within 60 days 
wipes off any carrying charge. 

Schiedermayer’s Hardware also sells guns 
on budget arrangements. The amount of the 



















































down payment, and time payments Is tailored 
to the customer’s needs. 

Gun promotion is featured in advertising, 
and twice a year the store holds a gun sale. 

The advertisements include use of ad mats 
to illustrate items, brief descriptions and 
prices. 

Advertisements also carry institutional copy 
about the store’s swapping policy, gun repair 
services, financing, and installation services 
and special orders. Here is a statement from a 
recent advertisement: 

“Any used gun you buy from Schieder- 
mayer’s is guaranteed to be in shooting condi- 
tion ... Many of our used guns carry a new 
gun guarantee and are yellow tagged. We 
maintain the services of competent gunsmiths 
to back our used guns. Look over our giant 
selection of used rifles, shotguns Choose 
with confidence. We swap used guns for used 
guns... Buy your gun on our 30 day charge 
account, budget payment plan or lay-away 
plan now.” 

Gun stocks are full at all times. The store’s 
stock of new and used guns is around 300. 

Used guns are displayed on a rack along the 
main aisle of the sporting goods department. 

New guns are displayed back of the counter. 


e End 


A mirror that boosted hunting cloth- 
ing sales 20 percent 
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Used guns displayed along main aisle 


of sporting goods department. 





Plenty of patience, while cus- 
tomer tries guns, helps Bill 
Schiedermayer sell lots of 
sporting goods 
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Window display features sign 
advertising trade-ins and 
budget terms 


USED GUNS 
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What’s ahead ? 


Here are 4 steps towards meeting tomorrow’s challenge: 


Offer credit plans to increase sales 


Control stocks for more turnover 


Keep records to know profitable lines 


And get rid of the 33 1/3 percent habit 


Abstracts of four papers presented at the Annual Retailers’ Conference of Janney, Semple, Hill & Co., 


Jan. 27-30, at Minneapolis that will help dealers prepare and plan to face up to competition of the future. 


How to use credit 
plans to boost sales 


by G. C. Brown 
Farm 'N Home Hardware 
Eldorado, Kansas 


You want to know how to use credit to increase sales 
when you have a limited amount of capital and profits 
already are too low. This is my answer: 

(1) Arrange with your local bank to borrow up to 
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100 percent of your outstanding credit balances at no 
more than 6 percent interest. 

Most of your bills are due on the 10th, so the 5th of 
the month would be the proper time to borrow the 
amount your accounts have increased the preceeding 
month and pay the interest on what you have already 
borrowed. 

For example: you have $2000 on the books on the 5th 
after your first month of credit operation. You could 
borrow the $2000 to pay your bills including your 
credit office expense. Now this is very important. All 
accounts should be set up for a charge of at least 10 
percent carrying charges with the maximum life of 
contracts at 18 months, and $5 as the minimum monthly 
payment. The $5 minimum payment is necessary to 
save bookkeeping. 

(2) Now let us assume you have built your outstand- 
ing credit balances to $27,000, and you are carrying 
700 customers on contracts, and they are paying only 
the minimum of $5 each, and you had to borrow the 
$27,000 at the bank. 

Payments from your customers will amount to 700 x 
$5, or $3500 a month. 

Credit sales, after down payment including carrying 
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charges, can be made up to $3500. Average income 
from sales will be about $320. Against this $320 you 
apply charges of $150 as salary for your credit clerk, 
$35 to supplies and losses, and $135 as interest at 6 
percent on the $27,000 bank loan. 

This would be considered a break even operation, as 
far as direct cost is concerned. However, there is the 
factor of store traffic of customers coming in to make 
payments. Even if 25 percent of your credit customers 
mail their payments, you will have 500 or more cus- 
tomers coming into your store each month to make 
payments. 

I feel it is impossible to be competitive in today’s 
market and still carry your customers’ credit without 
any charges, unless customers pay their bills by the 
10th of the month following purchase. 

If customers do pay by the 10th, you can pay your 


How stock control 
protects profits 


by M. M. Kealiher 
Patterson Hardware Co. 
Denver, Colorado 





What do we need to get a fair return on our invest- 
ment? 

We must increase net profits to 6 percent on sales 
and increase turnover to 3.5 or 4 turns a year. If we 
can accomplish this, our return on investment would be 
21 to 24 percent. This is a goal around which we must 
key and plan our entire operation for 1958. 

Probably the greatest single reason chains have 
grown and prospered is because of an adequate stock 
control system. All segments of the retail industry in 
the past decade have gone through a revolutionary 
change in stock keeping, whether they be chain or 
independent. Chain stores have a rapid turnover of 
personnel, and had to abandon the idea of an old depart- 
ment head buying from season to season by guess or 
memory. 

Any sales manager of a chain store will tell you they 
simply could not successfully operate their stores with- 
out an adequate stock control system. Both giant mail 
order houses today have a tailormade guide stock for 
every department. They found that it takes about 
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bills on limited capital. If customers don’t, you are in 
trouble. 


I, therefore, recommend that you have Revolving 
Charge Accounts instead of open charge accounts. 


Revolving credit gives your customers all the bene- 
fits of open charge accounts without paying bills in 
full each month. There is no down payment, no delay 
for credit approval when making a purchase, and up 
to 12 months to pay. 

Customers open revolving credit accounts by filling 
in an application and agreement form. Customers pick 
the monthly payment plan that suits them best. This 
automatically establishes the maximum balance of their 
account. 


For example: If a customer wants to budget $10 a 
month, he may charge up to $120. If a customer wants 
to budget $20 a month, then he can charge up to $240. 


5000 items to properly stock the everyday hardware 
wants of their customers. Guide stocks are established 
for each of these items in a quantity which will give 
a sales turn of 3 to 5 times per year. Guide stock quan- 
tities are then developed into a total dollar inventory. 

Every item we stock in our inventory must pay its 
way and produce its share of profit if we are to be 
justified in carrying it. Most of us are guilty of falling 
in love with many items which can be found in our 
stores. Maybe it’s a horse collar, kerosene lamp, or one 
of the many hundred slow selling items which were 
once highly desirable and sold well. 

Look at the chain store today. Unless an item will 
produce turnover and profit, it is no longer carried. 
Customers are directed around the corner to the in- 
dependent hardware dealer. 

This same thinking applies to the carryover of 
seasonal goods. How many dealers pack away goods 
and store it in the warehouse rather than cut the price 
sharply before the season ends and sell it? We are all 
guilty, but not the chains. Chains sell out at any cost 
so precious inventory dollars can go to work and earn 
more profit before the new season arrives for the goods 
we hardware dealers pack away. 

Most of us are far better buyers than sellers. But 
let us be alert to recognize our mistakes early and then 
take quick action and reduce goods to a price that will 
assure their sale. If we do this we will be well on the 
road to increased turnover and profit. 


No longer will one find an S&Q Store (Janney, 
Semple, Hill Co. Service and Quality Store Program) 
merchandized in a haphazard fashion with merchandise 
classifications intermingled. 

Every item carried must have a home and be at home 
at all times. The bin ticket identifies the home of an 
item. Next, comes the item and on the last line the 
description or size of the item with its identifying stock 
number. 

In the lower right margin there is a number which 
represents the page number of a guide on which the 
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item can be found and ordered. In the upper right cor- 
ner is a small square in which we dealers must estab- 
lish a guide stock figure. The perfect guide stock would 
be one that represents 8 weeks sales, a figure on which 
we would get 6 turns a year. 

Once a systematic monthly checking system is in- 
augurated and put to actual practice you soon know 
whether your pre-established guide stocks were prop- 
erly set. 

With good stock control we may find an item that 
will not sell in our store. If this is the case we dis- 
continue the item. We may sell many items that are 
not a check list item. If this is the case we set up a 
home for each and stock on the same basis as a check 
list item. Make every item pay its own way and 
produce profits. 

Once guide stocks are set I recommend not changing 
them downward for the few bad months of the year, 
such as January and February. Many hardware stores 


How records uncover 
profit losses 


by William C. Kyle 
Idaho Falls Hardware 
Idaho Falls, Idaho 





What is the big problem that faces us? 

Simply stated, we are just not making a go of it. 
We don’t get enough mark up on our goods. We don’t 
get enough turns on our stock. We handle too many 
unprofitable lines and items. We are not brutally real- 
istic towards our stores. We don’t know enough about 
what’s going on in our stores to make the corrections 
needed. 


When we started talking about the Janney program 
and our stores, it soon became evident that we needed 
the facts of my business to determine where its weak- 
nesses were. We need facts that could be analyzed as 
to mark up, stock-sales ratio, turns, sales by type, and 
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sell their stock down far too low for this period and 
consequently lose a lot of good business during the first 
two months of the new year. Basic stocks carried on 
guide sheets should never be out. 

Purchase of seasonal merchandise should be made 
well in advance of the selling season. Unless we keep 
a record on these lines we are sure to under buy on 
some and over buy on others. 

The simple method is to keep a copy of our seasonal 
purchase forms and on this form enter any carryover 
before buying for the coming season. It’s usually safe 
to purchase 60 percent of anticipated sales on seasonal 
items. 

As the season progresses we reorder best items, and 
quantities are added to the original commitment made 
in advance of the season. At the end of the season we 
merely take an on-hand count. Only after this is done 
can we accurately predict and properly buy for the 
coming season. 





many other incidental pieces of information. 

To gather this information we needed departmen- 
talization. And what is departmentalization? It is the 
keeping of records of the different families of items 
so that we can tell immediately what the sales, stock, 
mark up are. These records quickly show us which 
departments are making money and which are not. 

Today, we don’t sell hardware. We sell items. 

It is vital to know what items and groups of items 
are selling at a profit. The type of records mentioned 
will help increase your net profit, and reverse the 
deadly trend that is sweeping us along. 

It’s simple to departmentalize your store. It’s simple 
to keep the records that give you the basic control that 
you need. 

We know that it’s simple because we have done it. 

I can give you a graphic illustration of just what 
these departmental records have done for us. 

We took over a store that had a very satisfactory 
gross volume, but was losing money. We departmen- 
talized it and gave close scrutiny to items and depart- 
ments that had high volume and low gross margins. 
By eliminating some of these, and de-emphasizing 
others, we were able to change the results completely. 

Today this store does just slightly over half of its 
former volume, but it is showing a very respectable 
7 percent of sales in net profit, and it is getting better 
each year. 

We believe by placing the emphasis on the higher 
gross departments and increasing our turnover, we 
have made the store a profitable unit without changing 
its essential character. Our investment in this store 

(Continued on page 68) 
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versatile, small incandes- 
. eon) cent bulbs for case dis- 
CC ) plays. Available in clear 
glass, inside frost, or re- 

om) flector types. 





Reflector Fluorescent lamps— pro- 
vide up to 15% more directed light 
at no increase in power costs...have 
their own built-in reflector. 
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Lumiline lamps—Slim, 
space-saving lamps in a 
variety of colors and 
wattages. Useful for cove 
lighting, for lighted dis- 
plays, small-sign illumi- 
nation. Decorative and 
functional. 




























PAR and Reflector lamps — ideal for 
accent-lighting store interiors and 
windows, and for spot or flood- 
lighting exteriors. Highly polished 
internal reflector puts all the light 
where it is needed. Available in 
colors for merchandising with light. 


AN igg 


These Sylvania lamps provide better 
light for every store need. 


Sylvania puts your “Main Street’ business 
in its most profitable light 


longer life . . . more light during life . . . at 
no increase in power cost. 


Syivania’s complete line of lamps offers you 
a genuine opportunity to build a steady, 


growing volume of full-profit business. Promote the extra service and value of 


The reason? Good lighting is a major part 
of modern merchandising. It’s vital to every 
store . . . pulls in traffic . . . improves the 
appearance of displays and merchandise . . . 
stimulates buying. 

Equally important, Sylvania lamps help 
increase your customers’ profits . . . in effect 
they contribute to reduced overhead through 


Sylvania lamps. Point out their superior per- 
formance as a means of reducing lighting 
costs to increase profits. It all adds up to 
greater profits for you. 
SYLVANIA ELEcTrRIC Propucts INc. 
Lighting Division, Dept. 8L-8205 
60 Boston Street, Salem, Mass. 
In Canada: Sylvania Electric (Canada) Ltd. 
Shell Tower Building, Montreal 


SYLVANIA 


. . - fastest growing name in sight! 
LIGHTING * TELEVISION * RADIO + ELECTRONICS + PHOTOGRAPHY * ATOMIC ENERGY * CHEMISTRY-METALLURGY 
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New Profit Opportunity! REPUBLIC : 
Stock and Sell 














FASTENERS — over 20,000 types and sizes of standard bolts and 
nuts are supplied in eye-catching, tough, non-smudging packages 
that make attractive self-selling displays. 


REPUBLIC ENDURO” STAINLESS STEEL—is used by leading house- 
wares manufacturers for utensils that will stay new looking a 


lifetime ... will never chip, crack, or flake ... will resist rust and 
corrosion. Ask your wholesaler. 





ee _ | 
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FLEXIBLE PLASTIC PIPE—for livestock watering, lawn sprinkling, WIRE NAILS AND STAPLES—oc complete line for every farm and home 
irrigation uses. Supplied coiled from Y2// through 3// diameter. use. Also ideally suited to and accepted by the building trades. 
In straight lengths in 4// and 6’/ diameter. Plus a complete line Made from steel wire specially produced for nail manufacture. 
of fittings. 
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HOUSE-LONG GUTTERS 


New Republic Galvanized Steel Gutters are now made 
in any length up to 32 feet. That means that they can 
cut your customers’ installation costs up to 50%. One 
length does it all. The cutting, measuring, soldering 
required to install ‘“‘old style” gutters are eliminated. 
And, there are no seams to detract from appearance 
or to become potential points of failure. 


It’s a quality product through and through. 


Republic’s extremely tight, uniform zinc coating is 
unaffected by forming operations, provides years of 
dependable rain-carrying service. And, best of all, 
Republic quality control makes this new style “K” 
gutter the straightest on the market. 





Woldi Widest Range 
% Standard Steels andl 
Stack -roduca 
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REPUBLIC 
SrEEL 








Perfectly matched components make add-on sales. 
Republic provides you with the most complete line of 
roof drainage products and accessories. In addition 
to galvanized ‘‘house-long” gutters, Republic offers 
gutters, eaves trough, and conductor pipe made 
from ENDURO Stainless Steel, and IX40#4 Terne 
(Tin). A complete line of elbows, mitres, drops and 
end section are available regardless of the materials 
selected. 


All are made by Republic’s Berger Division, veteran 
of more than 70 years in the manufacture of roof drain- 
age products. Send coupon for full information on 
these plus profit products. 





























—_— Ee ee RR ca etme ae at pee 
| REPUBLIC STEEL CORPORATION | 
| DEPT. HA-5481 
| 1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO | 
Please send me more information on: | 
1 Roof Drainage Products { Bolts and Nuts 
2 Plastic Pipe —1) Wire Nails and Staples 
| 
| Name Title | 
Company | 
7 Address | 
| City Zone State | 
Thidscmnicheniesihinis anatase aaa i aia iain J 
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is only about a quarter of the investment of the former 
operator. I doubt if we could operate successfully 
without these records. 

We know now what our sales are for each depart- 
ment. We know the inventory for each department. 
We know the gross profit for each department. We 
have this information quickly enough to watch trends 
as they develop. We can see the trouble coming before 


Do you have the 
33 1/3 habit 


by Harley Mathweg 
merchandising coordinator 
Janney, Semple, Hill & Co. 





Have you got the 3314 percent habit? 

Basically, we all have, because it has been a 
practice for years and years. 

Many pieces of merchandise in a hardware store 
have what we might call a standard price. These 
items usually have good turnover, are made by a 
well-known manufacturer, usually of a popular brand. 
Merchandise of this type must be priced right to be 
competitive. This usually means a 3313 percent margin 
(or 50 percent markup). 

It is because of these factors that we have gotten 
into the 3314 percent margin habit. This habit is 
easy to get into. But it is just as easy to add °4 of 
the cost of an item and make a 40 percent margin. 

Let us back away from our margin headache, back 
up far enough so we can take a look at the forest 
not blinded by the trees. Each and everyone of us 
holds in his own business a real solution and cor- 
rective measure to the problem. 

Retail pricing is the answer. 

There are four main factors in considering retail 
pricing. 

The first is retail price evaluation or selective 
margin. 

This is nothing new. Some stores and dealers have 
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it arrives and this gives us a chance to put together a 
sales program to lick the problem. We can check the 
production of each department. We can see which one 
is pulling its weight. We can pick the winners and 
ride them home. These records are giving us the in- 
formation that we need to run our business, 

How you departmentalize is not as important as 
whether you departmentalize. 


been using it for years. Individual dealers, depart- 
ment stores, supermarkets and chain stores practice 
it consistently. 

There may be a 3¢ special on hamburger, but 10¢ 
a pound is added to something else. 

These people don’t let a fixed price percentage guide 
their retail prices. They evaluate the item, based 
on its looks and utility, and price it accordingly. If it 
looks as if it is worth more they charge more. 

As an example, you may buy an assortment of a 
dozen items at $12 a dozen. Some of these may be 
priced at $1 or $1.50. Others, because of appearance 
and appeal, may be priced at $2 to $3. We must shoot 
for a certain set maintained margin and adjust our 
retail prices to obtain that margin. We dare not let 
ourselves or our employees get into the set percentage 
habit. 

We have many opportunities to practice this type 
of retail pricing in every department in our store. 
Such merchandise as service items, items of slow 
turnover we find necessary to stock should always 
carry additional margins to pay for the time it takes 





How to adjust prices for better margin 


Note how margin can be increased by adjusting 
retail prices up a few pennies. 


Reg. Pricing | Adj. Pricing | Gain 
Lees | ; 
Regular | Adj. | Adj. Margin 





Retail Cost | Margin | 


Retail Cost | Margin Increase 























25¢ | 17¢ | 32% | 29¢ | 17¢ | 41% | 9% 
35¢ 23¢ | 34% 39¢ | 23¢ | 41% | 1% 
45¢ 30¢ | 33% 49¢ | 30¢ | 39% | 6% 
55¢ 37¢ | 32% 59¢ | 37¢ | 37% 5% 
65¢ | 43¢ | 34% 69¢ | 43¢ | 40% 6% 
75¢ | 50¢ | 33% | 79¢ | 50¢ | 36% | 3% 
R5¢ 57 : 33% | 89¢ : a7¢ | 36% | 3% 
95¢ | 63¢ | 33% | 9R¢ | 63¢ | 36% | 3% 
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NEW! cross-wind 


oscillating spool 

ELDORADO 

CLOSED-FACE REEL 
$19.95 


The simplest reel in the world to use! The only 
closed face spinning reel with new cross-wind 
oscillating spool. A perfectly balanced 7% oz. 
bait-caster. Gold Expoxolite finish. Snap-on, 
snap-off gathering face. 100 yards 8 lb. Monofilament 
line prewound on spool, multiple disc drag. 


Extra spools $1.50 each. 





























ALL NEW! 


all metal construction! 


SPINSTER 
MARK VI 
$15.95 


The famous Spinster, completely restyled. 
Color-keynoted for 1958 in three 
beautiful Epoxolite finishes: new Bronzine, 
Pastel Pink or Aqua Blue, to bring color 
to stream or surf for sportsmen and 
sportswomen alike. 










THE WORLD’S LARGEST MAKERS OF FINE SPINNING TACKLE 











TUBULAR GLASS SPINNING RODS 
6° 6” long, medium action. Gold 
color, hard durable finish....$14.95 


Color-Keyed to the Spinster Mark 

















FRESH WATER LURES 


A.NEW AIREX PRESKA TOFF. 3/16 oz. Natural rubber body. Scaled — 
brass blade with red stripes. Treble hook. For all game fish. 


B. AIREX PRESKA® PERCHE. 1/5 oz. Natural rubber body. Brass 
blade. Treble hook. For game and pan fish. 


C. AIREX BABALU. Yellow and black head. Yellow body. Yellow and 


red bucktail. 1/4 oz. Swivelled head and body. For all game fish. $ 7 


AIREX CORPORATION (Division of The Lionel Corporation) * 41] FOURTH AVENUE * NEW YORK 16, N. Y. 
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$.65 


C 
$.85 


VI! 2-Piece, 6 6.” Blue and pink 
$12.95 
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Sales tips 
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Help customers sell and serve 
themselves— make full use of mod- 
ern displays and merchandisers for 
faster turnover at higher profit. 
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For example, flexible Amerock Twin- 
Size Displays can be mounted individ- 
ually or framed two or three together, 
either vertically or horizontally as 
shown. Twin-Size Displays can also 
be used to show the complete Amerock 
line on a counter or an 
island when used in a 
No. 2500EH Revolv- 
ing Display. For com- 
plete self-service 
department, combine 
No. 2500 display with 
Amerock merchan- 
disers as shown at top 




















Eye-appealing Amerock Twin-Size 
Displays fit NRHA fixture doors... 
help you put your wall space to work 
for you. 


Ask Your Amerock Wholesa/er 


Amerock CORPORATION 


Dept. HA&85 
Rockford, tll. © Meaford, Ont. 
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in handling or space based on move- 
ment. Gifts, housewares, seasonal 
lines furnish excellent opportuni- 
ties. Also, in our regular lines of 
goods which normally carry the 
average standard price by hard- 
ware stores, there is room for im- 
provement. 

Prices ending in 5’s and 10’s 
today are in the unpopular price 
brackets for our shopping public, 
and seldom does competition ad- 
vertise merchandise at these prices. 
Neither are all manufacturers able 
to put so much money in advertis- 
ing that the public knows the exact 
price of every item. 


Up go prices a few cents 


In order to use this evaluation 
adjustment system effectively, it is 
well to know and_ understand 
natural price levels, and the prices 
at which customers expect to buy 
merchandise and the price they 
know best. These are also the prices 
most frequently used by retailers 
and the prices at which we must be 
most competitive. 

Prices from 1¢ to 10¢ are of 
little importance and are non- 
competitive. First price level is 
10¢ to 19¢ and considerable price 
adjustment can be made and ad- 
ditional margin taken. It is in 
these lower ranges where a cent 
addition raises the margin greatly. 

Items falling in prices between 
10¢ to 15¢ can often be raised to 
15¢ and prices between 15¢ and 
19¢ can be raised to 19¢. However, 
a competitive item at 20¢ should 
be marked down to 19¢. In the 
ranges where the prices are com- 
paratively equal in importance, 
price adjustment may be carried 
on easily and readily. 

Comparative pricing is another 
very important thing to consider 
in retail price evaluation. Where 
you have items that serve primarily 
the same purpose but look dif- 
ferently, the retail price may be 
varied among them to increase 
your margin according to the ap- 
pearance or utility of the item. 

This can and should be con- 


sistently practiced, especially in 
the gift lines. It may be done in 
all departments on unique or dif- 
ferent items. This is also true 
where you have almost identical 
items, but of varied costs. As an 
example, let us compare three mix- 
ing bowl sets for pricing. 

Retail Cost Margin 
1. Bowl Set $3.39 $2.20 (35%) 
2. Bowl Set 2.89 1.92 (84%) 
3. Bowl Set 1.49 85 (48%) 


Look at the retail prices and | 
believe you will agree that bow] 
set number 3 looks like the best 
buy. Now let’s take the facts behind 
these prices. Priced comparatively, 
you see what has happened to the 
margin on these items and no one 
is the wiser. Your customers are 
happy with the purchase of the 
low priced bowl, and rightfully so. 
They did get a good buy compara- 
tively and we made some money. 

Combination pricing is another 
good way to produce extra mar- 
gins. 

This works especially well in 
lowest price levels. Where 2, 3 or 
more items are priced together at 
a single accepted retail price, such 
as, 5 for 10¢ 2 for 15¢ —2 for 
19¢ — etc., or selling package 
quantities. 


Two for one helps sales 


In the higher price levels such 
items as ball and bat combinations, 
rod and reel, or any two items thus 
closely connected can be sold in 
combinations. The advantages are 
increased margin, but most of all 
in these cases making a quick 
selling higher ticket sale in the 
same selling time and thereby re- 
ducing sales cost and increasing 
margin. This is especially good 
for merchandise which is bought 
and consumed regularly, such as 
waxes and polishers. 

The system of price evaluation 
isn’t a cure all by any means for 
poor profit and margin conditions, 
because many other factors play 
into it. 

Market conditions are very im- 
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“One thing more, Miss Jones... please ask Ted 
_ to increase our order for Bethlehem Fasteners.” 
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Customers BU Y ~“ = 


when they SEE what 
they need in your store. 


REMIND ‘EM WITH 
A PROMINENT = 
DISPLAY OF WEW 






Ball Bearing 


SICKLE and TOOL 
GRINDERS 


and Abrasive Wheels 





NEW ELECTRIC TOOL GRINDER 





eH Duty %4 H.P. or 1/3 H.P. Motor. 
@ Chisel Grinding Attachment included. 
@ Easy Access to t of wheels. 
®@ Ball Bearing. 
POLISHING 

HEADS 


All ~~ oe he 
— = mos cular 
tie right 
ce. ge 8 full tony of 
elt driven Sickle 
and Too! Grinders 
.. @liso Hand 
ted Tool and 

Sickle Grinders. 








New Improved Design 
SAW MANDRELS 


® Ball Bearing type availabie with single 
or double threaded ends. 

® Pillow Block type with end pulley. Also 
center pulley 

© A Complete Line! 





Fully Vitrified 
ABRASIVE WHEELS 
SICKLE CONES by 

WISSOTAI 
Sefeguard good tools 
end sections. Ceol, 
fest cutting . . . Are 
better balanced. Ual- 
formly made. Accw- 
rately dressed. Care- 
fully tested. 

CUSTOMERS WON'T BUY ‘EM IF 
THEY DON'T SEE ‘EM! 
. « - STOCK THE FULL WISSOTA LINE! 


WRITE FOR COMPLETE CATALOG! 
Ask Your Jebber's Salesman. 


WISSOTA 


serenaded COMPANY 


$ 4, MINNESC 
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portant for consideration. We 
must study our market, know what 


| our customers want to buy and at 
'what price level they wish to buy 


it. The financial conditions in our 
market and the average income 
level of our customers, and weather 
and seasons affecting that market 
should be taken into consideration 
in evaluating retail prices. 

The appreciation for certain 
types of merchandise by our custo- 
mers becomes a strong factor in 
price adjustment. In a good sport- 
ing area there is a good market 
for sporting goods and a fine ap- 
preciation for the best of equip- 
ment. 


Nationalities of people play a 


| large part in their appreciation of 


an item. 


Be quick to adjust price 


When these values of apprecia- 
tion are properly studied and 
judged, they should also make a 
difference as to how we evaluate 
our merchandise. 

Taking mark-ups and mark- 
downs will and should influence 
our adjusted retails. We should 


_ take either a mark-up or a mark- 
_down as quickly as possible and 


then adjust the retail price based 


on our evaluation of the items and 
| conditions. 
_we will be over priced and soon 


If we fail to do this, 


our competition will catch up to 
us, and we lose volume and profit. 

Competition often will determine 
at what price we must sell an item. 
Nevertheless our real competition, 
including the discount houses, 
practices the same system and very 
effectively. Discount houses espe- 
cially with adroit advertising, are 
cleverly using this technique. The 
well known items and prices are 
conspicuously marked down and 
advertised, but other goods not so 
well known and on prices which the 
customer is not so well acquainted, 
discount houses often take mark- 
ups exceeding the usual margins 
taken by retailer. Therefore, it is 
very important for us to know our 
competition, that is, not just know 









the prices at which competitors 
advertise their merchandise, but 
know what competitors prices are 
on their regular merchandise, 
know the price levels they play up 
and work on, know specifically 
what they charge for the same 
items or comparable items and 
brands. This means we_ should 


shop our competition on a regular 
Your competitors do it con- 
sistantly and expect we will shop 
them, but if we don’t we are the 
losers, not the competition. 

Why be afraid of competition? 

Just because competitors ad- 
vertise something or some mer- 
chandise which we can’t profitably 
meet them on is no reason to have 
fear. Competitors are just ad- 
vertising their special or leaders. 
We have our special and leaders 
and if they are different from 
competitors’ prices we should be 
happy for then our competition is 
in no better position than we are. 
Our counter attack should be, when 
competitors advertise and make a 
lot of noise about their good 
bargains, to shout the louder with 
ours. 

If by any chance we have an 
item which competitors are ad- 
vertising and we can beat their 
price we should shout doubly loud. 
If we can’t meet or beat competi- 


basis. 
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“You re making an awful fuss about 
that light bill!” 
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ORBITAL 
SANDER 


ia a 


Be 


MASONRY 
DRILL 


HEDGE 
TRIMMER 


CAR 
POLISHER 


METAL 
BUFFER 


FURNITURE 


POLISHER 


COTTON GRINDER eager. ie), |: DISC 
BUFF SANDING TABLE SANDER 


Sell 24 different GIFTS with 


Black « Decker’s MA (5 iC SW, ICH 


May and June are big Gift Months—Mother’s Day, 
Father’s Day, Showers, Weddings, Graduations, 
Anniversaries, etc. And there’s an appropriate, prac- 
tical and welcome gift for every occasion among 
B&D’s Magic Switch Attachment group. 

Feature the 24 Magic Switch Attachments—and 
B&D’s famous U-3 4” Drill at its new low price of 
$24.95. A comprehensive window and store display— 
with Magic Switch P-O-P Material—will attract 
extra gift business to your store. 

Ask your wholesaler about new low prices that 
will build Black & Decker sales—NOW! 


ABRASIVE WIRE CUP WIRE WHEEL 
SHAPERS 38RUSH BRUSH 































| Look Under | 
“TOOLS-ELECTRIC™ | 


w Pages’ 
ta 





The Black & Decker U-3 4” Deluxe Utility 
Drill—heart of the Magic Switch—has a 
motor powerful enough to carry the extra 
demanding load of attachments! 





Towson 4, Md. World’s Largest Maker of Electric Tools 
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NEW! Vicher 
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Holds 4 
different sets! 





Alloy socket sets and wire 
rack are both brand new!... 
Rack has four tiers — sturdy, 
won't tip. Designed for wall 
or counter use. 


Ww ¥%"' and 2" drive sets sup- 
plied in steel boxes with 
metallic blue finish. 


w 4" drive set is packed in 
high impact plastic box with 
transparent lid. 


COMPLETE: Vichek 


Ver BASIC SETS 





























 Vichek specializes in quality 
tools at a lower-than-average 
price. 


M Vichek makes the “basics” — 
the tools most men need 
and buy. 
































Wrenches (all types) 
Sockets & Sets 
Punches & Chisels 


Hammers 


























Screw Drivers 











Pliers 








Tinner’s Snips 








Tubing Cutters 








Flaring Tools 


rue Vichek 


—_— TOOL COMPANY 
— E. 87th Street « Cleveland 4, Ohio 





























What's ahead ? 


(Continued ) 


tion it is best we say nothing about 
this item or play it down. 

Competition through these means 
is only trying to create a price 
impression and it is very necessary 
for us to do so. 

It is price impression that often 
makes a customer come into a 
store first without shopping some- 
where else. It is necessary to make 
every customer and _ . potential 
customer think he can buy mer- 
chandise of the quality and type 
he wants just as reasonable in our 
stores as he can anywhere he would 
go. 

This price impression is pri- 
marily the success of big opera- 
tions. 


Hike margin when you can 


The fact of price impression 
must also be taken into considera- 
tion and very seriously, in evalu- 
ating and establishing retail prices. 
It is perfectly natural that we 
can’t expect to get full standard 
margin—plus—on all items we sell. 
Some of them, the best known, the 
best sellers, in major categories 
with the addition of selected 
promotion items should carry a 
short margin in order to create 
this price impression. 

Many times we are our own 
worst enemies in accomplishing 
profitable margins. We fear com- 
petition too strongly and give our 
customers credit for knowing the 
exact prices of things too readily. 

The difficulty really is us. We 
know too much about merchandise, 
mainly what we paid for it, 
whereas our customers only know 
whether it is a good buy at the 
price we have put on it as to 
quality and perhaps approximately 
what competition is selling it for. 

We cannot set a rigid rule to 
figure how much margin we take 
for all merchandise, but we must 
set a margin to be maintained and 
then constantly keep evaluating 
merchandise and adjusting our re- 
tail prices to attain that margin 
goal. 

Lets get rid of the 3314 percent 
habit. ® End 
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DISSTON biades 
fit ALL popular 
makes of portabie 
and bench machines 


DISSTON ANNOUNCES THE NEW 


DISSCHROME CIRCULAR 
SAW BLADES 


chrome plated for better, longer service, faster sales 





Here’s the brightest new look in circular saw blades @ Resists accumulation of gum and pitch on side 
for portable and bench saws. The finest Disston of blade. 
craftsmanship combines with gleaming, durable @ Puts a new shine on your profit potential by 
chrome to make these circular blades the best at creating satisfied customers. 
wpb see? LONG-SERVICE DISSCHROME Circular Saw Blades are 
. neuer individually hardened and tempered to hold their 

Chrome plating does this: edge. Each tooth is carefully sharpened for fast, 
@ Increases edge-holding qualities of saw teeth... clean, power-saving cutting. 

a quality for which Disston saws are already HANDY DISSCHROME Circular Saw Blades fit all popu- 

famous. lar makes of portable and bench saws. Blade sizes up 
@ Reduces friction and heat, thus prolonging saw to 12”. A full selection of tooth types. 

life. STOCK NOW! They’re attractively packaged for sales- 
@ Resists rust. stimulating display. 











r full information write to 
Disston Division, a 
. K. Porter Company, !nc- 

oo canta Philadelphia 35, Pa. 


Fo 


H.K.PORTER COMPANY, INC. 


DOISSTON DIVISION 





_ ~~ 
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MITCHELL 


LINE 


TOP QUALITY 
PLIERS! 


Sure to rank among the top sellers in the 
field, these pliers have been distinctively de- 
signed and made with unusually fine crafts- 
manship...for those customers of yours 
who expect and demand the best in tools. 

Moderately priced for more sales. 
MITCHELL pliers are of the highest qual- 
ity. Made of the finest drop-forged hard 
steel, their highly polished nickle finish 
gives a sparkling appeal to all professional 
craftsmen as well as do-it-yourselfers. 

Everything about these pliers reflects 
high quality: Among the unexcelled sales 
features are extraordinary gripping power: 
long life; exclusive “Insul-Grip” handles 
on many models which insulate against 
electric shocks, offer a non-slip grip, and 
protect fingers from freezing to the metal 
in cold weather. 

For more information, ask your jobber to 
show you the illustrated MITCHELL litera. 


ture, or write: 


MmMmPECCO,LTD. 


257 Fourth Avenue, New York, N. Y. 






/ Action sells paint 


























This Long Island, N. Y., dealer takes advantage of his paint shaker as an 
attention getter. 


You have a piece of equipment that is a real motion, attention 
getter—your paint shaker. 

It can attract traffic if it is out where folks can see the action. 

Your paint shaker creates a center of interest and helps draw 
curious customers into the paint department. They are then exposed 
to your other merchandising messages. As a result, you get a 
chance to sell more paint. 

Thanks to your paint shaker, you also get a golden opportunity 
to sell more sundries. While your customer is waiting for his paint 
to be mixed you can remind him of sundries he’ll need. 

Ask him if he has a clean brush and so on. Demonstration is 
even more effective as a selling tool as your customer waits. Show 
him the best way to use a painting tool, or get a piece of rental 
equipment into the act and show him how that will serve his pur- 
pose. Extra attention and service like this helps you sell more. ® End 
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Announcing the All-New Streamlined Steel Tape Rule 


the K*= CAPE MAY Wyteface’ 






| 
| 


Your customers will buy this new tape rule at first 
sight. It is completely different. Its streamlined de- 
sign not only looks good but feels good in the hand. 
The numbers are different too—clearer, bolder and 
can be read at a glance. 


—————— a nenanneneeiiinen 
—— 
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@ Graduations on one edge: in feet, @ Graduations on other edge: @ Stud marks every 
inches and 16ths: first 6 inches to continuous inches, to 16ths. 16 inches. 
32nds; foot numbers at every inch. 














COLORFUL COMPACT 
Each Wt. per half doz. DISPLAY CARD 


TAPES COMPLETE 


6 feet 7428-6 (% inch blade) $1.10 1 lb. 13 02. 

8 feet 7428-8 " 1.35 2 lbs. Each tape is mounted on indi- 
10 feet 7428-10 " 1.65 2 lbs. 302. vidual “blister” card, 314” by 
12 feet 7428-12 " 1.98 2 lbs. 602. 41,4”, enabling your customers 
10 feet 7429-10 (°4 inch blade) 2.49 3 lbs. 1 oz. to pull out blade and examine 
12 feet 7429-12 " 2 98 2 lbs. 602. it. For display: (1) on peg- 








boards or (2) incounter trays. 


KEUFFEL & ESSER co. Hoboken, N. J. 
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PICK OFF MORE SALES! 














noe PIC-PAKS 


They‘re easy to sell! Neat, self-service Hindley Pic-Paks put pre-packaged, pre- 
counted, pre-priced Bright Wire Hardware items within easy reach of your 
customers . . . invite inpulse sales that pay off in extra profits for you! 


They're easy to handle! Compact Hindley Pic- 
Paks stack up neatly and easily on open count- 
ers or on colorful, eye-catching Assortment 
Rack ... take “% the space of bulky plastic 
bags. Pre-packaged units save hours of time and 
trouble during inventory. 


They're easy to order! Now you can order your 
entire bright wire hardware needs from one 
dependable source. Complete Hindley Pic-Pak 
Assortment No. 36 includes screw eyes, cup 
hooks, shoulder hooks, screw hooks, curtain 
rod hooks, gate hooks and clothesline hooks. 
Units are available individually or on colorful 
display rack. 





Order Hindley Pic-Paks thru your wholesaler today! 


indley 


WIRE HARDWARE + COTTER PINS + PLUMBING SPECIALTIES 





HINDLEY MANUFACTURING COMPANY 
Valley Falls, Rhode Island 























L ottore 


from Hardware Age readers 





Can salesmen’s calling 


hours be restricted ? 


Editor’s Note: A letter from a 
wholesaler, published in the Mar. 
27 issue, p. 110, suggested the need 
for wholesalers to set up certain 
specified hours for seeing manufac- 
turers’ salesmen. The _ following 
letter from a manufacturer’s repre- 
sentative raises some pertinent ob- 
jections to this procedure. 


What is your opinion? 
Dear Editor: 

The letter from a reader pub- 
lished on p. 110 of the Mar. 27 is- 
sue prompts me to write these com- 
ments. I am particularly interested 
in the restricted calling hours that 
are mentioned by a New England 
wholesaler in this letter. 

[ have been selling hardware to 
wholesalers and retailers for over 
30 years and have been a sub- 
scriber to your wonderful maga- 
zine almost as long. 

I recently had an experience of 
calling on a wholesaler who recently 
put restricted hours into effect. His 
hours for seeing salesmen were 
from 1:30 to 4 p.m., Monday to 
Thursday, inclusive. I arrived on 
a Friday morning and was told that 
the buyer would not see me even 
though this was my first visit after 
the restricted hours had been put 
into effect. 

My reaction is: Does this whole- 
saler, who has salesmen of his own 
on the road, expect his salesmen to 
work only four days a week and 
then only half a day? If restricted 
hours develop into a regular thing, 
what is the travelling man sup- 
posed to do the other half of the 
day? Had the wholesaler thought 
of that? 

If we are only supposed to work 
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NEW FROM REMINGTON 





. 


Exclusive sales-making pinchless saw features 
...by makers of famous Golden “Logmaster’”’ 








Oa 


NEW REMINGTON =~ 
PINCHLESS BAR FEATURES 


1) One-piece, solid, chrome-alloy steel. (2 
Rigid, 2-bolt mounting. (3) 14-inch chain guard. 
4) Chain tension adjuster. (5) Tapered inside 
edge. (6) 7-inch sticker. 


And now Remington offers new low 
prices for famous Golden and Silver “Log- 
master’ chain saws with revolutionary 
Roller-Bearing nose for easier, faster 
cutting and up to ' 

three times longer 
blade life. From as 
low as $199.50.* 

















MALL TOOL COMPANY 
Division of Remington Arms Company, Inc., Bridgeport 2, Conn. 


iN CANADA: Mail Tool, Ltd., 36 Queen Elizabeth Bivd., Toronto, Ontario 
. 


Prices slightly higher in Canada 
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Specifications and recommended retail prices subject to change without notice. 














Your exclusive sales-making combina- 
tion— Remington unites the husky Gold- Backed by 
en “*Logmaster”’ engine witha completely advertising 
new, one-piece pinchless bar. Now you power to 
can sell the finest all-purpose saw in the help you 
5-horsepower class. sell! 
New Remington GLP-14 pinchless saw 
gives Power-Plunge cutting action—slices Your customers will see announcement 
c — advertising in The Timberman, Southern 
through pulpwood or farm and wood- Lumberman, American Forests, Pulp & 
PPE RIS : a . , Paper, Journal of Forestry, Park Main- 
lot clearance work faster, with more work tenance and many other national mag- 
comfort and all-position handling ease. azines. They'll read about the features 
' , a ia A that make Remington’s new GLP-14 
Mail the coupon for more information pinchless chain saw the finest all-pur- 
and names of wholesalers near you. poss saw in the 5-hp class. 











| MALL TOOL COMPANY HA-5 
Division of Remington Arms Company, Inc., Bridgeport 2, Conn. 
| ] Please send me catalog page on Remington’s new GLP-14 pinchless chain saw. 
| } Please send names of my nearest Remington chain-saw wholesalers. 
(] Please send copies of catalog of complete Remington chain-saw line with prices. 
3 
Matt | Name 
7 Address 
| City Zone State 
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THE FRENCH TOOLS 


at the NEW YORK WORLD TRADE FAIR 
4th FLOOR : Nos 955 to 959 and Nos 982 to 986 


ORGANISED FOR YOUR INTEREST AND WORK 


THE OUTILEX GROUP of exporters of hand 
machinery - 16 Avenue HOCHE, PARIS (8) 


8 WELL-KNOWN Manufacturers of hand, automobile and 
agricultural tools will present their foremost selections. 


FACOM - 15 rue de Paris, GENTILLY (Seine), 


Phone : ALE. 54-18, Cable : FACOM-GENTILLY. 


Specia/ties : adjustable crescent-type wrenches, screw dri- 
vers, socket wrenches (box and accessories), vises, wheel- 
balancing machines, tool kits for the 4CV and Dauphine, 
wheel pullers, and too/ cabinets. 


LEMOINE & Cie - TINCHEBRAY (Orne) 


Phone: 20, Cable : LEMOINE-TRINCHEBRAY. 
Specialties: brass pipes, extension bits (tungsten carbide), 
rabbit traps, transplanting trowels. 


Ee MINGORI - 128 Bd de Charonne, Paris (20°) 


Phone : ROQ. 91-46, Cable : PARIMINGO. 
Specialties: pipe benders, benders with stop sliding cheek, 
Mingori pipe bender ‘‘ pipe plumber” 


PEUGEOT & Cie - 19 Av. du Gal Mangin, Paris (14°) 


Phone: JAS.76-80, Cable: PEUGEOFRER-PARIS 


Specia/ties: wood and meta/ saws, screw drivers, portable 
electric drills, tool kits, household tools and appliances. 
(Electric coffee mills, mixers, beaters, pepper mills). 


PRADINE Tools - 23 rue Jules-Guesde, Levallois- 


Perret (Seine), Phone: PER. 34-95 


Specialties : metal tin-snips and garden pruning shears. 


SAM Tools - |! rue Barrovin, Saint-Etienne-Le- 


Marais (Loire) - Phone: 324931 & 32. Cable: 
FORGES STEPHANOISES - SAINT - ETIENNE. 
Speciaities: wrenches (flat fork type), pipe wrenches, 
torque wrenches, screw drivers, bo/t cutters, ‘‘vise grip” 
type pliers and tool guides. 


MANUFACTURE MODERNE 
D'OUTILLAGE 7 ELITE Pi 1! & 13 rue Beaunier, Saint- 


Etienne (Loire) - Phone: 323463. 
Specia/ties : adjustable wrenches, brace and bits, vise-grip 
screw drivers, adjustab/e pliers, slide calipers. 


VIRAX-METIVIER-LANG S.A. 


42 rue Servan, Paris (11°) 
Phone : ROQ. 58-80, Cable: METILAN PARIS. 


Speciaities : pipe die stocks, pipe vises, pipe cutters, Stilison 
pump-type bending machines, pipe wrenches and work 
benches. 


Outilex and its outstanding group have the great privilege 
of demonstrating to the American public the progress and 
achievements of the French Tool Industry with the aim of 
establishing direct contact with the American buyer. Robust- 
ness, precision and adaptability resulting from traditional 
accuracy, research and the advent of better material are 
the keynotes. Work better and accomplish the finest with 
the excellence of French hand machinery. 


PS BBE RTS LI PO A 
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4 days a week (and possibly % 
days) doesn’t the wholesaler rea- 
lize that this will increase selling 
costs which, in turn will result in 
higher prices on the item being 
sold? 

With local salesmen, these re- 
stricted hours are not too bad, but 
to those men who leave home Mon- 
day morning and arrive home Fri- 
day evening, it is almost impossible 
to arrange a trip so that we can call 
on all our customers within the 
specified, restricted calling hours. 

I have about 100 wholesalers in 
my territory and I only know of 
three that have restricted hours, 
but the trend seems to be going 
toward the restricted calling hours. 
If this increases I am sure many 
salesmen will not be able to see 
their customers during these hours, 
which means the account will be 
passed by. 

Do wholesalers realize they may 
be losing many new items—special 
prices—or the many suggestions 
that a factory man can pass on to 
his customers? 

Yours truly, 
(Name withheld) 
Manufacturer’s Agent 


Making extra sales 
Dear Editor: 

Kindly ship us 100 Lay-Away 
tags and five Lay-Away posters. 
We think this type of promotion 
can give us extra sales in all de- 
partments. Enclosed is a check for 
$2.15 covering this material. 

Again, we thank you for the use- 
ful information that you have given 
us in the pages of HARDWARE AGE. 

Your truly, 
S. Gola 
Blackman Hardware 
Wilkes-Barre, Pa. 


Editor’s Note: Thanks, Mr. Gola, 
and we're very sorry for the delay 
in mailing you the Lay-Away cards 
(see HA, Mar. 27, p. 76 for a de- 
scription of the use of these tags). 
However, the demand for these 
cards has been so heavy that we 
quickly exhausted our first print- 
ing. We've put it back on the press 
and are now sending the material 
out promptly. As dealers sometimes 
do, we goofed in estimating our 
needs and had to back order them. 
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SOUTHERN 


FLAT 
HEAD 
STEEL 


1 GROSS 
MADE IN U.S.A 








IN FASTENERS SOUTHERN IS... 


repetition 


Here’s how Southern Screw’s repetition means 
a lot to you. .. Repetition of finest quality materials 
and workmanship. Repetition of your customer’s 
requests for Southern screws and bolts. 
Repetition of satisfied customers’ 

- visits to your store. Repetition on 

your shelves of colorful, time-and 
trouble-saving EZ to C© labels for 

which Southern is famous. Repetition of the 
reliable Southern Screw name in year-’round 
ads in top circulated home craft magazines. 























Southern Screw has the repetition (and the repu- 
tation!) to help you sell more quality fasteners .. . 
Now—how about the repetition of “Southern” 

on your next order for fasteners? 





Wood Screws @ Stove Bolts @ Sheet Metal 
Screws @ Drive Screws @ Machine Screws 


& Nuts @ Carriage Bolts SCREW oer Eye. me 


Sold Through Leading Wholesale Distributors STATESVILLE ° NORTH CAROLINA 






Warehouses: New York @ Chicago © 
Dallas @ Los Angeles 
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Special drapery hardware wall display 
boosts sales of related merchandise 





Phillip E. Abrams looks at a packaged item from his drapery hardware depart- 
ment. 


Curtain rods and accessories 
sales get a boost from a special wal! 


display fixture designed by the 
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owner of 


Samples 


Phil’s 
michael, Calif. 


of 


different 


Hardware, 


types 


Car- 


of 





rods are displayed on a small per- 
forated wall panel painted black. 
Beneath the board are two shelves 
on which the boxes of screws and 
accessories are displayed. 

-ackaged curtain rods are placed 
on the wall space below the shelves. 
It’s an arrangement designed for 
convenience as well, with all related 
items in one small wall section, says 
Phillip E. Abrams, owner. 


Open-door service shop 


helps dramatize section 

Dramatize your service shop? 

Some dealers do. 

The service department in a west- 
ern hardware store has a Dutch 
doorway as the entrance. Customers 
can look over the open half of the 
wide door to see service men mak- 
ing repairs and tests. Although the 
department has open door appear- 
ance it is actually laid out to let 
customers look into but not enter 
it. 

A two-light window in one wal] 
of the department also helps re- 
mind many customers of the varied 
services offered. 











Griffin’s high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 
faster selling in Griffin’s eye-catching 


VisiPak. 


GRIFFIN MANUFACTURING CO., ERIE, PA. 


SINCE 1899 





Sharpen Your Sales with 


ROTARY 
ond Garden FIL E'S 
































This brand-new Simonds Rotary 
Mower File is designed for the millions of home 
and rotary mower owners to keep garden tools sharp 
and usable. It makes lawn and garden care easier, 
simpler, more satisfying. 


STOCK IT—IT WILL SELL ITSELF 


The colorful “‘self-display’’ dozen box, with Simonds 
distinctive red-handle Files individually packaged in 
an attractive plastic sheath, will give you Big Profits 
of almost $4 per dozen. 


Simonds Rotary Mower Files come 
packaged in this bright red “self- 
display” box with one dozen files 
ready to attract buyers. 


Each Simonds Rotary Mower File is 
attractively packaged in an indi- 
vidual plastic protective sheath. Both 
file and sheath have a convenient 
hole for hanging. Printed on back of 
the sheath are many suggested uses. 













Retell Prich HEF GOZO < cc nvccscceerececs $11.76 









Your: Set mar GUNMiis o's 64d HSER a / 84 S| M @) N DS 
YOUR PROFIT per dozen............ $ 3.92 SAW AND STEEL CO, | 





ar 





Stock ’em now and sharpen your spring sales! ... 


and why not order extra dozens to hang near Factory Branches in Boston, Chicago, Shreveport, la., Son Francisco 


Canadian Factory in Montreal, Que. 


your rotary mowers and other garden tools? Simonds Divisions: Simonds Stee! Mill, Lockport, N. Y. 
Heller Tool Co., Newcomerstown, io 
Simonds Pres “og Tile, in one pe Nay Canada 
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number for 

drop-head pipe dies 
unequaled for fast 
hand threading and 
customer demand! 


Larger RICAID Drop- 
Head Dies offer same 
. easy work features. ‘ 
, 11IR, %” to 1%”” 
P+ 12R, 4" to 2°” 





No wonder pipe “pros’”’ have bought hun- 
dreds of thousands of them, the easy way 
they snap into the ratchet ring handle... the 
smooth clean way they cut %”’ to 1”’ threads 
... the quick way the dies reverse for close-to- 
wall threads. Your customers like OOR’s, too 
—order from your Wholesaler today. 








GIDEON ERNST 
PLOEGER, chairman of 
the board of F. W. Heit- 
mann Co., Houston whole- 
saler, joined that company 
May 5, 1908. He started 
as an office boy and billing 
clerk and was transferred 
to the accounting depart- 
ment. On Nov. 27, 1915, 
he was appointed auditor. 
He was elected a director 
and assistant secretary 
and assistant treasurer on 
Jan. 23, 1919. In January, 1938, he was elected 
secretary and assistant treasurer. Four years 
later he was elected vice-president and secretary. 
He was elected vice-president and treasurer in 
1943 and executive vice-president and treasurer 
in 1944. He was elected president of the company 
on Feb. 7, 1950, and chairman of the board on Jan. 
24, 1958. He has been active as a member of sev- 
eral committees of the Texas Wholesale Hard- 
ware Association and is a member of the Method- 
ist Church, and the Kiwanis Club of Southwest 
Houston. He also belongs to the Houston Knife 
& Fork Club and the Good Samaritan Club. His 
hobbies are raising flowers, vegetables and regis- 
tered Hereford cattle, and producing eggs from 
caged chickens. ‘lis brother, E. H. Ploeger, is 
vice-president, treasurer and a director of F. W. 
Heitmann Co. 
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Now \POCKET SIZE 
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No. 426 << a es 
Only 6%" Long 
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Display It... 


| 
And They'll Buy it! | Tool users all over the country—your customers among | 
si eatin Shioned 6 | them—have been asking for a pocket-size Channellock | 
per carton. _ plier and here it is... the new Channellock No. 426. | 


Only 6!/,.” long, this versatile plier is a “junior size” 
version of our fast-selling No. 420 Pump Plier, with the 
/ ' game terrific gripping power .. . the same patented, non- 
DOCKET Size | shp channels ... the same reinforcing rib... the same 
five jaw-adjustments . . . the same full-polished finish at 
no extra cost. In short, all the popular Channellock 
features plus handy, fit-the-pocket convenience your cus- 
tomers want and will buy. | 


And to help you sell these handy, new pliers faster, | 


we've packaged them in a compact, colorful display carton 
you can set up front in a jiffy. Order your supply today. 














LENGTH 61/2” » CAPACITY %” +» WT. PER DOZ.4 Lbs. | 
LIST $2.30 | 
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CHAMPION DEARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 
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You Get this FREE 
Promotion hit 


A the Plate Glass of 


Glass Substitutes 


SISAL-GLAZE 


Semi-Rigid ... Solid Feeling... 
Stays Clear... Lasts for 
many, many seasons 





There is nothing on the market that looks, feels pe 
or acts like S1saAL-GLazeE. Not a polyethylene nor , 3 
vinyl plastic, SISAL-GLAZE is a new plastic made a | 








new way. It is far superior to old fashioned plastic 


glazing and is much less expensive than glass. 


Here Is a New Important Money Maker for All WINDOWS * 
Aggressive Dealers. SIsAL-GLAZE opens the door 


to a new, highly profitable market. 


Your customers will find that SISAL-GLAZE is the 
low cost, higher quality way to get GLASS-LIKE 
glazing for STORM WINDOWS... . 

PORCH ENCLOSURES. . . BREEZEWAYS .. . 

COLD FRAMES . . . HOBBY GREENHOUSES. 


Stock SisaAL-GLAZzE: Use the promotional material 
and tie-in with the national advertising. 


Ask your distributor. 


IN LENGTHS OF 
25 ft. rolls 
100 ft. rolls 
300 ft. rolis 


” 100 ft. rolls 
42 300 ft. rolls 


LO mil — 12¢ per sa. ft. 
Dealer Cost 5 mil— 6¢ per sa. ft. 
Slightly higher West of the Rocky Mountains. 
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"REG. APPLIED FOR 


AMERICAN SISALKRAFT CORPORATION 


Chicago 6 ° New York 17 ° San Francisco 5 
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WASHINGTON 


NEWS 


(Continued from page 10) 





Builders’ hardware sales 
pick-up due this summer 

Sales of builders’ hardware 
should improve this spring. 

Government officials are certain 
that recent moves to encourage new 
home construction will be reflected 
in more starts this summer. 

They base their predictions on 
the fact that appraisal requests for 
new home construction under the 
G. I. Home Loan Program and Fed- 
eral Housing Administration Pro- 
gram were up during March. 

Also the traditional warm weath- 
er pick-up should materialize. 

For the first quarter of 1958 
housing starts were nearly the 
same as in 1957. 
many sections was 
keeping the 
down. 


3ad weather in 
blamed for 
number of. starts 


New government catalog will 
keep you abreast of reports 

If you are interested in various 
government reports that could help 
you with your business, you will 
want to subscribe to “The Catalog 
of United States Census Publica- 
tions.” 

This catalog contains descriptions 
of all government reports issued 
throughout the year. Geographic 
and subject indexes provide con- 
venient means of locating informa- 
tion for particular areas or topics. 

Subscriptions are $1. Write to 
Superintendent of Documents, U. S. 
Government Printing Office, Wash- 
ington 25, D. C. 


You should find it easier 
to borrow from your bank 


The Small Business Administra- 
tion has taken steps to make it 
easier for you to get a bank loan. 

SBA has cut in half the charge 
it levies on banks that put up all 
the money for loans insured by 
SBA. 

SBA officials are confident the 
move will free more money for 
business loans. 

(Resume reading on page 11) 
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Electric 


To 





STANLEY 





ols 





1/4” & 3/8” DRILLS 


te Bae pee Fs 


3 heavy-tluty models, approved for industry 


— yet priced as low as *24” to *39* 


Now! The best drill value you or your customers have been offered 
—in years! Stanley’s new 130 series—designed, tested and approved 
for industrial use, yet priced lower than any comparable drills 
available. Check these features and see: 


® 3-Wire cord 

® Non-slip pistol grip 
and grooved housing 

® Precision 3-jawed chuck 


® Ball-bearing construction* 
© Low temperature rise 


® Capsule brush mounting 
*All models except H132 


News of the 130-series drill will be announced next month to the 
entire nation through the SATURDAY EVENING POST. Find out how 
profitably you can add the 130 series to your line, now! Write: 
Stanley Electric Tools, Div. of The Stanley Works, 385 Myrtle St., 
New Britain, Conn. 


Prices slightly higher in Canada 


NEW POWERDRIVER—priced as low as 
$42.95. Impact type with the same power 
unit as the new %” drill—perfect con- 
trol for every screw- or nut-seating job. 





AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 





This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools « builders, industrial and drapery hardware + door controls » aluminum windows « stampings « springs 
* coatings « strip steel « steel strapping —made in 24 plants in the United States, Canada, England and Germany. 





SN IN AOI AON tS SELIG R NTIS PRA PEL BEE. 


LET THIS 


SALESMAN 
Sell for YOU 


Rack Size: 11” Wide, 16” High, 6” Deep 
@ Your customers serve themselves. 


@ All fast moving items for Home, 
Office and Shop. Small inventory 
required. 


2 All items skin-packaged - no lost 
parts or soiled packages. 


@ Greater profits are yours with 
fast turnover. 


nee METAL DISPLA 


with assortment 


Each of 10 Different Cards 
Total 50 Cards 


Other U. S. E. products 


Convention Calendar 





conventions 


shows 


conferences 











Southwest Hardware Co. Mer- 
chandise Show, Norwalk. Calif. 


Triple Industrial Supply Conven 
tion, New York 


Cotter & Co. Toy, Gift, Fall 
Goods Show, Chicago 

Ace Hardware Corp. Summer 
Convention & Toy Show, Chi 
cago 

Texas Wholesale Hardware 
Assn. & Texas Hardware Boost 
ers Club, Galveston 
Associated Pot & Kettle Club 
of America Annual Convention 


Arrowhead Sprinas. Calif. 


July 


7-11 Noationo Houseware 
Atlantic City 


Exhibit 





Convention Check List 


For complete details about the conventions listed by dates below use 
the alphabetical listing following this quick check list 





27-30 Associated Fishing Tackle Mfrs. 
Trade Show, Chicago 

27-31 National Retail Hardware Assn. 
Congress, Chicago 

28-30 Our Own Hardware Co., Sum- 
mer Convention & Stockholders 
Meeting, Minneapolis 


August 
3-6 West Coast Housewares Show 


San Francisco 


September 

1-5 Gift Show, Boston 

7-10 Mid-West Hardware & House- 
wares Show, Chicago 

8.9 Walter H. Allen Co., Inc., An- 
nual Stockholders’ Meeting & 
Merchandise Show, Dallas 

28-Oct. | Builders’ Hardware Show 
Chicago 

28-Oct. 3 Independent Hardware Ex. 
hibit. New York 

29-Oct. 3 Nationa! Hardware Show 


New York 











ee 


“KORKER” 


Machine Screw Anchor 


“$.N-S” 
Lag Screw Shield 








“TY-TON- FORWAY” | “MULTI- DIAMETER” 
Machine Bolt Shield | Wood Screw Anchor 








When ordering thru your 
wholesaler-specify U.S.E. 


Ss 


MASONRY ANCHORING. FASTENING DRILLING AND ALLIED PRODUCTS 


U. S. EXPANSION BOLT CO. 


YORK, PA. DEPT. HA-5 
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National Events 


Associated Fishing Tackle Mfrs. Trade 
Show, July 27-30, Sherman Hotel, 
Chicago. Sponsored by Associated 
Fishing Tackle Mfrs., 430 Bond 
Bldg,. Washington 5, D. C., John 
M. Holmes, secretary-treasurer. 


Associated Pot & Kettle Clubs of 
America Annual Convention, June 
22-26, Arrowhead Springs Hotel, 
Arrowhead Springs, Calif. General 
chairman George P. Wilcox, 2330 
W. Third St., Los Angeles 5. 


Industrial Supply Convention, May 
26-28, Waldorf-Astoria Hotel, New 
York. Sponsored by American Sup- 
ply & Machinery Mfrs. Assn., W. 
B. Thomas, Hunter-Thomas Asso- 
ciates, 2130 Keith Bldg., Cleveland 
15, business manager; National In- 
dustrial Distributors’ Assn., 1900 
Arch St., Philadelphia 3, Robert 
C. Fernley, executive secretary; 
Southern Industrial Distributors’ 
Assn., 712 Volunteer Blidg., Atlanta, 
Ga., E. I. Pugh, secretary-treasurer. 


National Builders’ Hardware Exposi- 
tion, Sept. 28-Oct. 1, Chicago. Head- 
quarters and exhibition Hotel Sher- 
man. Exhibition Sept. 29-Oct. 1. 
Sponsored by National Builders’ 
Hardware Assn., John R. Schoemer, 
managing director, 515 Madison 


Ave., New York 22, and American 
Society of Architectural Hardware 
Consultants, George P. Merrill, ex- 
ecutive secretary-treasurer, 220 “E” 
St., Santa Rosa, Calif. 


National Hardware Show, Sept. 29- 
Oct. 3, Coliseum, New York City. 
Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York 17, Frank Yeager, director. 


National Housewares Exhibit, July 
7-11, Convention Hall, Atlantic 
City, N. J. Sponsored by National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54, Dolph 
Zapfel, executive secretary. 


National Retail Hardware Assn. Con- 
gress, July 27-31, Conrad Hilton 
Hotel, Chicago. Sponsored by Na- 
tional Retail Hardware Assn., 964 
N. Pennsylvania St., Indianapolis 
4, Ind. 


Regional Events 


Ace Hardware Corp. Summer Con- 
vention & Toy Show, June 8-10, 
at Ace Warehouse, 2355 S. Blue 
Island Ave., Chicago 8. 


Walter H. Allen Co., Inc., 24th An- 
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[UF KIN MezuRNMAaric 


a rousing send-off 





turn page for this profit-making vowe) 


2+ ae 








This new MezurRMartic® 
Tape Rule is backed 





with solid promotion 


Fast turnover comes in the compact Lufkin package 


It’s a beautiful tape rule . . . guaranteed not to self-demonstrator package shown on the right 

creep ... with a more rigid blade . . . a new above. See how this package shows off the 

heavy-duty end hook .. . and an exclusive tape and tempts customers to try the action, 

Lufkin ball-bearing “brake” that gives the examine every detail. It’s compact and colorful, 

smoothest automatic rewind you’ve ever seen. fits easily in display bins or on hooks in your 
It’s sure to be a fast-seller in the Lufkin tool department. 


AND HERE ARE YOUR FREE PROMOTION AND DISPLAY MATERIALS 


Regular ('~" wide) MezurMatic 


Retail Price 
and Basic 
Stock List 


— ——— eee eee ee eee ee ee ee ee eee eee ee eee ee eee oe 
> 
- 
> 
- 
ee SS Se 


Super %” MezurMatic 


W7310 MezurMatic. : 
Has free belt clip like 
all Lufkin %” tape 
rules. This free tape 
goes right on the 
counter display. 


Price Tickets. Save 
time and establish 
permanent home for 
your MezurMatics. 
Just cut them out 
and slip in place. 


Retail Price Card. 
Quick reference for 
prices and basic 
stock. Simplifies or- 
dering of most popu- 
lar tapes and rules. 


Counter Display. Only 
12%” high, it’s as 
slim as a shadow, 
stands in the smallest 
possible space. 


Ad Blow-ups. Show 
you Lufkin’s power- 
ful advertising sup- 
port. Use for display 
in your window. 
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CLAD 


TAPE 














| SMOOTH EASY RETURN 





490% PROFIT WITH THE 
W-700 WHITE CLAD ASSORTMENT 


All your free display materials will be shipped 
with the W-700 assortment. Pay only $14.85 for 
these 11 tape rules... and you get 12 worth $24.92. 
It’s a profit of 40!2% ! Call your wholesaler today. 










CONTROL 
BLADE 


POSITIVE STOPPING 


Regular 2” wide MezurMatic 


' W726 =~ @ ... @... Stevan 

os Weaem |... @ .- « teen 

a Wrasse... . @s. «+ Ree 

* Waren: ... Os. SOR 
Super %” MezurMatic 

1 W7310—10’ .. . @ ... 2.79 list 

 W72IBe I? i Ow VOR 





EIOF RT. 








cate anne iia ee 
RULE COMPANY 


TAPES « RULES + PRECISION TOOLS 


SAGINAW, MICH. «+ MIDDLETOWN, N.Y. « BGARRIE, ONT 
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Convention Calendar 


Make sure you have the New — 


nual Stockholders’ Meeting & Mer- 
chandise Show, Sept. 8-9, at Baker 
Hotel, Dallas. Company offices are 
at 6210 Denton Drive, Dallas 35. 
















































Cotter & Co. Toy, Gift & Fall Goods 
Show, June 2-12, company ware- 
house, 365 E. Illinois St., Chicago. 


Gift Shows: Boston, Sept. 1-5 George 
F. Little Management, 220 Fifth 
Ave., New York 1; Phoenix, Sept. 
28-30, Hotel Westward Ho, spon- 
sored by Allied Exhibitors, Inc., 
3822 Wilshire Blvd., Los Angeles 5. 


Mid-West Hardware & Housewares 
Show, Sept. 7-10, Navy Pier, Chi- 
cago. William B. Moody, show man- 
ager; William F. Ewert, operations 
manager, 1451 Merchandise Mart 
Plaza, Chicago 54. Sponsored by 
Illinois, Indiana, Michigan and Wis- 
consin Retail Hardware Assns. 





Our Own Hardware Co. Summer Con- 
vention & Stockholders’ Meeting, 
July 28-30, at company offices and 
warehouse, 618 N. Third St., Min- 
neapolis. 


Southwest Hardware Co., Inc., Mer- 
chandise Show, May 18-19, at com- 
pany warehouse, 13827 S. Carmen- 
ita Rd., Norwalk, Calif. 


West Coast Housewares Show, Aug. 
3-6, at Western Merchandise Mart, 
1355 Market St., San Francisco. 
Sponsored by Western Housewares 
Assn., Western Merchandise Mart, 
1355 Market St., San Francisco 3. 


A a 
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State Events 


Texas Wholesale Hardware Assn. and 
Texas Boosters Club Annual Con- 
vention, June 12-14, Galveston. 
Howard Weddington, 1327 National 








Here are fans with all the glamour and sparkle of today’s City Bldg., Dallas 1. 
square, slim modern look. Smart decorator colors of | 
mocha brown... off-white high impact resistant plastic | HARDWARE HUMOR 


diffuser grille... gleaming gold instrument panel make 
the deluxe fan a sure sales winner. All other models are 
equally as modern with the slim trim look. Just seven 
Fasco models are all you need to give a complete selec- 
tion to your customers. There’s a fresh look all about 
Fasco—new line — new prices — new sales policies. 
Send in the coupon for beautiful color catalog and 
complete information. 


FASCO INDUSTRIES, INCORPORATED 


126 Augusta Street ° Rochester 2, New York 














Fill in coupon below. There’s a fresh look at 
Use page margin. 








Please send me full information on the fresh new Fasco line of Fans 





rf age j ; 
/ mY > C + cr 4 ¢ ion ias 
Mine has three speeds too—s/ow, 


W NAME and ADDRESS W CITY and STATE HLA. 558 tired and bushed!” 
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Yoo ER’S foreline Cabinet Hardware 
 Black-Kote And Crome-Brite 
Square Concave Knobs 


Retail Price 
meeente, Ua See yess 3 ese cee Oe 
Decehote is Sa. 4k Bd eee 
Recehete 14 Sa. « . soe 8 or 
Black-Kote Foreline Square Knobs as illustrated are Metal 
Die Cast, New Modern Styling, Durable Quality Products. 
Coated in a Durable Black-Kote finish. 

Crone. tye Sa. kt cs a 
Rrome-orite, 175 Sa... «we ee Oe 
CeeitG, Fe SG sk wee, 6: SBE 
Crome-Brite Foreline Square Knobs as illustrated are 


Metal Die Cast, New Distinctive Styling for Modern Cabi- 
nets. Beautifully Plated in a Brilliant Crome-Brite finish. 


All Cabinet Hardware packaged in an Eye-appealing, 
Colorful Display Box, complete with Screws. Sensational 


YODER’S FORE-LINE 

















New Do-It-Yourself Merchandising Counter Display Boxes. 
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QUALITY PRODUCTS 
Yo D E 4 MANUFACTURING COMPANY 






SQUARE 


cabinet hardware 


SQUARE BACK PLATES 
CHROME 


-520 Chrome Back Plate, 2!/," Sa. . 
.525 Chrome Back Plate, 3°° Sq. 


BRASS 


.522 Brass Back Plate, 2!/," Sa. . 
.527 Brass Back Plate, 3°’ Sq. 


COPPER 


Copper Back Plate, 2!/5"" Sq. . 
Copper Back Plate, 3°’ Sa. 





Foreline Square Back Plates as illustrated above are 
either Copper-Nickel-Chrome Plated or Satin-Brass or 
Satin-Copper Plated. Modern in Design, Beautifully 
Styled, Matching the Foreline Square Concave Knobs. 


Square Protector Plates are packaged in Do-It-Yourself Display 
Boxes which are Eye-appealing, Colorful and very attractive. 
Eye-catching Display Boxes for impulse buying. 


1823 East 17th Street 
Little Rock, Arkansas 










Different PAINT AREAS 
CALL FOR Different PAINTS 


Actually the lady makes sense. She wants a water- 











emulsion paint for the big wall areas... it’s a 








natural for such jobs. But she remembers that a 











semi-gloss soils less easily, cleans perfectly. 











So make money the easy Kyanize way... give her 








what she wants in the perfect pair of paints, Kyanize 





Plastic Color-Spree and Kyanize Lo-Sheen Enamel. 








; tb) = «+.» With a Kyanize Franchise, 


you get the repeats, too! 















Kyanize Plastic 









































SF 

enw wa Color-Spree 

| —. Here’s the ideal emulsion paint... odorless, 30- 

the we Kyanié f minute drying time, easy application, easy clean-up, 
Plastic next day washability, perfect touch-up and it's 

COLOR self-priming. 

| But Plastic Color-Spree is more than that .. . it 
p has the special working qualities painters dream 
| about — a good “‘feel’’ without drag .. . it stays 











open, it dries hard, it has terrific adhesion. 








Kyanize Lo-Sheen 
Enamel 





Now offered in colors matching Plastic Color-Spree, 
Kyanize Lo-Sheen Enamel is the ideal finish for 
woodwork, walls, and any surfaces that require 
repeated cleanings. 





Lo-Sheen is a tough hard alkyd enamel for tough- 
use applications. Its semi-gloss finish has a soft 
low “candlelight” sheen. Lo-Sheen is self-smooth- 
ing, chip-proof, and scrubbable. 




















Kyanize paints, nc. 


EVERETT 49, MASS. « SPRINGFIELD, ILL. e MONTREAL, CANADA 
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Bulan has the 





Brill Hardware, Paramus, New Jersey 


that mean MORE BUSINESS 


Whether or not your store sells gifts, Bulman 
has the ideas that will make MORE money 
for you. Bulman store engineers analyze 
your operation . . . make individualized rec- 
ommendations. For Brill Hardware, Paramus, 
New Jersey, Bulman enlarged and glamor- 
ized the gift department. Higher mark-up in 
this department helps increase the net profit 
of the operation. 


Bulman costs you less, 
gives you more through 
greater volume & know-how 


High volume production cuts the cost of 
Bulman steel equipment without sacrificing 
quality. Bulman’s merchandising know-how 
will increase your profits. You get Bulman’s 
ideas (proved in 30,000 stores) for store lay- 
out, lighting, color coordination, stocking and 
displays at no additional cost. 


THE Bulman CORPORATION 


Grand Rapids 2, Michigan 


Canadian Subsidiary: 


Bulman of Canada (Store Equipment) Ltd. 
28 Taber Road, Toronto, Ontario 


World Leader in Steel Self-Selection Equipment 
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Get-acquainted offers 


attract new customers 


A two-cent post card with the 
message, “Welcome stranger,” is 
sent to all newcomers in a far- 
western town. 

The card goes on to say that the 
newcomer will not be a stranger for 
long. 

All he needs do is to bring the 
card and receive a gift valued at 
50¢, or a credit of 50¢ on a dollar 
or higher-priced item. 

A drawing shows a map of the 
store’s location. 


Sample items for staff 
can promote more sales 


One good way to make customers 
enthusiastic about a new item is to 
sell your employees on that product. 

When a mid-western dealer holds 
his monthly staff meetings he tells 
employees about new products be- 
ing added to the stocks. He gives 
out samples and asks employees to 
try them out. 

Home try-outs make employees 
boosters for new items. Labor- 
saving items given to their wives 
also bring out endorsements because 
the salesman can say, “My wife 
uses it at home.” 


Special statement sent 
to infrequent customers 


Do you remind charge account 
customers who have not been recent 
visitors that you miss them? 

Some dealers limit their remind- 
ers of this absence to a regular 
charge account statement marked 
to show that no purchases were 
made in the recently ended billing 
period. 

Others send form letters. 

A highly effective method is used 
by a Texas hardware dealer. 

Charge account customers re- 
ceive a statement form of the usual 
size for each month when there is 
no charge made. 

Printed over the section in which 
charges are usually itemized is a 
large hand with a knotted string 
tied to the index finger. 

Next to the hand is the message, 
“Just a reminder .. .that you don’t 
owe us anything ... and we wish 
you did.” 
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WEATHERPROOF BARN DOOR 
TRACK AND HANGERS... the favor- 
ite of farmers everywhere. Easy to sell 
R-W No. 36 self-cleaning type track is 
weather and birdproof. R-W No. 423 
Hangers feature roller bearings and 
lateral and vertical adjustment for easy, 
dependable operation. 


& 
fe 


You can be sure of satisfying your customers’ 
exact needs when you stock and sell the 
Richards- Wilcox line of Track and Hangers 
... it’s the “QUALITY” line, backed by over 
78 years of experience that will provide a 
fast turnover, increased profits and com- 
plete customer satisfaction. R-W Track and 
Hangers will provide years of dependable, 
trouble-free service...even on doors 
weighing over a ton. Stock-up now. 





WRITE 
TODAY! 


for complete informa- 
tion. Request Catalog 
No. 100-R. 


310 W. THIRD STREET, AURORA, ILL. 


R-W “LOCK-JOINT" TRACK AND HANGERS... 
designed for doors of all sizes and weights up to 3000 
lbs. Line includes wide range of sizes plus a series of 
“packaged” units that include all necessary hangers, track and hard- 
ware for door installations. Track and Hanger aprons finished in 
grey enamel ...Hanger trucks cadmium plated. Hangers ovailable 
with ball or roller bearings as desired. 


MANUFACTURING COMPANY 


"A HANGER FOR ANY DOOR THAT SLIDES’ 










































"EaR-Way"’ TRACK and 
TROLLEY...R-W No. 239 
Track has ears spaced on 
12 inch centers that are at- 
tached to walls by lag screws 
... bosses hold track away 
from building for free air 
passage. R-W 346'AB 
Hangers feature ball bear- 
ings and vertical and lateral 
adjustments. 


TRACK and 
HANGERS 


for industrial, 
commercial and 
farm buildings! 











NEW FEATURE... 
CADMIUM PLATED 
FINISH NOW STANDARD 
ON THE TRUCKS OF 
ALL R-W HANGERS 


a \ 







Use | 
D 
INDUSTRIAL a FIRE DOORS & 
HAROWARE 
ELECTRIC OPERATORS 


ow 


® Branches in Principal Cities 
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WHAT’S NEW 











(Continued from page 15) 


model. This 12 x 17-in. grill with 
folding legs may be used in an in- 
door fireplace. Weighs 4 lb, 6 oz 
and will hold 8 large hamburgers or 
steaks. Nickel plated grill can be 
lowered for quick searing. Deep 
2'-in. firepan made of baked black 
enameled steel. West Bend Alumi- 
num Co. 


For more data circle No. 14 on postcard, p. 99 


Lightweight paint sprayer 

Customers who want a light- 
weight and small paint sprayer will 
want the Sprayit 400. It weighs 
less than 7 lbs. DuPont Zytel nylon 
spray gun holds pint of paint. It 
can be quickly cleaned for insecti- 
cide spraying. May be used for 
enamels, lacquers, varnish, stains 





and multi-color splatter types. List 
$39.95. Thomas Industries, Inc. 
For more data circle No. 15 on postcard, p. 99 


Hook for screw anchors 
Housewives and do-it-yourself- 

ers will want this neat, polished 

steel hook for use with Molly screw 





anchors. Hole accommodates a 6/32 
screw such as comes with small size 
Molly. For use with larger screws, 
hole may be enlarged by removing 
insert. Molly Corp. 


For more data circle No. 16 on postcard, p. 99 


21-in. rotary power mower 


Home gardeners who want a low- 
priced power mower will want the 





Turbo, listing at $49.95. This 2 hp 
model has Lauson engine with re- 
coil starter and handy stop-choke- 
speed control lever. Features shock 
mounted steel blade, front dis- 
charge chute, close trim to trees, 
steel wheels and free leaf mulcher. 


PowerKing Industries. 
For more data circle No. 17 on postcard, p. 99 


Concealed fan heaters 


Homemakers will want the Magic 
Chef concealed fan assembly gas 
heater. Fan assembly draws warm 
air off combustion chamber and 
forces it through louver openings at 
base of heater to carpet floor with 
warm circulating air. New assem- 
bly offered with all radiant and cir- 
culating models except priced Hi- 
Fire series. Offered with both 
automatic and manual controls. 
Magic Chef, Inc. 


For more data circle No. 18 on postcard, p. 99 


Alligator handle paint brush 
Alligator grain finish handles on 
Linzer paint brushes are designed 
to attract style-conscious home- 
makers. Free alligator grain suit- 





















case is offered dealers ordering in- 
troductory 514-dozen brush assort- 
ment. Nylon brushes have black 
wrapper. Five different color com- 
binations to denote different brush 
styles. Brushes are pre-priced and 
have hang-holes. David Linzer & 
Sons. 


For more data circle No. 19 on postcard, p. 99 


Wood refinishing kits 
Do-it-yourselfers and profession- 
al painters and carpenters will want 
the Style-Wood natural wood grain 
finish which gives new finish with- 
out removing old finish. Offered in 
Graywood, Limed Oak, Driftwood, 
Maple, Champagne, Butternut, 
Swedish Aspen and Cherry. Each 
kit has base coat, color grain and 





clear suede finish. Dayton Color 
Works. 


For more data circle No. 20 on postcard, p. 99 


Automatic oil heater units 


Home owners, merchants and 
others who want an oil heater 
which can be used flush to the wall 
will want the model 6410-T with 
maximum capacity of 65,000 btu 
per hour. Heater is 42 x 36 x 20 in. 
It has radiaut Heat-Flo front, all 
furnace steel construction, Minne- 
apolis-Honeywell round wall ther- 
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YOU MAKE *5:9* 
ON EVERY SALE... 


AND THEY'RE SELLING 
FAST AT #19925! 


DADO TOOL 


THE FAMOUS “DIAL-A-CUT” precision tool cuts 

y perfect dados, rabbets, panels, bevels, miters, and 

fA : ploughs, with unsurpassed accuracy, smoothness and 

, “4 speed. No wobble. No vibration. It fits any table saw 

or radial arm saw, and can be set for any width cut 

14” to 134,” without removing from arbor! Self- 

cooling tool-steel blades stay sharp 5 times longer 

: than ordinary dados. Big increases in sales to profes- 

The only — sional and home woodworkers have made possible 
“DIAL-A-CUT” co _— 20% reduction in selling price! Now only $19.95. 


Iti-tool in th 
tr oc “f WRITE NOW for information about the COMET 
set for any width QUICK-PROFIT PLAN...self-selling displays... 
cut 1/4” to 13/16” and national advertising. 


without removing *You make $5.99 and UP...depending on quantity. 
from arbor. F 


CONSOLIDATED MACHINERY & SUPPLY CO., LTD., DEPT. 5A 
2033 Santa Fe Ave., Los Angeles 21, Calif. 
A DIVISION OF THE SIEGLER CORPORATION 


Send me complete information about the COMET QUICK-SET 
DADO and COMET QUICK-PROFIT PLAN 

NAME 

COMPANY 

ADDRESS 

CITY LONE STATE 

YOUR WHOLESALER 
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WHAT'S NEW 














mostat, porcelain humidifier, draft 
regulator. Het-Quaker Corp. 


For more data circle No. 21 on postcard, p. 99 


Hydraulic door control 
Builders and week-end mechanics 
will want the Aristocrat S-5H hy- 
draulic door control for jalousie, all 
interior and medium-weight ex- 
terior doors. It has all features of 
the Superior Aristocrat No. 5 plus 
torsion spring adjustment for the 
moderate cost market. 
Spring Hinge Co. 


For more data circle No. 22 on postcard, p. 99 


Superior 


Disposable roller cover 

Painters and do-it-yourself fans 
will want the disposable paint roller 
cover, priced 2 for 59¢. These cov- 
ers make it economical to paint 


with new covers on each job to 
save the work of cleaning them. 
Duo-Way 
7-in. 


covers fit all standard 
roller frames and may be 






































used for enamel, water base, or 
latex paints. Wooster Brush Co. 
For more data circle No. 23 on postcard, p. 99 
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Air conditioner filter 

Homemakers who want a Dynel 
fiber filter replacement easy to cut 
to size will want the Easy-Cut 


Fiberscreen which has stiff cotton 
mesh backing so that it may be 
without 


used supporting frame. 


— 2 ae | 





Filter is offered in half-inch thick, 
15x24-in. sheets. Fiber Bond Corp. 


For more data circle No. 24 on postcard, p. 99 


Junior gas engine kit 

Youngsters who want to assem- 
ble their own air-cooled gasoline 
engines to power a junior sports 
car or scooter will want the 2% hp 












Junior Mechanics Kit. It contains 
94 pieces for assembly of motor, 
plus assembly instructions. Clinton 
Engines Corp. 

For more data circle No. 25 on postcard, p. 99 


An all-steel framework 

Here’s a general purpose all-steel 
framework which can be assembled 
quickly to form everything from 
storage racks to shed-type build- 























ings. Each package of Bild-A-Flex 
contains 10 lengths of steel fram- 
ing in 10 or 12 ft sizes, and 75 sets 
of matched bolts and nuts. Bild-A- 
Flex is bonderized to inhibit rust, 
and finished with coating of grav 
baked-on enamel. Republic Steel 
Corp., Berger Div. 


For more data circle No. 26 on postcard, p. 99 





Two-in-one synthetic sponge 
Motorists, homemakers, and ser- 
vice station operators will want 





this household and car cleaning 
sponge made of a layer of plastic 
foam cemented to a layer of cellu- 
lose sponge by a _ special water- 
resistant adhesive. Plastic side for 
scouring and scrubbing, cellulose 
for absorbing and wiping. Retail 
price 39¢. FE. J. du Pont de Nemours 
& Co. 


For more data circle No. 2 


on postcard, p. 95 





Portable electric sander 


Do-it-yourselfers and carpenters 
will want this sander with sturdy 
cast aluminum housing with bright 
nickel plated finish. Full-size 3 2/3 
x 7-in. sanding pad. Auxi-.iary han- 
dle gives three convenient locations 
for extra comfort for two-hand op- 
eration. Rotary motor has no 

(Continued on page 102) 


HARDWARE AGE, MAY 8, 1958 





























CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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© postage necessary if mailed in the United States 
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POSTAGE WiLL BE PAID BY 


rs _ to write name HARDWARE AGE 
and address on post cord. Post Office Box 60 


Please use this P. O. Village Station 


Box Address for Quick NEW YORK 14, N. Y. 
Check Cards Only 
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Postcard valid 8 weeks only. After that use own letterhead fully cescribing item wanted. 5/8/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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plays, etc., in the ‘What's New" 


will be sent you on each item. 
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Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 











@ Drop the post card in the mail box, 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 


columns. 


HARDWARE AGE than in any other magazine. 


No postage is needed. You will 


HA 


You 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Be sure to give your full name and address on the post card. Print or type 
it clearly.. We cannot service post cards with incomplete addresses. 
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Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 


13 
28 
43 
58 
73 
88 


91 972 973 94 9 96 97 8 99 100 101 102 103 


AT TUQNNTANENUTUUUUATUTTATTTTTTTTTT 


5/8/53 


14 
29 
44 
59 
74 
89? 
104 


Please send me further information on the WHAT'S NEW items, code numbers 


15 
30 
45 
60 
75 





eeeee®eeeeveeeereeeeeee ee eeeeeeeeeeeee eee eee Ceeeeeeeveeve ee eeee ee eeeeee ee 







| 


A big help for busy deoal- 
ers. Use this card for free 
information on new prod- 
ucts described in this issue. 
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BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 
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HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 










































































Please use this P. O. 
Box Address for Quick 
Check Cards Only 


HHL 
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NEW FREE FLOOR FIXTURE 


NO. C120 


HYDE 
TUL TOWER 


MORE SALES POWER 


Here is self-serve selling at its best. A 542’ wine 
and gold, revolving, all wood fixture. Features 
17 individually carded Hyde Fix-Up, Paint-Up 
Tools. Only 14” square of floor space required 
for Fixture. Beautiful tower FREE with this 
assortment. 


BLACK AND SILVER 


6 each C2E-142” Elastic Putty Knives 
6 each C2S-142” Stiff Putty Knives 

6 each C2E-3” Elastic Wall Scrapers 
6 each C2S-3” Stiff Wall Scrapers 

6 each C2E-4” Elastic Joint Knives 

6 each C2E-5” Elastic Joint Knives 


BLUE DIAMOND 


6 each C3E-114” Elastic Putty Knives 
6 each C3S-114” Stiff Putty Knives 

6 each C3E-3” Elastic Wall Scrapers 
6 each C3S-3” Stiff Wall Scrapers 

6 each C3E-4” Elastic Joint Knives 

6 each C3E-5” Elastic Joint Knives 


PAINT SCRAPERS 
6 each C83 with 242” Blade 
6 each C85 with 142” Blade 
24 each 80-3 Blades 
12 each 79-3 Blades 
6 each C8 Bent Scrapers 


GTOvVdS SSAI NI UALSVA STOOL AUOW TITAS OL WIIS GNV ‘T'IVL 


Se nl 





ORDER NOW FROM YOUR WHOLESALER 





Dealer Sales List $130.14 
Dealer Profit 52.06 
oe a ight, T 78.08 
ipping We ower 
and Tooke 49 Ibs. 
HYDE MANUFACTURING CO., SOUTHBRIDGE, MASS., U.S. A. 





NO CHARGE FOR TOWER 
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easy handling ... instant fusing 


Here’s the tape for high voltage insula- 
tion! Easy to work with, Gold Seal 
Rubber Tape fuses together instantly, 
provides long-life insulation protec- 
tion. With its high dielectric strength 
and ability to conform to irregular 
shapes, Gold Seal makes a perfect 
insulating splice — and makes repeat 
sales! For faster turnover, for steady 
profits, ask your supplier for Gold 
Seal Rubber-Tape made by Jenkins 
Bros., Rubber Division, 100 Park 


Avenue, New York 17. 





In 10-roll containers or 
single rolls. 


Each roll sealed in 
cellophane, stays fresh. 





Gold Seal Frictions RUBBER- Plastic Tapes 
Commercial and Specification Grades 
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WHAT'S NEW 








(Continued from page 98) 





motor brushes or commutator 
service. Ideal for’ rental 
Dremel Power Tool Co. 


For more data circle No. 28 on postcard, p. 99 


to 
unit. 


Rod and shelf brackets 
Do-it-yourselfers 
will want the Kees 


builders 
and shelf 


and 
rod 



















































brackets that support both closet 
shelf and clothes rod hanger. Made 
of extra heavy 'x in. wrought steel! 
they are embossed for strength and 
offered in aluminum enamel or 
bright cadmium plate. Brackets 
have 1% x 12 screws for wall, 
~“s x 8 screws for shelf. List $1 
and $1.20. F. D. Kees Mfg. Co. 


For more data circle No. 29 on postcard, p. 99 


Precision rifle sights 

Target shooting fans will want 
the S-330 receiver peep sight stand- 
ard equipment on two new Moss- 
berg 22 caliber rifle models or at 
extra cost on three other models at 
$5. Sight has positive, quarter-min- 
ute click adjustments for windage 
and elevation and is free of back- 





lash. 
S-320 has also been 





A hooded ramp front sight 
introduced to 





Cle oo. #. 
Sons, Ine. 


For more data circle No. 30 on postcard, p. 99 


retail Mossberg & 


Chain saw conversion kit 

Home owners and farmers will 
be interested in the 1958 Chip-A- 
Saw chain saw conversion kit for 
all portable electric circular saws. 
The lightweight unit attaches 
easily and rips or crosscuts any 
timber or lumber. Package in- 
cludes conversion adaptor, safety 
handle, drive socket, guide bar, 
cutting chain and mounting screws. 
































Retails for $34.95. Cenatron Indus- 
tries. 


For more data circle No. 31 on postcard, p. 99 


Liquid lawn feeder unit 

Lawn and garden fans will want 
the Rosy Future Liquid Lawn 
Feeder, light two-wheeled, easy-to- 
roll unit for spraying liquid fer- 
tilizer or liquid lawn insecticide. 
Feeds and waters in one operation. 
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THE MODERN 50 FTRWHITE STEEL MEASURING TAPE 
WITH PATENTED’ "CONN OLLED-SPEED BLADE RETURN”! 


+ 
Evans has done it again! Now you can merchandise ~— 


a “sure fire” volume sales builder. It’s the Evans 
“Power-Fifty”. 


This new revolutionary “Power-Tape” was created 
by Evans Engineering Department after more than 
a year of development. It completely eliminates 
the tedious hand winding required with the con- 
ventional 50-foot tapes. The user has “power at 
his finger tips”! All he does is press the power 
button to retract blade ... release button... 
blade stops instantly where wanted. There’s no 
blade creep, measurements are always exact! 


Display it, demonstrate it — sell it! You'll find it 
a real profit builder. The “Power-Fifty” is another 
first from the first name in tapes — Evans! 


RETAILS FOR ONLY $ 6 





sellers in the industry. 











Packaged in heavy gauge, transparent 
“pegboard” box identifiable with the 6, 8, 
10 and 12 foot Evans pocket “Power- 
Tapes”. Ready for display in your store. 


The “Power-Fifty” has all the features 
that have made Evans Tapes the largest 


Available Now From Your Jobber. 
© Power-Fifty” steel tapes, U. S. Patent No. 2,586,386. 
é : Te Zd RULE C0. Elizabeth, N. J. e Montreal, Que. 
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“POWER AT YOUR FINGERTIPS” 





















WEIGHS 
ONLY 77 LBS. 





Rosy Future lawn and plant food, 
$2.95 per gallon, sprayer $7.95. 
Forward House Div., Olin Mathie- 
son Chemical Corp. 


For more data circle No. 32 on postcard, p. 99 


Glass chip and dip set 


Homemakers will want this milk 
glass Chip and Dip set for their 






















midstty.1or own use or as a gift item. Listing 
Hf. CW at $1 set includes one 8 and one 4- 
Ve, ‘/) Aa in. bowl with detachable lacquered 
brass bracket. McKee Div., Thatch- 

— er Glass Mfg. Co. 


For more data circle No. 33 on postcard, p. 99 











“100” POWER PIPE MACHINE | 
| Clip-on metal ash trays 
OSTER) ... complete with NEW “POWER-MATIC” | Housewives will want these trays 
FRONT CHUCK including REPLACEABLE 
Builders of INSERT CHUCK JAWS ...SELF-CENTER- 


the World’s Most ING REAR CHUCK... POWERFUL 
Complete Line of . HEAVY-DUTY REVERSIBLE MOTOR. 


Threading GET ALL THE FACTS... 


Equipment 


See Your hier Cusinibuior 
ov Wnule Today! 


THE OSTER MANUFACTURING COMPANY «¢ 1348 East 289th St., Wickliffe, Ohio 
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Available 
on Brass 











THE 





ORIGINAL 


TM REG. 


BY HAGER 


STANDARD BEARER TO THE HINGE INDUSTRY! 


Since 1954, when Hager first introduced Permanized LUMA-SHEEN 
Finish—the original and first true aluminum colored finish—it’s become 
the most widely acclaimed finish of the door hardware industry! 


Other manufacturers have tried desperately to duplicate and imitate 
the superb excellence of LUMA-SHEEN. When they 
compromised quality ... they failed! 


TRUE TO ITS PURPOSE... LUMA-SHEEN Finish—first of the 
industry—today is still first in the industry, after four long years! 
Specifiers, Consultants and Builders recognize that permanized 
LUMA-SHEEN has a can’t-be-copied Hager craftsmanship that 
out-performs and out-matches them all! 


PROOF OF INTEGRITY AND ENDURANCE! 


1954—The Industry’s first and finest! LUMA-SHEEN Finish—the 
only electrolytically-coated True Aluminum Color that 
matched other aluminum door hardware and trim. 


1958—Proved by installation in practically every conceivable 
situation! LUMA-SHEEN remains the only finish that retains 
original soft lustrous beauty ... resists and withstands corrosion. 


When you want it to stand up to-the 
test of time—specify Hager LUMA-SHEEN 


(symbol LS) on that next job. 
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C. HAGER & SONS HINGE MFG. CO., ST. LOUIS 4, MO. = 





or Steel Butts— 


...Specify LS 


FINISH 








IT’S ALWAYS EASIER 


TO SELL Aoley 


NATIONALLY ADVERTISED 


NATIONALLY KNOWN | that clip on any size saucer or plate Lock needs only two holes bored 
= wees for use in their own homes or for in door and automatically adjusts 
Ce bah yg YE Oe | gifts. Trays provide each guest to door misalignment. Offered in 
| with handy ash receptacle. Stamped variety of finishes including black 
from steel with baked enamel finish and brass. Safe Padlock & Hard- 
in blue, white, pink, green, silver ware Co. 
and black. Set of four, 89¢. Shep- For more data circle No. 36 on postcard, p. 99 
herd Special Machine & Die Co. 


For more data circle No. 34 on postcard, p. 99 






WHAT'S NEW 








































Pliers for fishermen's use 


| Anglers will want these Jiffy 


| fishermen’s pliers to close or re- 
_ An all purpose leveler 


Contractors and do-it-yourselfers 
will want the Levelall adjustable 


sagan > ee : are . epee 2 Sega <8 Seka 8 
: hs ; ; : : Pee . 


Foley Sift-Chine Sifter. Triple screen | leveler for floor leveling, setting 
for quick, easy sifting. 5-cup capa- pier blocks and checking operation- 
city. Spring action handle. Sturdy . . 

tin plated steel $1.98 retail. Copper- al equipment or any job where 


right angle readings are wanted. 
May be used for mobile trailers 
and field units. It has nickel-plated 


Chrome plated steel. .. $2.98 retail 








move split shot, trim leader ends, 
open bottles and cans or disgorge 
fishhooks. Cutting edge will trim 
loose ends of leader for tying. 
Opener retracts into handle. These 
tools can be used the same as regu- 
lar pliers. List price $1. Grand 
Haven Stamped Products Co. 


For more data circle No. 37 on postcard, p. 99 


4 








Food Mill by Foley. Mashes, rices, 
crushes foods for canning and freez- 
ing. Aids everyday meal preparation. 


24-gauge plated steel. 2-qt. capacity. screw top lid and coated mechan- 
2.69 retail 
ism. Levelall Co. 





Decorated cookware line 


Homemakers who want highly 
decorative cookware for their own 


For more data circle No. 35 on postcard, p. 99 














Lock for sliding doors 

Do-it-yourselfers and _ builders 
will want the Adams-Rite type 666 
Two-Bore locks for sliding doors. 










Foley Nylon Baster. Unbreakable, 
heat-resistant nylon with bright yel- 
low bulb. Graduated measurements 
on side, Packed in poly bag with eye- 
let for hanging.......... 79¢ retail 











homes will want U. S. Fiesta Deco- 
rated Gourmet Cookware which is 
impervious to acids, alkalis and 
hard scouring. Easily cleaned ce- 
ramic finish utensils come with 


MANUFACTURING 
COMPANY 


3227 5th St. N.E. 
Minneapolis 18, Minn. 
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anon New 
For Your NRHA-Built Island Displays | 





NRHA APPROVED 
DISPLAY 


THE ASSORTMENTS 


%& Carriage Bolts 

*% Machine Bolts (small) 
*%& Machine Bolts (large) 
%&e Cap Screws 

%& Stove Bolts 


Each assortment comes 
complete with a tray. Trays 
may also be purchased 
empty. Stands for holding 
four assortments are 
available. 


Convenient? Yes! Right for your store? Absolutely! 


This new Serve Yourself Bolt Tray and its contents 
overcomes every objection you ever had toward 
handling bolts and nuts. 


First, the trays fit the standard “islands” and other 
displays approved by NRHA. 


Second, the Serve Yourself Bolt Tray contains the 


fastest-selling items in the fastest-selling sizes. 


Third, all products are brite-plated for clean, easy 
handling and the nuts are on! 


Fourth, there’s no price penalty for brite-plating 
for all products come in small-quantity cartons 
(10 to 50 pieces each) and are in stock at your 
distributors waiting for your order. 


The LAMSON & SESSIONS Ca. 


5000 TIEDEMAN ROAD, CLEVELAND 9, OHIO « PLANTS AT CLEVELAND AND KENT, OHIO « CHICAGO « BIRMINGHAM 








rT EES 
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WHAT’S NEW 


metal handles and with oven proof 
plastic handles. Prices range from 
$4.95 to $13.95. United States 
Stamping Co. 


For more data circle No. 38 on postcard, p. 99 





Plastic outdoor thermometer 


Homemakers will want the See- 
Thru, a clear Lucite model which 





SMART PACKAGING 


— 


SELLS SUN RAY  ~— 
STEEL-.WOOL 
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TWIN PACK 


You sell the full 16-pad package of 
Sun Ray Layer-Built pads ‘“‘as is." 
When only a few pads are needed, 
you break a Twin Pack in two, and 
sell 8 pads! Customers like this con- 
venience and economy... you save 
sales time and speed self-service too! 
Available in grades 0000, 000, 00, 
0, 1, 2 and 3. 


speeds self-service...steps up impulse buying! 













































































3-IN-1 PACK 


Colorful, eyecatching Sun Ray pack- 
age of assorted grades boosts sales 
and profits. Six big, handful-size Lay- 
er-Built pads...two each of fine, 
medium and coarse grades in each 
package. Home craftsmen and do-it- 
yourselfers can do almost every steel 
wooling job with this assortment. 


Order Sun Ray from your jobber to- 
day, or write for free descriptive 
literature to: THE WILLIAMS COM- 
PANY, London, Ohio... manufactur- 
ers of quality steel wool products for 
over 35 years. 


STEEL WOOL 


LAYER-BUILT PADS © JEX HOUSEHOLD PADS © BULK POUND TUBES 









sticks instantly to window with 
perma powerful weatherproof ad- 
hesive. It has 4%-in. dial. Retail 
$1 in gift box. Springfield Instru- 
ment Co. 

For more data circle No. 39 on postcard, p. 99 


Self-spray marine lacquer 


Outboard motor fans will want 
Plasti- Kote marine lacquer, an 
aerosol marine lacquer for touch-up 
or refinishing outboard motors. Re- 
sistant to gas, oil and salt water it 
is offered in many colors, including 











oT die 


matching lacquers for leading 
makes of outboard motors. The 16- 
oz can lists at $1.89. Plasti-Kote, 
Ine. 

For more data circle No. 40 on postcard, p. 99 


Non-fiammable tree skirt 


The pine-scented circular skirt 
for use on Christmas tree bases 
opens to 34 in. diameter, is made 
of white, fireproofed cotton with 





sparkling flakes of silver, gold or 
multi-color. Packaged in polyethyl- 
ene bag to retail at 79¢. Archibald 
Sales Co. 


For more data circle No. 41 on postcard, p. 99 


Submersible water pump 


For customers who want a noise- 
less submersible pump the Dynaflo 
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MODERNIZATION SCOOP! 





attractive, easy-to-install 
replacement set 


ILCO 
RELOKIT 





Replace unsightly and worn-out mortise locks 


with ILCO Relokit 


“GIVES OLD DOORS A NEW LOOK” 





answer to the ancient problem of how to make an 
old door really look new. It’s ILCO’s RELOKIT 
conversion set, designed for use on doors equipped 
with mortise locks which have become eye-sores 
and/or unsatisfactory in performance. 





RELOKIT covers all holes and blemishes 
left by old locksets like a glove! An ultra- 
modern ILCO lockset can then be installed in a 
matter of minutes, completely modernizing the 
installation both in appearance and function. 





Available in three different sets with escutcheon 
sizes for both exterior and interior doors, each 
set consists of a pair of attractive escutcheons, 
lock front reinforcing and finishing plates, a 
strike and all necessary screws. 








Modern attractive ILCO Relokit covers all old blem- 
ishes — escutcheon sizes for exterior and interior doors 
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This is the time of year when your customers are modernization-minded. Get 
the facts now on RELOKIT from your jobber, or write direct for full details. 


INDEPENDENT LOCK COMPANY 


a Fitchburg, Massachusetts 
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Solid 


















The ‘right’ cord 
for many 
special-purpose uses: 


@ Boating & Fishing 
@ Lacing cord 

@ Barrier cord 

@ Rescue line 

@ Safety marker 


@ Many other uses in 
home and industry 



































"The Floating Cord with Muscles!” 





Glufond’s 100% Polyethylene 


Braided Cord 


Look at these features 
... you'll agree that you 
need Shuford’s 100% 
Polyethylene Cord! 


Floats @ High tensile strength 
Lightweight 

Excellent resistance to stains 

Inert to chemicals, fungus, mold, mildew 
Excellent low temperature properties 
Sheds water quickly, dries rapidly 
Won't tangle or kink, resists abrasion 
Non-conductor when dry 


Very fast, bright colors: red and white spiral, 
yellow and black spiral, solid natural, solid yel- 
low. Other colors and combinations on request. 
In 50’ and 100’ hanks, two hanks connected. 
Also in 10% lb. coils; 100’, 250’ and 500’ spools. 
Cord sizes No. 3, 4, 5, 6, 8, 10, 12. 


Write for complete information. 





























CLOTHES LINES « TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS « WEATHER STRIPPING 
COTTON & RAYON YARNS e« EXTRUDED PLASTICS HICKO Ry 


Shuford fw. 


Mills ine 








World's Largest Manufacturer of Cotton Cordage 


/ N.C. 











WHAT'S NEW 








is offered. It has eccentric stain- 
less steel rotor rotating in concen- 
tric abrasion-resistant hard rubber 
stator. Offered in %, %, 1 and 
114% hp motor sizes it provides ca- 
pacities up to 1680 gal per hour. 
Peerless Pump Dviv., Food Ma- 
chinery & Chemical Corp. 


For more data circle No. 42 on postcard, p. 99 


Double cylinder lock line 

Here’s one of the 400 line of 
double cylinder entry models. 
These locksets contain a five-pin 
tumbler cylinder in each knob to 





yive extra locking security. May 
be used for motel and patio en- 
trances, storage rooms and com- 
municating office or store doors. 
Offered in Bel Air or standard de- 
sign with dead latch. Awikset 
Locks, Ine. 


For more data circle No. 43 on postcard, p. 99 






Decorator styled heater 
Homemakers who want decorator 
styling and super-circulation will 
want Warm-Aire home heaters with 
output from 25,000 to 75,000 btu’s 
in Mellow-Tone finish of soft gold 
and rich brown. Five models have 
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SELL MORE 


Speedy Sor ayer 





e/ow price! 
*high profit! 
¢ top quality! 











¢ nationally 
advertised/ 





ADVERTISED 
N 





The CAL-DAK 


price figures... 


Whether you figure with an electronic 
brain or an abacus... Cal-Dak prices 


are fair value as well as fair-traded. 





Quality products for your customers, | New 1/4 H.P. at Popular Price! 


: : : Ideal outfit for the do-it-yourself and 
a fair, consistent profit for you. | IB shop mechanic! All-purpose, profes- ONLY 
The best “deal” for all. | sional outfit, with No. 112 quart size 


Spray Gun. Develops 25 lbs. pressure $3900 


with any 4 h.p. motor with 4” shaft. 
Factory sealed bearings. No. 780 Outfit ~~ 
—air hose, tire chuck, gun, less motor. RET 







Nationally advertised in 
McCALL’S @ LIVING @ BRIDE’S 
BRIDE and HOME 





as @o - 
No. 890 1/3 hp Sprayer 
Proved favorite since 





No. 544 Mobile Twin 
No job too big for this 





1921! Delivers 30-40 lbs. powerful Master Twin 
| pressure, 2 cu. ft. clean, Sprayer. Wheels easily 
| oil-free air per min. Never On semi-pneumatic tires. 

needs oiling. Outfit with Delivers 4 cu. ft. air, 40 
No. 112 Gun etc., without Ibs. pressure. With 
motor only..... $42.50 wheels, No. 131 Gunetc., 
909 Mobile Kit adds mobility to [J /€Ss motor only $88.00 
890 Sprayer, extra $7.50 
Manufacturers of | ORDER FROM YOUR WHOLESALER 
: ‘ | Or Write for Complete Line Catalog 
Work-Saving Quality Housewares | 


THREE FACTORIES: W. RFR. <8 gen sy CORP. 


Little Rock, Ark. * Lancaster, Pa. + Colton, Calif. 


3-418 











SPECIALISTS IN PAINT SPRAYERS SINCE 1921 
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REARDON’S New Tinting System 





IT’S 


Medel 


REALLY HOT! 


You save 70% in cash investment 
You save 65% in valuable stock space 
because... 


reer 
c— 
—_—_— =— SS. =i 


cee Bee 
= = == = _ 
— -—... 












YOU STOCK ONLY WHITE 
».»ONE TUBE TINTS ALL 
FOUR PRODUCTS! 


Unbreakable plastic tubes come in 8 colors—produce the 
complete line of 40 Top Fashion hues. 


S 
AND: YOUR PROFIT MARGIN IS 40% ea 
wi 


SEND TO: THE REARDON COMPANY, 7501 Page Bivd., St. Lovis 14, Missouri 


| want FAST ACTION — please caisiid Dept. 0-8 













Beautiful Display Merchandiser 

with purchase of combination 

pack. Combination pack contains: 

6—1 oz. tubes each of the 
eight base colors 

6—2 oz. tubes each of the 
eight base colors 
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a Reardon Representative to: 




















© 1958 The Reardon Company 
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DEALER'S NAME_ ee A 

y Ses, Pe. J ung | 
STREET | Y ¢ thre f.,, 
EATS ZONE _STATE | , 
NAME OF DISTRIBUTOR A Meaty mess Se | — sR 
fae ean ae ; bv : | ST. LOUIS * CHICAGO « LOS ANGELES 

CITY ZONE__STATE.. : KEARNY, N. J. © MONTREAL 
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WHAT’S NEW 








golden Kozy-Glo embossed grill 
across face,- Furnace type blower 
forces air directly to floor through 


a 

















ies . sod ess? sie 
Seng tees 


vent at bottom of unit. Stiglitz 
Corp. 
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Screen and storm door lock 
Do-it-yourselfers and carpenters 
will want this screen and storm 
door lock with thumb-controlled 
push-button in handle. E-Z-Set lock 
has automatic latch which can’t be 
forced or blown open when locked 
from inside. The harder the lock 





the 
National 


is pushed against the strike, 
more rigid it becomes. 
Hardware Corp. 


For more data circle No. 45 on postcard, p. 99 


f 


Rotary type electric mower 
Customers who have large lawns 

to cut will want this 18-in. Homko 

President electric 


rotary mower. 
Trims close to trees, beds and 
walks. Discharge chute blows lawn 


cuttings out the side and scatters 
them evenly. Machine has ™% hp 
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capacitator-type motor and 100 ft 
of heavy duty insulated cord. West- 
ern Tool & Stamping Co. 


For more data circle No. 46 on postcard, p. 99 


Forecaster and altimeter 
Motorists who want an accurate 
weather forecast and to know the 





altitude of the area they are travel- 
ing will want the Taylor Forecast- 
er-Altimeter. Barometric pressure 
readings forecast weather. Listing 
at $12.50 instrument comes in three 
ranges—zero to 5000 ft of altitude, 
zero to 10,000 ft of altitude, zero to 
15,000 ft. Dealer stocks sizes suited 
to his trading area. Taylor Instru- 
ment Companies. 
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Electric travel alarm clock 


Traveling people who prefer elec- 
tric alarm clocks will want the 
Journeyer alarm clock. Encased in 
London tan leather with snap open 
flaps covering dial and back, it 
measures 3% in. square. Alarm 














Every Homeowner's a 
Red-hot. yay for... 


Sea ler-strip 


ahundddey and Felt 





Weatherstripping 


for windows and doors 





White Metai 
gad felt Weatherstrip 





No rattles © Stops drafts © Holds heat inside © Keep 
out dirt and cold © Saves on heating costs © (Con be 
installed in minutes. 


This unique aluminum-felt weather- 
stripping can be readily installed by 
anyone in minutes. What’s more, it 
can be used where units are “out of 
square’’ and will cover extremely wide 
cracks. Each attractive 2-color box 
contains 17’ of Sealer-strip, with nails 
and installation instructions. 


COMPLETE LINE OF NA- 
° TIONAL AND COLUMBIA 
WEATHERSTRIPPING ° 
Percws cone ALUMINUM 
SIDING * PORCELAIN 
ENAMEL BUILDING 
PANELS AND SIGNS 


Quick Sales... 
Nice Profits! 





Write or wire for details! 


NATIONAL METAL 
PRODUCTS COMPANY 





Weatherstrip Division 
2 Gateway Center, Pittsburgh, Pa. 





We) >> el [Eres 


Tools that stand up to the hardest and most exacting 





industrial uses . . . tools that are the satisfaction 

of the mechanic whose kit contains only the best... tools 
that the do-it-yourself workman uses with pride... 

yet tools that cost no more than just the ordinary. 

Write for a catalog of fine Diamond 

tools and please mention 


the name of your distributor. 


DIAMOND TOOL 
and Horseshoe Cr 


DULUTH, MINN. TORONTO, ONT. 


ft 


Anruveusary Year 
958 


19o8 











WHAT'S NE 








will ring as long as 45 minutes. 
Hands and numerals are luminous. 





List, $9.98 plus tax. General Elec- 
tric Co. 
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Single cylinder dead bolt 


Homeowners who want a dead 
bolt single cylinder lock will want 


the Weslock No. 843 operated by 


YOUR TREASURE CHEST 


Model A33 PLEASURE CHEST 






Now in NEW 2-TONE GREEN 
as well as REGULAR RED! 


This year there will be greater profits and greater demand for 
With today’s accent on outdoor liv- 
ing, MORE of your customers will be asking for PLEASURE 
CHESTS—the ideal coolers for picnics, sporting trips, vacations— 
any event that calls for food and drink! 


your customers 


Also available in large size 
MODEL No. A99 “THE MAS- 
TER,” 18”x13"x17”, and small 
size MODEL No. AG6, “THE 
PAL,” 18” x 83%” x 11%”. 


THERE’S PROFIT IN 
ES 
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Progress Pleasure Chests! 





key only from outside and thumb- 
turn inside. Offered in choice of six 
finishes; polished brass, dull brass, 
dull bronze, polished chrome, dul! 
chrome or anodized aluminum. 
Western Lock Mfg. Co. 


For more data circle No. 49 on postcard, p. 99 


Telescopic gun sights 


Hunters will want one of two new 
telescopic sights. A 10-power mode! 


The Progress Pleasure Chest has made a name for itself because 
it’s all heavy-gauge steel—zinc-coated, bonderized exterior and 
galvanized interior with fiber glass insulation gives it the quality 
EACH COMPLETE WITH 
BOTTLE OPENER AND LIFT-OUT FOOD TRAY. BAKED-ON 
FINISH WITH WHITE LETTERING. 


depend on. 


ORDER NOW FROM YOUR JOBBER’S STOCK 





is 15% in. long and weighs 13'% oz. 
The 8-power number is 14% in. 
long and weighs 13 oz. Constructed 
of durable lightweight alloy with 
butyl cushioning provided at five 
critical points. 
Corp. 


Lyman Gun Sight 


For more data circle No. 50 on postcard, p. 99 


200-color tint system 


The Gold Bond Velvet Custom- 
Tint System features 200 colors. A 
leather-bound Guidebook contains 
50 new pleasing harmony groups 
tor architects, decorators and paint- 
ing contractors. Each page con- 





Model No. A33 


CAPACITY: 
(Standing Upright) 22 6-oz. 
bottles or 20 12-o0z. bottles, Ice 
and Lunch. 


OUTSIDE DIMENSIONS: 
1444” Length x 1134” Width 
x 16” Overall Height. Packed 


one to carton, Shipping wt. 
15 lbs. 






REFRIGERATOR CO., LOUISVILLE, KY. 
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These rugged lifetime aluminum driveway guides 
sell like “hot cakes.”’ Equipped with high power 
Stimsonite lenses, front and rear. Reflects head- 
light beams. Nothing to rust. Made in 3 sizes 
to meet every requirement. 


cosh Won Rustless rbluminum 


PROTECT YOUR LAWN 


FROM UGLY RUTS 





ee perme. ee = 
= t”0lUlU 
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EVERY aS I | 
¥ Uta ee ete, . *e°s es *s* > Bt LIST PRICES 
oe Hieercecese sotetetetes ates | No. 220 20” tall, 1” reflectors, 
fateateetety SSSI 'g”xl2” body stock ..... each $ .85 


No. 230 30” tall, 134” reflectors, 




























~ a - 


2 bs ” ; 6 of each 

16”x44” body stock... each 1.45 B/ on its own 
MOWER No. 236 36” tall, 3” reflectors. / display 
3/16"x%” each 1.95 card as 


body stock 



























pictured. 
Cleans Carburetor | og 


NEEDS | : : | | 3. Ohio 


POWER MOWERS 

G U MOUT and OUTBOARDS 
LOOK! Smo-o-o-th Edge 

anid od ee | 
———.——«- ii ae 
Gum and varnish accumulate constantly in the MBB aak Gare 
carburetor of every power mower. The result is 

hard starting, low power, poor performance. [RRR Poe’ Th ee 


You can do your customers a real favor—and CBhke rane ee § ee oe eS 
build business for yourself—by recommending | : 

GUMOUT for power mowers. GUMOUT, simply Wright Weldedge Hardware Cloth 
added to the fuel tank, dissolves gum and varnish 
quickly and completely. The engine will start 
quicker, run with smooth, full power. 



















has strength and rigidity . . . heavy gal- 
vemnizing .. . uniform and smooth edge... 
unrolls straight and flat. 2x 2,3x3,4x4 
You can sell plenty of this fast moving, nationally and 8 x 8 mesh. 


advertised carburetor cleaner. There’s nothing Available from jobbers everywhere 
like it! Order from your jobber, or write direct 


oe — en 
NOW~—a specially refined, clean-burning 


oil for power mowers that actually re- Si ae OS WRIGHT STEEL & WIRE co. 


tards plug fouling and carbon buyiid-up. WORCESTER, MASSACHUSETTS 
Write for dealer catalog. 
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WHAT'S NEW 








tains a different group of four dec- 
orator-harmonized colors. Included 
in the system are the top 10 tints 
of 1958 selected by national survey. 
National Gypsum Co. 
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Strike with adjustment 


Do-it-yourselfers and contractors 
who want an adjustable strike will 
want the Russwin Adjusta-Bolt 
strike which provides precise latch- 
strike relationship. It gives ad- 





justable strike setting and quiet 
no-rattle operation. Precise clear- 
ance obtained by adjustable nylon 
set screw made when installed with 


door. Russell & Erwin. 
For more data circle No. 52 on postcard, p. 99 


Indoor-outdoor thermometers 


Customers who want indoor-out- 
door thermometers which can be 
read by a single common scale, will 
want the Suburban, list $10.95. It 
has a relative humidity indicator. 
It has solid mahogany case with 
polished gold escutcheons. Humid- 
ity scale has black graduations. An- 
other model, list $5, is offered in 
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YOU GET MORE TO SELL 
IN RAZOR-BACK eee 


strength ... satisfaction ... profit 


In the same time it takes to sell a cheap 
shovel, you can sell a RAZOR-BACK 
for more profit. The customer benefits, 
too. He gets the strongest standard 
shovel on the market—roll-forged with 
an extra thick (13-gauge) backbone 
extending full length, tapered sides, 


and heat treated all the way. 

You need only 4 patterns to do 90% 
of your business, reduce inventory, in- 
crease turnover 2 to 3 times. Order 
from your wholesaler. 


THE UNION FORK & HOE COMPANY 
Columbus, Ohio * Makers of Green Thumb Tools 








Extra thickness (13-ga.) 
at frog, where shovels 
need extra strength, 


lightness. 


Blade extra thick 
(13-ga.) in center 
all the way to the 
cutting edge, where 
other shovels 

wear out fastest. 





Tapered sides for 










Ash handle, not cut down at 
socket, retains 100% original 
strength. It's guaranteed. 


2 inches longer (11-inch) 
tabbed socket supports the 
handle and distributes strain. 























BELLS 


oi 

q) _- Suggested 
a eon 4 Retail 
' 442.49 


; : % 


INDOOR-OUTDOOR HOME BELL 
Gleaming, polished 
aluminum bell, with satin 
black ship's wheel bracket. 










































Suggested 
Retail 
$4.95 











BARBECUE BELL 
Good luck horseshoe bracket, polished 
aluminum bell with a clear, lasting tone. 








WHAT'S NEW 











antique white or hot chocolate 
brown. Taylor Instrument Com- 
panies. 


For more data circle No. 53 on postcard, p. 99 


Packaged plastic jump rope 
Youngsters who give jump ropes 
heavy wear will want the WGM 
polyethelene jump rope. Features 
attractive finish hardwood handles, 
saddle labeled. The same line in- 























Suggested 
Retail 
























PATIO-GARDEN BELL 
Beautiful, fully polished brass bell 
- +. @ big seller everywhere, anytime. 





* Complete Line 
* High Profit 
* Big Volume 






Display packaged, full price range, 

on all year ‘round sellers, Perfect for 

o hundred uses at home or away 
++. @ big gift item. 





Send for the Bevin Catalog 
EVIN BROS. 


MFG. COMPANY 
East Hampton, Conn. 






























Sales Representatives 
John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N. Y. 











cludes an all-cotton jump rope. 
West Georgia Mills. 
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Unusual design for tents 
Customers who want an 11x11-ft 





tent without center poles will want 
the Hy-Par bat-wing model, in can- 
vas or vinyl-coated nylon. It can 
be used to sleep five and is tall 
enough so that six-footers need not 
stoop in it. Four bonderized steel 
poles and four stakes supplied. One 
man can erect or take it down. 
Hoosier Tarpaulin & Canvas Goods 
Co. 


For more data circle Ne. 55 on postcard, p. 99 


Body-gripping animal trap 
Hunters and trappers who want 
an instant-killing trap will want the 
No. 110 Victor Conibear trap de- 
signed to kill fur-bearing animals 








with no suffering and no wring-off. 
For trapping muskrat, mink and 
similar sizes. Other sizes will be 
offered later. Trap lists at $1 with 


chain. Animal Trap Co. of America. 
For more data circle No. 56 on postcard, p. 99 


Expansion bolt shields 


Do-it-yourselfers and _ builders 
will want the Hold-It expansion 















machine bolt shield. Pressure cast 
of strong zinc alloy, the shield is 
entirely rustproof and protected 
against white corrosion by chro- 
mate treatment which gives it a 
bronze hue. Made in sizes from %4 
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NOW from General Electric. ..a Quality Rotisserie Oven 





DESIGNED FOR EXTRA SALES 


it’s a second oven... for perfect baking, roasting. 
it’s a rotisserie! Does a 14- to 16-pound turkey. 
it’s an infra-red broiler for juicier steaks, chops. 
Automatic controls . . . set the timer, forget it. 


Pre-sold by full-color pages in BETTER HOMES & GAR- 
DENS ... HOLIDAY... HOUSE & GARDEN .. . SUNSET, 
plus network radio, TV spots and newspaper support. 























i 


a 








Precision thermostat for 2 separate Cairod® units New Tilt-top opens wide 
range-oven accuracy. First . .. bottom one for baking, for easy access to the food 
. . easy cleaning, too. 


in a portable rotisserie. top one for broiling. 
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This new appliance is completely portable. 
Requires no expensive 220-volt rewiring. 
General Electric Company, Portable Ap- 
pliance Department, Bridge- ‘AQ°° 


port 2, Conn. *Manufacturer’s 
suggested retail price. 


Progress ls Our Most Important Product 


GENERAL @@ ELECTRIC 








G-E Telechron timer 
buzzes, cuts off heat when 
food is done, automatically. 





tam WITH ICE-0-MAT 


Ciyper Touch 


—_ 


Packed with every ICE-O-MAT* 
(Mode! 347 Series) 


























with your new 


\CE-O-MAT. 





LIST 


oe eee x. 


WARM 
WEATHER 


: Ho SPECIAL! 

Glamorous ice & me BL 

Tl eer Warm days are here... hot 
or hundreds of 

days ahead! Extra bonus Ice- 
O-Mat sales come easy when you 
give your customers FREE “COP- 
PER-TOUCH” ICE TONGS ($1.00 
retail) with any 347 series Ice-O- 
Mat! For a limited time we're 
packing a pair of these beautiful 
tongs in every Ice-O-Mat carton. 
The tongs don’t cost you a penny, 
and you still make your regular 
markup! 















kitchen uses 






| EXTRA BONUS FOR YOU! 
Made of aluminum 


I] anodized in lustrous FREE DISPLAY 


copper. Permanent AND HANDY TONGS 
Plastisol handles | You will receive a colorful counter 







* 


Complete with display complete with extra set of 
anodized copper tongs when you order six or more 


wall bracket Ice-O-Mats (Model 347 Series) 








SPECIAL LIMITED TIME OFFER 
ORDER FROM YOUR DISTRIBUTOR WHILE SUPPLY LASTS! 








Only Rival 
offers a choice 
ee of electric and 
non-electric 
wall and 
table model 


ice crushers 







*‘Vogue”’ Table ‘‘Bucketeer”’ ‘‘Bucketeer”’ Electric 
ICE-O-MAT® Wall ICE-O-MAT® Table ICE-O-MAT® ICE-O-MATIC® 


i ) 
tw RIVAL MANUFACTURING CO. 


MOST BEAUTIFUL CAN OPENER MACE KANSAS CITY 29, MISSOURI 





BY THE MAKERS OF 
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WHAT'S NEW 


through *% in. in both short and 
long lengths. Arro Expansion Bolt 
Co. 
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Christmas design candles 


Homemakers will want Tally Ho 
Christmas candles for their own 





homes or for gift purposes. New 
technique is used for silk screening 
colorful designs to surface of extra 
large hand-dipped candles. Offered 
in both religious and seasonal mo- 
tif designs, 12-in. tall and 21%-in. 
diameter at base. Columbia Waz 
Works. 


For more data circle No. 58 on postcard, p. 99 


Rug, floor scrub machine 


Maintenance men will want this 
machine which can be instantly 


converted from a rug and floor 


scrubbing machine to a floor wax- 








ing and polishing machine by quick 
removal of transparent plastic 
tank. Powered by G.E. high-torque 
capacitor motor. Republic Floor 


Machine Co. 
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(Continued on page 122) 
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PRICES 


make HOME 
BOTTLE 
CAPPERS 


FRUIT JUICES 













































ROOT BEER 


OTHER BEVERAGES 


No. 250 CLIMAX CAPPER > 


Volume-selling capper 
Ag that’s a real value. 


Popularly-priced for 
quick sales. Sturdy, heavy 
metal construction gives long 
service. Easy to operate. Han- 
dle springs back into place 
after bottle is capped. Adjust- 
able to handle bottles up to 1- 
quart capacity. Packaged one 
dozen to carton. 


4No. 150 GEAR TOP CAPPER 


Deluxe model priced to bring you big profits. Women 
like its easy-to-operate, gear-type action. Equipped 
with cap-holding ‘‘Double Seal’’ throat that elimi- 
nates cap balancing. Crimps sides and depresses 
top for sure closure. Heavy, padded base prevents 
bottle from slipping, adjusts to bottle size. Packaged 
one-half dozen to carton. 


> P, AY Everedy Cappers are ideal for re-sealing soda 
® and ginger ale bottles, too. Phone your jobber 


now for details and prices. Ask about Everedy's com- 
plete line of fast-selling, profitable Chrome, Copper and 
Stainless Steel Housewares. Write direct for Free catalog. 


EVEREDY 


THE EVEREDY ° FREDERICK, MD. 


/ c A 
isme ry ry a ie v AAs 4 ce . 4. f PF » > S Aa 








MORE SALES, MORE PROFITS for you because... 


VHUFORD 
[ronwood 


SOLID BRAIDED SASH CORD 

















Sells on 
Sight! 


Ironwood® is Shuford’s utility sash 
cord... exceeds U. S. Government 
breaking strength requirements. 
Pre-stretched 

Weatherproofed 
Firmly braided i. & 
Will not ravel or kink a ie Pe. <— 


Sell it by the hank from Fagin 
colorful self-display carton Jf*. ~~. 
or by the foot from i 
attractively packaged 
continuous length coil. 
Also available on 
reels and tubes. 


PACKING 


Hanks: 50’ or 100° hanks in 
sizes 6, 7, 8, 9, 10, 12 


Coils: 1,200’ coils all sizes 








CLOTHES LINES e TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS e WEATHER STRIPPING 
COTTON & RAYON YARNS e EXTRUDED PLASTICS 











S” Guaranteed by ® 


Reels: 254% and 50# all sizes : 
Good Housekeeping 
, 

“Or 


Tubes: 257 and 50 all sizes 


For complete details, write 
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WHAT'S NEW 





Lockset installation jigs 

These Kwikset installation jigs 
are pressure cast from aluminum, 
with heavy-duty steel bushings. 





Tools speed up and insure perfect 
right-angle holes for either 2°%.-in. 
or 5-in. backset installations. Jigs 
are adjustable for 1%4-in. to 134-in. 
doors and for 2 in. (No. 103) or 24% 
in. (No. 106) lockset installations. 
For use with hand braces or power 
tools. Kwikset Locks, Inc. 
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Low-frame lightweight bike 
Young and small cyclists will 
want one of the two low-frame, 
lightweight bicycles with 26-in. 
wheels and 1.375 lightweight tires. 
It has an 18-in. drop style frame 
which lowers saddle three inches 
more than larger lightweight mod- 





els. Five-in. cranks will permit fit- 
ting smaller riders. Furnished 
black or red with gold stripes. 
Westfield Mfg. Co. 
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Metal picnic basket line 
People who like picnicking will 
want the Decoware family-size pic- 
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MASONITE 


Makes the News 


PEG-BOARD PAYS OFF...3 WAYS: 


1. Everybody’s a prospect! 





eg 


e Everyone who comes into your store can use one, two, three or more 
panels of famous Masonite® Peg-Board® and any number of 
Peg-Board interchangeable metal fixtures. 


e They’ll come in again and again for more fixtures...more panels. 


e A great tie-in sales producer. Peg-Board promotes sales of paint, 


tools and household items. 


e Best of all, Peg-Board panels and fixtures bring you a healthy profit 
and quick turnover. 







WW 


\\ 


2. It’s one of your most famous brand names 


e Everybody has seen Masonite Peg-Board — 
in homes, store displays, offices, schools and 
public buildings. 


e Masonite’s own national advertising tells 
your customers about Peg-Board. 

e Masonite publicity keeps Peg-Board in the 
publie eye. 





3. Low-cost selling 


e T'wo compact, efficient Peg-Board dispen- 
sers stock, display and sell both Peg-Board 
panels and the fast-moving, versatile 
Peg-Board metal fixtures. 


e Ideal for self-service. Reduces selling time. 


e Brings a big sales return on less than 
5 sq. ft. of selling space. 





ACT NOW! Cash in on Peg-Board’s 3-Way 
Profit Payoff! SEND THE COUPON TODAY! 


Ce ae ae ae eae 
Pewee tween ar ee eteer er Fa anes ee de: 
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@Masonite Corporation—manufacturer of quality panel products. 
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MASONITE CORPORATION 
Dept. HA-5-8, Box 777, Chicaga 90, IIL. 


Please send me more information about Peg-Board panels and fixtures, and 
hard-hitting counter and floor dispensers. 
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Boonton | 
Patrician 





4 exquisite patterns 
4 lovely colors 
fo Mot sleles\- me icelan 








9 
Patterns Only 3 S 


open stock value 5.60 


98 
Solid Colors only 2 


open stock value 4.25 


Now you can start your customers on special Patrician 
place settings (extra-large dinner plate, cup and saucer) 
and automatically make them continuous open stock buyers. 
Start with place setting sales of 2.98 or 3.98 ... and sell 
$20 or more at open stock prices! 


It’s Boontonware’s special introductory offer on Boonton 
Patrician, the dinnerware that defies breakage. Backed 
by national advertising to spur demand; local ads to direct 
sales your way. Stock up for vigorous volume. Order today! 





GUARANTEED AGAINST BREAKAGE 


conttonWware: 


finest of all Melamine dinnerware 


BOONTON MOLDING CO., BOONTON, N. J. 


WHAT'S NEW 














nic basket. It is a metal basket 
decorated with modern picnic mo- 
tif. Checkerboard pattern shows 
familiar picnic items. Natural fin- 
ish wooden handles are riveted to 
body. Red cover is hinged. Basket 
measures 934 x 13%4 x 81/16 in. 
Retails $1.98 to $2.29. Continental 


Can Co. 
For more data circle No. 62 on postcard, p. 99 


(Resume reading on page 16) 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


(Continued from page 16) 


Pump, softener catalog 


A new consolidated catalog shows 
the complete Commander line of 
pumps, water systems, softeners 
and drainers. Pumps include two 
and three-wire submersibles, jets 
and piston types. Upright and sub- 
mersible cellar drainers are also 
shown. Commander Div., Tait Mfg. 
Co. 


For more data circle No. 63 on postcard, p. 99 


Gift-wrapped screw drivers 


Customers who want to give do- 
it-yourselfers a gift of screw-hold- 
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There's nothing so powerful as an idea | 


ase 






Once upon a time a lot was to build a house on. And people did 
most of their living in the house. But look what an idea can do: 
Better Homes & Gardens started showing people how to get 
more out of living by living more out-of-doors—how to plan 
for more play space on a narrow lot, how to have a back- 
yard “‘dining room’’, even how to shop for a swimming 
pool. And because BH&G’s editors have such a 
happy faculty for making reality fascinating, 
BH&G families are living “‘all over the lot”’ these 
days—outdoors as well as indoors. 

For advertisers, every new idea 
BH&G gets behind means new sales opportu- 
nities. Outdoor living can mean anything 
from garden tools to suntan oil! The sales 

climate Better Homes & Gardens creates is 
unique among major media. Meredith of Des 
Moines... America’s biggest publisher of 
ideas for today’s living and tomorrow’s plans 


ot America reads BHaG the family idea magazine 


4,500,000 COPIES MONTHLY 
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$595 Retail 


HERE’S A GREAT NEW ITEM to intrigue every 
homeowner—the HAWS Fountainette—a com- 
bination smooth-flow tip and drinking foun- 
tain. Flip the lever, and up spurts a handy 
drinking bubbler stream. Flip it again, and it 
acts as a smooth-flow tip. Screws easily onto 
most standard aerator home faucets.* An at- 
tractive display carton catches the shopper’s 
eye —a short message Sells the Fountainette. 
And, best of all, it’s made by HAWS. . . recog- 
nized leader in drinking facilities since 1909. 


* by American Standard, Chicago, Crane, 
Price-Pfister, Repcal, etc. 


Write for 


LOW COST ATTACHMENT | 
CONVERTS HOME FAUCETS © 
INTO DRINKING FOUNTAINS 





Flip the lever... and drink! 








illustrated 


DRINKING FAUCET COMPANY 









information sheets. 








Today lawn 
ceration is a 
big thing . . . good 
| sales spring, summer and fall. And 
Spike Disc is the big name in Home 
Lawn Aerators. Ask your jobber or 
write for full information on the OHIO 
line . . . lawn rollers, lawn sweepers, 
wheelbarrows, spreaders. 


| Manufactured by 


OHIO MACHINE PRODUCTS, INC. 


COLUMBUS 11, OHIO . 


Sales Representatives 


| John H. Graham & Co. Inc. 
105 Duane St., New York 8, N. Y. 
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1439 FOURTH STREET * BERKELEY 10, CALIFORNIA 











"Tye ys 


MODEL 57 “Short-Stopper”’ 


Best Selling FENCER! 


Clips weeds on contact 

Ends nuisance shorts 

2-Lamp signal system 

Guaranteed lightning protection 
‘““Saf-Tee” Chopper with circuit 
breaker 

1-Wire, any-soil stock control 
2-Tone finish, sheltered terminals 
6 Models, battery or electric, from 


$13.95 











ASK YOUR JOBBER SALESMEN FOR HOL-DEM 
CATALOG PAGES. INFORMATION ON RADIO 
PROGRAMMING AND NEW DISPLAY RACK NOW 
AVAILABLE 











Hol-Dem Electric Fencer Co. 
1332 Quincy Street N.E. 
| Minneapolis 13, Minn. 





TO HELP YOU SELL 





ing screwdrivers will want this gift 
package of three sizes of these 
tools, list $3.98. The Quick-Wedge 
holds, starts, and drives screws. 
Blades are of finest spring steel. 
Shockproof, fireproof, unbreakable 
handles. Kedman Co. 


For more data circle No. 64 on postcard, p. 99 


Light bulb display stand 


The Westinghouse FX-11 flexible 
light bulb merchandiser with four 





display levels will hold 1300 light 
bulbs. Adjustable metal dividers 
give flexibility to display. Two of 
the 47144 x 23%4-in. units which 
stand 4 ft high are shown back to 
back in this illustration. Lamp Div., 
Westinghouse Electric Corp. 


For more data circle No. 65 on postcard, p. 99 


Folder on riding toys 


A colorful four-page folder de- 
scribes and illustrates Rempel Life- 
like and Fantasy riding toys in- 
cluding a three-horse Merry-Go- 
Round. The company has issued an 
eight-page brochure in color giving 
size, packaging and suggested re- 
tail prices of the Little Folk line of 
rubber squeezetoys. Rempel Mfg., 
Inc. 


For more data circle No. 66 on postcard, p. 99 


Bath accessory display 

This three-winged all-metal mer- 
chandiser which takes 21 in. of 
counter space is offered free with 
purchase of the C-2878 assortment 
of nine dozen concealed screw bath- 
room accessories. Unit will hold 
12 different items of colorfully 
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Why 





Cross-country statistics assembled for the May 
““National Water Systems Month” have uncovered a 
startling fact: one of the most profitable and 
fastest-growing pump markets is in the replacement 
field. Over 272,000 (worth $67,000,000) should be 
replaced in 1958, 308,000 in 1959...and on up to 
491,000 in 1962. 

Obsolescence—from old age, lower water tables, 
farger families, new appliance loads, and other demands 
of modern living—is taking over. 

A major share of this replacement will be handled 
by the convertible jet pump. And profit-wise dealers 
will be meeting this challenging sales picture with 
the famous Fairbanks-Morse line. Here’s why: 


@ Historical dependability and guaranteed quality 

@ Certified performance 

@ Proved selling plans for volume movement 

@ Proper margins for profitable operation 

@ Full-scale service and training programs 

@ Powerful advertising to create prospects 

e A complete line to close every sales opportunity 
Gear yourself for this fast-moving market—just 
mail coupon below for all the facts about a profit- 


making Fairbanks-Morse Dealership—service plan, 
training, new products, and advertising. 


Fairbanks-Morse Jet Convertible 


Has extra high pressure as well 
as highercapacity. Packaged unit, 
ready to plug in: pump hooked to 
tank, double pole pressure switch, 
pressure gauge and 8 ft. cord and 
plug. Available for shallow or 
_deep well with easy conversion. 

















Means factory sponsored training 
for personnel...proper servicing in- 
ventories...and immediate help 
from the 40 factory-maintained 
service depots across the country. 








? 


ay FAIRBANKS-MORSE 


a name worth remembering when you want the BEST 


Authorized Service a Selling Plus! rT] 





WATER SYSTEMS « GENERATING SETS « MAGNETOS «+ PUMPS 
MOTORS « SCALES «+ DIESEL LOCOMOTIVES AND ENGINES 
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By-Pass Your Share Of This 
$67,000,000 Pump Market! 





TIME IS RUNNING 
, OUT ON 272,000 
\ WATER SYSTEMS 








Fairbanks, Morse & Co. 

600 So. Michigan Ave., Chicago 5, Ill. 

Gentlemen: We'd like to know about the F-M Sales and 
Service Dealership in ‘58. Have your salesman 
call. 








Firm Name__ 





My Name 
Address 
City State 

































It's Easy to Sell ‘em up to 





(Siegler 


Exclusive Features 


®@ Patented inner heat tubes 
®@ Patented built-in blower system 


Exc/vsive Performance 


@ "Traveling” Floor Heat 


Make big profits running tested promotions that fit your busi- 
ness to a “T.” Siegler supplies a complete package of material 
for each promotion and helps you run it. 






OIL, GAS, 
LP-GAS 





THE SIEGLER CORP., CENTRALIA, ILL. 


HOME 
HEATERS 




















{ 






















MODEL... 







é Takes the Load Off Ban 
‘ Your Customer's Shoulders 3 


HOUSEHOLD 
AND LIGHT 
COMMERCIAL 


UTILITY 
TRUCKS 





xnincer ee, 
Lightweight yet rugged, man- 
euverable trucks for toting 
garbage and trash cans...other 
bulky objects. Year-round sel- 
lers you'll profit by! 

Both models are sturdily con- 
structed of heavy steel pipe; 
all-welded construction; have 
big rubber tire wheels; nylon 
bearings; overall size 36” x 
16”; large nose plate. Finish 
is gray and red enamel. Deluxe 
model at left has stair-rise 
slides to simplify trucking up 
and down steps. 


DELUXE 
STAIR-CLIMBER 
. $8.95 
Send for Catalog Sheets and Price Lists Today 
AAERO MANUFACTURING CO., ROCKFORD, ILL. 


as Be a a 


KS 


BURNER-CADDY FIREPLACE EQUIPMENT 











PROMPT 
SHIPMENT 
FROM... 


ONE CENTRALLY 
LOCATED SOURCE 


STORMGUARD NAILS 


Strong Steel Nails Double- 
Dipped in Molten Zinc for 


ROOFING *SIDING* TRIM 
LEAD HEAD NAILS 


THREADED NAILS for 
FLOORING ¢ DRYWALL 
UNDERLAYMENT PALLETS 
TRUSS RAFTERS © PLYWOOD 
METAL ROOFING # MASONRY 
POLE-TYPE CONSTRUCTION 


COLORED NAILS 


tt STOCK COLORS 
(40 others on request) 





























“IT PAYS TO BUY MAZE 


W.H. MAZE COMPANY 


PERU 5, ILLINOIS 

















TO HELP YOU SELL 








carded, prepriced items listing at 
less than $1 each. Autoyre Co., 
Div., Ekco Products Co. 


For more data circle No. 67 on postcard, p. 99 


Cabinet hardware assortment 


The No. 1350 Skin Pak’d Ameri- 
cana cabinet hardware assortment 
includes free display rack and nine 
dozen assorted H and H-L hinges, 
knobs and pulls in antique copper 
and black. Total retail value $55.26 
allows dealer full markup. Star 
Metal Products Co. 


For more data circle No. 68 on postcard, p. 99 


New size hand cleaner 


For on-the-job use, Mione Water- 
less Hand Cleaner is now offered 
in a 49¢ size colorful 5-0z squeeze- 
type tube. Twelve tubes are packed 
in printed corrugated counter dis- 





play to attract do - it - yourselfers, 
carpenters, mechanics, plumbers. 
Mione Mfg. Co. 


For more data circle No. 69 on postcard, p. 99 


Glass fishing rod display 

Dealers who buy 12 Actionrod 
Extendo fishing poles will get this 
display free of charge. Unit holds 
six telescoped Extendo tubular 
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Now! A Proved Plan That Lets You Sell 
Over 14,000 Items and Gives You Big Extra Profits! 


. «« with minimum inventory and sale of initial order guaranteed 90 days: 


See for yourself why this new Western Auto agency 
plan is becoming so popular. Using a small part of 
the total floor space of your store, you can take on a 
limited amount of merchandise that is perfectly fitted to 
your area. And, Western Auto guarantees the sale of 
your first order for 90 days. At the end of that time, 
you may return any unsold merchandise for full credit. 
In addition, you can set up a catalog order desk and 
offer your customers over 14,000 items ranging from the 
smallest bolt to central air conditioning! Weekly truck 
deliveries from Western Auto’s big warehouses direct 
to your store keep your orders filled promptly and give 
better service to your customers. 


Through Western Auto's trade acceptance program, you 


estern 
uto 


SUPPLY COMPANY 
2107 Grand, Kansas City, Missouri 
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can actually order your merchandise, sell it, and realize 
substantial profits, and then pay for the merchandise! 


Advertising, Merchandising and Promotional helps that 
have been proven profit makers for over 3800 Western 
Auto stores throughout the United States are automati- 
cally yours as a Western Auto sales agency. 


So don’t wait, send today for your FREE booklet. Fill 
in the coupon below and find out how you, too, can 
begin making big extra profits. 






7 Western Auto Supply Co., 
| Dept. HAS5S8, 

2107 Grand Ave., Kansas City, Mo. 
| Rush me today your free illustrated booklet, ‘Sales Agency 
| Program,” which gives me all the facts about the catalog order 
| program under the Western Auto sales agency plan. 

: 


Name 





Address___ 
























Recent tests of large diameter hexagon head cap screws 
and bolts made on Cleveland’s giant 1'4-in. Boltmaker 
definitely proved their superiority. In the tests, the screws 
were compared for static and dynamic properties with 
similar products made completely by machining from bar 
stock and with others made by hot forging heads and 
cutting threads. All test specimens were made of 1018 
low carbon steel. Test results are shown below. 
Cleveland now offers immediate delivery on a wider 
range of these stronger cold forged products than any 
other manufacturer. Large diameter hexagon head cap 
screws and bolts, %, 1, 1% and 1% in., up to and in- 
cluding 10 in. (maximum) in length, are now completely 
cold forged automatically on the new Boltmaker. Write 
today for detailed test report, samples and prices. 


STATIC TENSILE AND YIELD PROPERTIES 


Cleveland cold forged large diameter hex 
Cap screws and bolts have 12.5% more 
tensile strength, double fatigue durability 































Complete Machined 
Nature of Test on Beltmaker Hot Forged from Bar 
Ultimate tensile (ib.) 90,000 74,000 77,500 
psi (tensile stress area) 92,900 76,400 80,000 
Yield strength (ib.) 77,000 55,000 69,500 
psi (tensile stress area) 79,500 56,700 71,700 : —_- 
Enlarged cross section of cap screw cold forged on the 1%-in. 
Single shear (Ib.) 65,000 ee mone Boltmaker. Symmetrical, unbroken grain flow in shank-to-head area 
” 33,508 , ' assures Maximum strength. 

















Boltmaker 





Complete 
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Dynamic fatigue properties. Maximum alternating load in- 
duced in specimens was 53,262 Ib., minimum 5325 Ib. Stress flow follows the root radii and thread flanks. Structure increases the 
computed at 50,000 psi on tensile stress area, speed 1200 cpm. fatigue and tensile strength in this critical area. 














Microphotograph of rolled thread section, showing how the grain 


THE CLEVELAND CAP SCREW COMPANY 4444-33 Lee Road, Cleveland 28, Ohio 


WAREHOUSES: Chicago e Philadelphia e New York e Los Angeles e San Francisco 
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glass still-fishing poles and one ex- 
tended pole for display and demon- 
stration. Extended pole on display 
is adjustable for height and may be 
swung left or right to fit any loca- 
tion. Orchard Industries, Inc. 


For more data circle No. 70 on postcard, p. 99 


Home water system kits 

A practical information kit to 
advise homeowners on how to solve 
water problems is offered. Kit has 
a check list for new water well own- 
ers telling how to obtain safe, ade- 
quate supplies of water. Two 24- 


Genertakd 
_ “g§00” 
| , HUMIDIFIER 





page folders, one for dealers and 
one for wholesalers, detail the pro- 
gram including direct mail and 
window items. Clayton Mark & Co. 
For more data circle No. 71 on postcard, p. 99 


Economy-size dehumidifier 


Homeowners will want the new 
10 lb size De-Moist dehumidifier. 
The new all-purpose household kit 
contains De-Moist and an easy-to- 
do chart telling how much to use in 
each room. Kit has an assortment 
of draw-string bags to fill and hang 
where needed to absorb moisture 
and an unbreakable plastic scoop. 
It is packed in new silver foil pack- 
age. G. N. Coughlan Co. 


For more data circle No. 72 on postcard, p. 99 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Change-dispensing register 
Coin-dispensing unit of NCR 
cash register has calibrated coin 
channels for easy balancing of cash. 
Dispenser operates automatically as 
soon as register computers change 
due customer. Salesperson gives 





Z 
- 


customer number of bills shown on 
register indicator. Change-dispens- 
ing feature can be added to NCR 
change-computing registers now in 
use. National Cash Register Co. 


For more data circle No. 73 on postcard, p. 99 


Medium-duty platform trucks 


You’ll find a lot of use for this 
line of medium duty platform 
trucks with load capacity of 2500 
lbs. Made in deck sizes from 
24 x 48 in. to 36 x 72 in. MPL 
trucks have double angle steel 
frame for maximum strength with 
minimum weight. Rounded corners 
protect personnel, materials, equip- 








ment. SI Handling Systems, Div. 
Safety Industries, Inc. 
For more data circle No. 74 on postcard, p. 99 


(Resume reading on page 17) 





Fast turnover 
with the home repair 


eo} mele Uloramaal-tamad <-+— 
olm-Condior-tih am-tah acaliare 


[astic 


NEW HANDY HOME KIT $.98 


also available In $1.89 and 
$3.95 retail packages. 


FREE displays and 
sales aids available 


PLASTIC STEEL is the reg. trade 
mark for Devcon Corporation's 


' > ; 
metallic molding and filling compound 


ORDER FROM YOUR 
WHOLESALER OR WRITE 


DEVCON CORPORATION 


50) 0 me —talellotelim—jia-1-3' 
Danvers, Mass. 





How's the Hardware Business? 





Marine hardware offers big profit potential 
for dealers as boating popularity increases 


About 30 million customers will 
be on the waterways this year, 
some 6 million running their own 
boats. About 300,000 customers 


will be buying their own boats for 
the first time this year. 

This is the market today for 
marine hardware. It is a growing 
market because: 

Customers have more leisure on 





account of shorter work weeks, 
long week ends. 

Customers are crowded off the 
highways, and the one uncrowded 
spot now is on the water. 

Customers want to get away 
from it all, to be free of television 
and telephone calls, and that 
means taking to the water. 

This all adds up to a profitable, 


The beginnings of a hardware 
dealer's marine department, 
the first item stocked by Al- 
liance (Ohio) Hardware Co. 
this spring in its new marine 
department put on display by 
M. W. Best. 





New marine hardware department of a New England wholesaler, De- 
catur & Hopkins Co., Boston, set up for its annual dealer show last 
February. 
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growing market for hardware 
dealers. Many dealers are already 
selling marine hardware and ex- 
panding their departments. Others 
are getting into marine hardware 
for the first time. 

Here is the way the marine 
hardware department shapes up: 

Inventory, at wholesale, mini- 
mum around $400. 

Display space needed, minimum 
of 8 ft wall space. 

Stock turns, three a year. 

Margin, 331% _ percent, 
items 40 percent. 

Average unit sale, $10 to $15. 

Many successful marine hard- 

(Continued on page 142) 


most 


63 percent of families 
earn more than $4,000 


More families have higher in- 
comes today than ever before, 
despite some cutbacks in income 
as a result of reduced employment. 
That’s what the Commerce Dept. 
reports. 

The department’s findings are 
based on studies of family income 
last year. 

In 1957, average (mean) family 
income was $6,130. That’s an in- 
erease of nearly 50 percent from 
the average family income of 
$4,130 in 1947. Even allowing for 
a decrease in the purchasing power 
of the dollar, average family in- 
come in 1957 was about 20 percent 
higher than it was in 1947. 

The number of families report- 
ing higher incomes is also higher. 
In 1947 only 37 percent of all 
families had incomes of more than 
$4,000. In 1957, nearly 63 percent 
of all families were in the more 
than $4,000 income bracket. 


Retail sales in March 
were down 2.5 percent 


Retail store sales during March 
were $15.4 billion, the Commerce 
Dept. reports. 

That’s 2.5 percent below the 
$15.8 billion reported in March 
1957. 

Sales for the hardware, lumber, 
building and farm equipment group 
totaled $915 million during March. 
That’s an 11 percent drop from 
the $1.03 billion reported in March 
1957. 
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y NEW 


YOU... 








IN HARDWARE AND HOUSEWARES? 


You'll find the answer at the great new 


MIDWEST HARDWARE & HOUSEWARES SHOW 


NEW! 


NEW! 





NEW! 
NEW! 


—the all-industry market-place where dealers, man- 
ufacturers and wholesalers get together. 


NEW PRODUCTS—Hundreds of Manufacturers will 
show you their lines for ’59—the products that pay 
off at the cash register for you, Mr. Dealer. 


NEW PROMOTIONS—Advertising, merchandising, 
sales promotion—from the Manufacturer at his 
exhibit . . . from the Wholesaler at his service- 
conference booth. 


NEW PRICES—Latest, up-to-the-minute pricing for the 
coming season. 


NEW PROFIT OPPORTUNITIES—Learn first—and 
first-hand—where your best profit opportunities 
are for ’59. 


NEW PLACES TO SEE—NEW THINGS TO DO! Chicago, 
the world’s greatest convention city offers you 
unlimited facilities for fun, excitement, and culture. 


SEPTEMBER 7-10, 1958 
NAVY PIER— CHICAGO, ILLINOIS 








(Children under 18 not admitted) 



































ee MIDWEST HARDWARE & HOUSEWARES SHOW i 
Midwest Hardware & | 1451 Merchandise Mart Plaza, Chicago 54, Illinois 
Housewares Show | (Please print) 
1451 Merchandise | NAME a 
Mart Plaza 
Chicago 54, Illinois | FIRM _— _ 
Phone: Michigan 2-2331 : STREET 
| CITY ee STATE 
Fill out and mail coupon | TYPE OF BUSINESS 
for pre-registration and/or | [] Wholesaler [_] Retailer | | Dept. & Chain Store Buyer 
hotel reservation forms. | [] Importer-Exporter [] Mfgrs’ Agent [_] Manufacturer 
| |_}] Other [_] Please send us hotel registration form. 
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for 
over 
75 years 


McGILL 


MOUSE 
and RAT 


TRAPS 


a PREFERRED 


the McGill OAKS 


Over 75 years of customer preference 


attractively pack 


self-service 2-PAC. Eye-appealing, 


ed in this convenient, 
buy- 


appealing, pre-priced two for fifteen cents, 


and transparent pa 


ckage are proven traffic 


stopper features. Easy dependable, four-way 
trigger action build customer satisfaction. 


ALSTE 


GEM TICKET 
A quality pressed 


EL 2-PAC 


This attractive, nickel- 
plated Alsteel 2-PAC 
sells itself. Easy and safe 
to set, sanitary ejection 
plus fast, dependable 
action features trap 
more sales. 


PUNCHES 


steel 


nickel-plated punch with 


knurled handles 


ata 


popular low price. Avail- 
able with six assorted 
dies and three round 


dies. Pre-priced 
attached. 


McGIL 


MARENGO 


card 


METAL PRODUCTS 
COMPANY 
e ILLINOIS 








| cular include Buhl Sons Co., 
| troit; Decatur & Hopkins Co., Bos- | 
ton; F. W. Heitmann Co., Houston; 
| May 





| Pa.; 
| Co., 





| Spring, 
distributed by Cotter 


Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 











Fourteen wholesalers 
distributing circular 


Fourteen wholesalers are dis- | 


} 
| 


tributing a Summer Sales Days 
consumer circular prepared by 
Cosgrave & Associates, 
mont, N. Y. 


The four-page, four-color circu- | | 


lar features 31 items of interest | 
to the whole family. 


Wholesalers distributing the se 


IMPRINT SPACE 





Hardware Co., Washington, 
D. C.; I. W. Phillips & Co., Tampa, 
Fla.; 
Elmira, 


N. Y.; Schoellkopf Co., 


| Dallas; P. A. & S. Small Co., York, | 
W. A. L. Thompson Hardware | 
Totem Whole- | 


Topeka, Kan.; 
sale Hardware Co., Seattle; M. S. 
Young & Co., Allentown, Pa.; 
Charles Ilfeld Co., Albuquerque, 
N. M.; Seller Bros & Co., 


summer catalog 


Cotter & Co., dealer-owned whole- 


_saler in Chicago, has distributed 
_more than 700,000 copies of 
| spring and summer catalog. 


its 


Larch- | 





De- | 


Rose, Kimball & Baxter, Inc., | 


San | 
| Francisco, and V. Tausche Hard- | 
| ware Co., La Crosse, Wis. 





The 40-page multi-colored cata- | 


| log features spring garden sup- 
_ plies, 


paint and sporting goods. 


STEAM IRON CLEANER 


Rejuvenates 
Sluggish Irons 


ADVERTISED IN 


Ends Sputtering 
Cleans INSIDE 
Gets More Steam 


Ideal in HARD 
WATER Areas 


Perfect for VAPORIZERS, 
STERILIZERS, KETTLES, too! 


STEAM {RO 


Iron CLEANER 





TESTED and RECOMMENDED 
by Steam l!ron Manufacturers 


AT — JOBBER, or write Dept. 
for name of nearest supplier. 


IN CANADA: A. McGillivray Chemical, 
Paris, Ontario 


FAST CHEMICAL PRODUCTS CORP. 
20 Gunther Ave., Yonkers, N. Y. 





HA 


Ltd. 











His Hardware Age 
Ad. Brought Results— 


"As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in April. With 
best wishes for your continued success." 
Sincerely yours, 


A Satisfied Advertiser 











CHAIR-LOC 


Amazing New Liquid 

$-W-E-L-L-S Wood 

@ Penetrates wood fibre— 
makes them e-x-p-a-n-d 
permanently. 

@ Quickest and easiest way 
te fix loose chair rungs, 
legs, handles, dowels, 
dove-tails, etc. 

A Fast-Selling Impulse item 
Write for Free Samples and 
Literature 
CHAIR-LOC CO. 

Lakehurst 3, N. J. 








Only 
DURO 
The Original 


PLASTIC 
ALUMINUM 


is in the 
award winning 


SHOW-PAK 
WOODHILL CHEMICAL CO. 
1391 E. 34th St. 
Cleveland, 0. 
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| DAZEY ICERAMIC 


..-.-A FULL LINE OF TABLE AND WALL TYPE ICE CRUSHERS 





















© “*TRIPLE’’ WALL MODEL—Sleek new styling. 





MARK II* . Crushes ice fine, medium or coarse. In a choice 

a = of new colors with chrome or copper trim. 
ANARAMIC . From $9.95 retail. 

a . ICERAMIC WALL AND TABLE MODEL — Use 


anywhere for crushing fine or coarse ice—beau- 
tiful new colors with chrome or copper trim. 
From $12.95 retail. 


ICE-CUP-AID GIFT SET—Gift-boxed wall and 
table ice crusher and matching ice bucket— 


pink, turquoise or yellow with Colonial cop- 
per trim. $16.95 retail. 





Automatic 
Can Opener 


Be sure 
it's a 


New, advanced design. Sparkling kitchen colors. Easy 
operation opens any shape can with one easy motion. 
With magnetic lid lifter. From $6.95 retail. 


*Desigen by Sundberg-Ferar, Detroit 





MANUFACTURED BY THE DAZEY CORPORATION, ST. LOUIS 7, MO. 
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Sales of Fuller Tool Company, 
Inc., for the first three months 
of 1958 are 25% over the same 
period in 1957. 


Why? Because aggressive mer- 
chandising and sensible RETAIL 
prices put hand tool users in a 
buying mood. If you are one of 
the 223 FULLER MUTUAL COOPERA- 
TION FRANCHISE JOBBERS, your 
sales of Fuller Tools are ahead 
of 1957. If you are not a FULLER 
MUTUAL COOPERATION FRANCHISE 
JOBBER, you are missing out. 









FULLER PROVES THAT 
DYNAMIC MERCHANDISING] 
AND EXCEPTIONAL VALUES 
SELL MORE HAND TOOLS 





Remember, aggressive merchan- 
dising is resulting in more tool 
sales. FULLER merchandising 
and good values will work for 


your Company. 


If you are interested in the 
FULLER MUTUAL COOPERATION 
FRANCHISE, drop us a line and 
we will have one of our factory 
men visit with you and give you 




















the complete story. Fuller Tool 

Company, Inc., 3522 Webster | 

Avenue, New York 67. | 
NR on 














SAWHORSE 
BRACKETS 


Sith 
oT 













@ NO NAILS 





show them in actual use @ NO BOLTS 


Use any 2x4s for legs and @NO SCREWS 
crossbar with Jiffy Brack- 
ets. All-welded construc- 
tion. Set up and knocked 
down instantly. Each pack- 
age is a colorful display. 12 
Sets to a carton. 
Dealer helps 
FREE. 


@ EASY 
TO CARRY 


@ EASY 
TO STORE 








willy 


Py oS SAWNORSE 
MAKE UP A 
JIFFY SAWHORSE 
TO DEMONSTRATE 


























Nationally 
advertised 
—order from 
your whole- 
saler, or 
direct if he 
cannot sup- 
ply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 
Grand Haven, Mich 











= THE gy CALLS 


Dhaai 
STEEL BLUE" 


SR ob 


Lot > 
Dies and 
——. Tem plates): 


J 
Gy 


a 


> 
\ fr. 
Y 
Fil 


wt 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout ina few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305B North 11th St. « St. Louis 6, Mo. 
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New Wholesalers’ Aids 
(Continued ) 








Spring and 
Summer 





V&es pe 
SAVINGS P5:22: | 





BACHMANN'S «Choa 
HARDWARE STORE i rg 
12 SOUTH PROSPECT AVENUE . 
PARK RIDGE HUNOIS 
free | 


Two pages: feature leading brands 
of power mowers. 
Garden gloves are a coupon spe- 


cial. 
Small appliances are also fea- 
tured. Dealers had the option of 


having a special paragraph im- 
printed on the front cover which 
offered special discounts on the ap- 
pliances. Manufacturers’ list prices 
were quoted in the catalog. 


Atlantic Hardware has 
lawn, garden catalog 


Atlantic Hardware & Supply 
Corp., wholesaler in New York 
City, has issued its new lawn and 


garden supplies catalog. 


More than 500 items are illus- 





trated and described. A separate, 
bound price list showing list prices 
and coded dealer costs is supplied 
with the catalog. 
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summer make your ge ae 
store Headquarters for Outdoor ~~ pr. 
Living and Lighting” 
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General Electric provides you with a complete display kit— picnic supplies, sporting goods and games, and other items for 


13 different display pieces—that features G-E Bulbs for outdoor outdoor living. Your own outdoor living display — using this 
lighting and also sells outdoor lighting fixtures, barbecue and window asa guide—will pay off with big profits this summer. 


FEATURE THESE GENERAL ELECTRIC 


BULBS FOR OUTDOOR USE NEW G-E 
af G-E BUG-LITES YELLOW BULB 
\@ 


&B vetiow : Essential for comfortable outdoor living at DISPLAY 
| 


i 


™ 
; 
f 





BULBS nig! four cus “Ts WI 
ght. All your customers with homes need ; ‘ . : 
pet ce a 
atl. A them for their outdoor sockets. Here’s a display included in 
pekrneere the kit that can’t help but sell 


G-E Bug-Lites this summer. It 
shows your customer just how 
the G-E Bug-Lite looks to most 
night-flying insects—explains 
why it doesn’t attract them 
like ordinary bulbs do. Now’s 
the time to order your G-E 
Bulbs for outdoor living and 
lighting. 


- 


















G-E PAR SPOTS 
AND FLOODS 
Anyone with a patio 
or who does any out- 
door living needs 
these weatherproof 
heavy glass bulbs. At 
$2.20 each they 
offer a good profit. 








 G-£ COLORAMIC BULBS Progress /s Our Most Important Product 


More and more people are learning about 


the exciting color effects of outdoor light- 
ing with G-E Coloramics. A new and 


profitable idea for you to push. 
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. newly added to the fine 
line of top-quality Builders’ 
Hardware by SAFE 
since 1849. 


ee. See tae: 


Order from your jobber. 


PADLOCK and HARDWARE COMPANY 
LANCASTER, PENNSYLVANIA 


Vou! “dams-Rite Type” 
RESIDENTIAL HARDWARE 
: 


| 


e 


353 Jamb Bolt * 44 Edge Pull * 102, 202, 
206, 101, 201 Flush Pulls * 115, 734 Flush 
Pulls * 784, 
444, 445 Cremone Bolts * 346” - 1” - 
¥g" Surface Bolts and Slide Bolts. 


109, 209, 114 Flush Pulls ° 


~» 



















IT NEEDNT BE SO 


When a customer leaves a store with- 
out having been able to purchase 
the advertised name-brand article he 
requested, he sometimes leaves for 
good. 

























Since most name-brand products are 
readily available to you, the loss of 
such sales and customers can easily 
be prevented. 


/) 


U | 
| ting (FUND... 
RANSO N Wei 


Personal HHH Ww 
Scale 
















SEA SS 


























GET THE ; 
GENUINE . 


WATER 
MASTER 






































5 \ —_ 
O72 \ _— Has handle 
cotswim $8.75 Peg hung on 


Has exclusive equalizer bar mechanism. 
Will record accurate weight on carpet 
or uneven floors. Can be used in 
carpeted bedrooms or bathroom. 

A beautiful scale of supreme quality. 
Oversize dial—you can see and be sure. 


HANSON SCALE CO. (Est. 1888) Northbrook, Ill. 


Promotions 


Manufacturers’ New 
Merchandising Plans 














Westinghouse launches 
four-month sales drive 


A four-month “Sell for Pros- 
perity” campaign has been started 
by Westinghouse Appliance Sales. 

The campaign is based on Presi- 
dent Eisenhower’s recent comment 
that better salesmanship is the 
best way to check the recession. 


Five hundred Westinghouse ter- 
ritory managers will work with 
dealers. to prepare local projects 
to increase sales of major appli- 
ances, television sets, high-fidelity 
record players, room air condition- 
ers, vacuum cleaners and dehumidi- 
fiers. 


Projects will include stepped-up 
local advertising campaigns, train- 
ing for dealer salesmen, and traffic 
building promotions on showroom 
floors. 


Month-long promotion 
for bikes is underway 


May is American Bicycle Month, 
with a month-long promotion spon- 
sored by the Bicycle Institute of 
America. 

Theme of the promotion is “‘Let’s 
have fun on a bike.” The theme 
is being carried out in advertising 
by manufacturers and wholesalers. 

Dealers are urged to use the 
same theme in their promotions. 


Suggested feature articles and 
editorials are being mailed to 
newspapers throughout the coun- 
try. 


Toastmaster lines up 
magazine ad campaign 

A consumer magazine advertis- 
ing campaign emphasizing the fully 
automatic features of Toastmaster 
appliances has been scheduled by 


Toastmaster Div., McGraw-Edison 
Co. 


Ads for toasters, fry pans, steam 
and dry irons will be carried in 
Life, Better Homes & Gardens, 
Good Housekeeping, Farm Journal, 
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Dealers report they hit jackpot with fast-selling 


ALCOA 
¢ 
gy HOUSEHOLD 


NAIL PACKS 


ppiiadelPh>®: 


From Ka | oe 
F Atlanta: " the greatest thing that ever hit the nail business: 
rom bat acars 


HERE'S WHY: ATTRACTIVELY, CONVENIENTLY PACKAGED in red-white-and-blue box 


with window that lets the customer see what he’s getting. Each household 
pack contains one type of nail—plainly marked with type, size and quantity. 


SELF-SELLING DISPLAY CARTON—sturdy and space-saving (9” x 13” x 34%”). 


Snap-out lid inserts easily, carries sales message and shows off the product. 
Each carton holds 12 packs of a single type of nail. 


TEN TYPES OF MOST-USED NAILS—excellent turnover assured with nails that 


handymen and do-it-yourselfers need. Presorted and precounted to save you 
time in handling and packaging, eliminate customers’ confusion. 


PRESOLD NATIONWIDE by Alcoa advertising that reaches millions of readers 
in Better Homes and Gardens and millions of viewers on Alcoa’s popular TV 


network program, Alcoa Theatre. Customers know Alcoa® Nails won’t rust 
... Can't stain. 


ORDER YOUR SUPPLY NOW... START WITH A COMPLETE ASSORT- 
MENT. Contact Macklanburg-Duncan Co., Oklahoma City, Oklahoma. Or 
get the name of your nearest source of supply by writing Aluminum Com- 


pany of America, 1958-E Alcoa Building, Pittsburgh 19, Pennsylvania. 
Your Guide to the Best 


in Aluminum Value 


TRIN 


7 atccoa ©. 


LG AAT 0 AA 
NAILS AND FASTENERS 


“ALCOA THEATRE" 
EXCITING ADVENTURE 
ALTERNATE MONDAY EVENINGS 
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Something really new in merchandising! 
Nothing else like it! Compact display 
package contains two dozen Sherman | 
Nozzles — six each in four different price 
ranges. Gives you a wide variety at 
very low cost. Clever cartoon on 
display promotes sales — colorful, 


bright! A Best Seller for 58! 





WORLD'S FINEST 


SEE YOUR 
JOBBER FOR 
DETAILS! 


GOLD LABEL NOZZLE — No better nozzie at 
any price. Patented ‘“Non-Rising’’ stem construc- 
tion makes this nozzle America’s Best Seller! 
Precision made, durable — finger tip adjust- 
ment. Solid brass. 


LEVER LOCK SPRAY — Adjust and lock with 
one hand, as you use it. A flick of the Red 
Button lock sets the spray you want. Ideal where 
frequent one hand shut-off is required. 


NEW JET NOZZLE — Advanced design styling 
assures sales on sight. O-Ring seal eliminates 
leaks. Highest quality but moderately priced. 
Packaged on new ‘Vu-Pac’’ card. 


DIAMOND NOZZLE — Heavier and longer 
with improved design. The best nozzie in this 
price class. Highly finished with easy operat- 
ing spray. 





SHERMAN MANUFACTURING CO., Battle Creek, Michigan 








STOPS TRASH MESS! 
AAERO 


BURNER-CADDY 


ALL-STEEL WASTE CATCHER 
for PERFORATED BURNER 
OR WIRE BURNER BASKET 


‘Ki ng Coffon — 


4 ~ < e eeeae ey 
< ‘ 
















Man-o-man what a line! Clean, 
white and strong... displayed for 
real sales. And what a market — 


















CONSTRUCTION FISHING 
Mason’s Line Hand Lines 
Set Lines 
Chalk Line ; 
, » a Net Repairs 
ayout Line 
' HOME USE 
FARM & GARDEN Shade Cord oo 
ath ile Pull Cord es Me : 
= ee Parcel Post , 
Staking Express PERMITS TRASH BURNING ANYWHERE 
Lawn Edging Wrapping @ Treated by special aluminum process to resist rust 
Hedge Trimming Heavy Tying and heat. 


@ Durable, all-steel welded construction. Wheels with 
bronze bearings. 


@ Fiame-resistant finish . . 


Ask your jobber for 
KING COTTON CHALK LINE 
~~ green trim. 


>) @ Also ideal for burn-as-you-go clean-up. 


. 
Coffon corpact Mam =6SEND FOR CATALOG TODAY 


na | PV Nilo | icMmaee 
JOHN H. GRAHAM & CO., INC. | °) 


105 DUANE STREET, NEW YORK 8&8, WN. Y. 


. Silver body; orange and 















Rockford : Illinois 
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New Wholesalers’ Aids 








| Saturday Evening Post, McCall’s, 


profit dropped in 1957 





_ partment stores from merchandis- 






























(Continued) 


Sunset and Ebony magazines this 
spring and summer. 


Hillerich & Bradsby has 
baseball film available 


Hillerich & Bradsby Co., Louis- 
ville, Ky., has films of the 1957 


| World Series available for dealers 


to show to their customers. 
Dealers can sponsor showings of 
the film for church groups, schools, 
civic clubs, ete. 
Dealers interested in sponsoring 


| a Showing should write to Hillerich 


& Bradsby Co., Louisville, 


Ky., 


| giving dates, two alternate dates 


and the number of days, they will 
need the film. 
There is no charge for the film. 


Jones & Laughlin plans 
galvanized ware drive 


Jones & Laughlin Steel Corp., 
Pittsburgh, has planned a series 
of “Spring Clean-up Time” cam- 
paigns for major metropolitan dis- 
tricts to promote the complete line 
of galvanized ware manufactured 
by its Container Div. 

Special store displays and special 
stocks will be made available to 
participating dealers. 


Department stores’ net 


Department store owners and 
managers are also having problems 
in making a profit. 

The average net profit for de- 


ing operations in 1957 was 1.8 
percent. This compares with a net 
profit of 3 percent in 1956. 

The growing practice of charg- 
ing for delivery, credit and other 
services boosted the overall net 
profit in 1957 to 2.1 percent. In 
1956, the overall net profit was 2.5 
percent. 


Toro adds 1475 dealers 


Toro Mfg. Corp., Minneapolis, 
reports its recent sales promotion 
drive to place a Toro dealer in 
every town resulted in the addition 
of 1475 dealers. 
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TAB PULLS 
OUT TO 
HANG 
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= NEW GREENLEE 


perma 


Sparkling new Perma-Pak... 


inspection. Displays beautifully in your store . . 


Only GREENLEE has Perma-Pak.. 


You get this display 
and chisel FREE 
with your order for 

SAMPLER SET No. 222 


shown at right. 


SET CONTAINS: 


13 fastest sellers: 9 Solide- 
Center Auger Bits, 


3 Chisels. 


YOUR COST...9%14.57 
YOUR PROFIT...9.58 


ORDER NOW FROM YOUR WHOLESALER 
offer expires July 31, 1958 


GREENLEE TOOL CO. 1805 Herbert Ave., Rockford, Ill. 
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. and at mo extra cost! 


1 Ex- 





NEWEST AND BEST WAY FOR YOU TO DISPLAY AND SELL BITS AND CHISELS, 
NEWEST AND FINEST WAY FOR YOUR CUSTOMERS TO BUY AND KEEP THEM! 


usive with GREENLEE... 
gives bits and chisels greatest consumer “buy appeal.’ Every tool 
reaches your customer factory-sharp, in a permanent container. Perma-Pak 
hangs at the workbench or fits neatly into the tool kit. Sizes boldly labeled to give 


instant selection. Picture window pack easily opened for customer 


. Stacks, hangs, sells! 


. only Perma-Pak has all these advantages 































Here’s a man’s 
hack saw blade 
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e rugged 
e dependable 


e smooth 
cutting 


e stays sharp 


Plus! 


Each Blade 


ee ' “ if 
Gi telah miilela 4-1em ce), 













ffi d fy 



















300) © ee) 
QUYVONVLS 




















8 [ 





elelismap4cmelslem aaleh 





a aiineath 


Each Blade 


lela 4-lemiel aidcelalm-late 


Each Blade 


mellali-teMmlele] «melelelen 
rust resistant 












































SNOILO3SS WNIQ3SW 
ONV 3did Si108 SLND 









Give the man a blade 
made to do a man’s work 
Ask your jobber for Griffin 


Hack Saw Blades, Coping Saw 
Blades and Scroll Saw Blades. 























































Marine hardware grows 
as a profitable line 
(Continued from page 132) 


ware dealers are located inland, 
some as far as 50 miles from 
water. 

Many boat owners store their 
boats at home so they can work on 
them during the off-season. Other 
owners like to buy their marine 
supplies at stores near home, even 
though they may work on their 
boats at the water. 

Marine hardware is a seasonal 
line. Peak sales come during 
March, April and May. But there 
are sales throughout the year, 
since boat owners are constantly 
repairing or adding equipment for 
their boats. 

Many successful marine hard- 
ware dealers move marine paints 
from the paint department to the 
marine hardware department. 
This consolidates marine needs 
into a single unit within the store 
and leads to many impulse sales. 

Marine hardware stock require- 
ments vary for salt water and 
fresh water, and the types of 
boats. Dealers survey their mar- 
ket carefully before setting up 
their department. 

There are several ways to get 
leads on boat owners. One is the 
membership lists of local boating 
and yachting clubs. Another is 
the State Bureau of Licenses. 
Many states require boat regis- 
trations just as they do auto regis- 
trations. Another source is the 
U. S. Coast Guard. All boats over 
16 ft long must be numbered by 
the Coast Guard. 


Manufacturers announce 
several price changes 


Several price changes have been 
announced by manufacturers. 

Weller Electric Corp., Easton, 
Pa., announces price increases on 
its sanders and sanding kits ef- 
fective June 1. The new list prices 
will be $16.95 for the Model 700 
sander and $18.95 for the Model 
700K sanding kit. 

United States Plywood Corp., 
New York, has increased list prices 
on Weldwood plastic resin glue and 
Weldwood waterproof resorcinol 
glue. 





Union Twist Drill Co., Athol, 
Mass., announces discounts of 5 to 
20 percent on quantity lots of fast 
moving, small drills. Small order 
prices were raised 5 to 10 percent. 


Wages and salaries dip 
below year-ago totals 


Recent cutbacks in employment 
and production are being reflected 
in latest reports on wages and 
salaries. 

The Commerce Dept. reports 
that personal income from wages 
and salaries in March was at a 
vearly rate of $233.3 _ billion. 
That’s a drop of nearly $4 billion 
in the yearly rate since January, 
1958, and also nearly $4 billion 
below the rate of March, 1957. 


Total personal income, which in- 
cludes income from investments, 
businesses, and government trans- 
fer payments as well as wages and 
salaries, was higher in March 
than last year. Total personal 
income was at a yearly rate of 
$341.4 billion in March, 1958, com- 
pared with a yearly rate of $340.2 
billion in March, 1957. A $4.1 bil- 
lion increase in government trans- 
fer payments, accounted for the 
rise. 


Industrial production 
drops again in March 


Industrial production slipped still 
further in March, the Federal Re- 
serve Board reports. 


The board’s index of industrial 
production in March stood at 129 
percent of the 1947-49 average of 
100. This compares with 148 in 
March 1957. 


The biggest drop came in dur- 
able goods manufacturing. The 
March 1958 index was 137 com- 
pared with 166 in March 1957. 


Despite the March decline, the 
board says the drop in durable 
goods industries was at a slower 
rate than in other recent months. 


Business failures rise 


Business failures totaled 346 in 
the week ended April 17, Dun & 
Bradstreet, Inc., reports. It was 


the 13th straight week that the 
number of failures was higher than 
the corresponding week of 1957. 
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RICES TO INCREASE ON 
WELLER SANDERS AND 
SANDING KITS JUNE 1” 


ORDER NOW 
FROM YOUR 
WHOLESALER 
AND BEAT THIS 
PRICE RISE! 


Increased costs over the past few years make it necessary to raise the prices of these 
two popular tools. But even at slightly higher prices they’re still the biggest sander 
value on the market. Recent re-designing gives even greater performance than before. 
And national advertising in Life, Post, Popular Science, Popular Mechanics and 
Mechanix Illustrated has made a tremendous impact on your customers. Order Weller 
Sanders and Sanding Kits from your wholesaler right now at their present low prices. 


Waller ELECTRIC CORP. °°" ttt pa"? 











¢?" 





MODEL 700 





fist price 1495 ceective dune it $1Q7> 





present $1695 listers $1.95 
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Read it in HARDWARE 


NEWS OF 





HARDWARE AGE FOR 





Pritzlaff Liquidates General Hardware Lines; 
To Stay In Industrial Lines, Floor Coverings 


A 108-year old hardware 
wholesale firm is retiring 
from the field with the liqui- 
dation of the general hard- 
ware line of John Pritzlaff 
Hardware Co., Milwaukee. 

The company will continue 
as a wholesaler of industrial 
lines and floor covering at 
the present location. 

Edward Pritzlaff returns 
as president of the company. 

These decisions were made 
at a recent meeting of the 
board of directors. The ac- 
tion was announced April 30. 
This brings to an end specu- 
lation as to the future of the 
company, following weeks of 
rumors that the company 
was to be sold to some other 
hardware wholesaler. 

The general hardware 
lines will be liquidated in 
an orderly manner, with 
June 30 as the target date. 

“T feel the decision was 
necessary, due to the absence 
of profits that would justify 
the investment in continuing 
our general hardware whole- 


sale function,” said Edward 
Pritzlaff. 

Mr. Pritzlaff, a former 
president, was elected chair- 
man of the board about a 
year ago. The board chair- 
man post was abolished last 
month by the directors. 

John C. Pritzlaff, Jr., 
elected president a year ago, 
has resigned. He continues 
as a director. 

Frederick A. Luedke con- 
tinues as a_ vice-president 
and general sales manager. 

QO. H. Berryman, vice- 
president and assistant trea- 
surer; Edward A. Luedke, 
vice-president and secretary; 
and Bernard Lyons, vice- 
president and controller, re- 
main in those posts. 

Herbert A. Lendved, vice- 
president and general man- 
ager of the hardware 
division, has retired. Mr. 
Lendved on May 1 will join 
Cotter & Co., dealer-owned 
hardware wholesaler in Chi- 
cago, in its dealer relations 
programs. 





Triple Mill Convention at New York City 
Opens With Address on Economic Situation 


The Triple Industria! Sup- 
ply Convention in New York 
City May 26-28 opens with 
a joint session at 10 a.m., 
May 26, with an address by 
Martin R. Gainsbrugh, chief 
economist, National Indus- 
trial Conference Board, on 
“The Economic Outlook.” 

The three associations 
meeting are the American 
Supply & Machinery Manu- 
facturers’ Assn., National 
Industrial! Distributors’ 
Assn., and the Southern In- 
dustrial Distributors’ Assn. 

All meetings will be in the 
Waldorf-Astoria hotel. The 
conference booth program 
will be in Madison Square 
Garden. 

For early arrivals, the 


144 


registration desk will be 
open Sunday, May 25, from 
9 a.m. to 7 p.m., and there 
will be a joint fellowship tea 
at 4:30 p.m. 

The May 26 program opens 
with the address by Mr. 
Gainsbrugh, and a joint 
meeting of the National and 
Southern associations at 2 


.m. 

The May 27 program is 
a conference booth session 
from 9 a.m. to 5 p.m. 

The May 28 program con- 
sists of annual meetings of 
each association at 10 a.m., 
plus a joint closing session 
at 12:30 p.m. Chet Huntley, 
National Broadcasting Co. 
news commentator, will 
speak. 





WILLIAM B. BRAUN 


Blumberg Co. of N. Y. 
Elects William Braun 


William B. Braun has been 
elected secretary of Wm. L. 
Blumberg Co., Inc., Brooklyn, 
N. Y., wholesaler. He will 
continue to function as hard- 
ware buyer and sales man- 
ager. 

Mr. Braun joined the firm 
21 years ago as a telephone 
and return clerk. For the 
past five years he has been 
sales manager. 


Philadelphia Dealers 
Hold Dinner May 27 


The Retail Hardware 
Assn. of Philadelphia will 
hold its annual dinner on 
May 27 at the Philadelphia 
Rifle Club. 

This will be the 38th an- 
nual dinner of the associa- 
tion. 


Atlantic City Hotels 
Taking Reservations 


Atlantic City convention 
dates of Oct. 5-8 have been 
announced by the American 
Hardware Manufactur- 
ers Assn. 

Hotels have been advised 
of the announcement and are 
prepared to accept and con- 
firm reservations, Arthur L. 
Faubel, secretary, points out. 

This is a joint convention 
sponsored by the National 
Wholesale Hardware Assn. 
and the manufacturers 
group. A Presidents’ Recep- 
tion opens the convention 
Oct. 5. There will be a Con- 
ference Booth program Oct. 
6 and 7. 

Booth rental applications 
will be mailed by the manu- 
facturers association early 
in June, and applications for 
listing delegates will be 
mailed in early August. 


Plumbing Branch Opens 


Dutton-Lainson Co., Has- 
tings, Neb., wholesaler, will 
open a plumbing wholesale 
division at N. Platte, Neb., 
May 14. The plumbing whole- 
sale division is being expand- 
ed to serve plumbing retail- 
ers and contractors in west- 
ern Nebraska, eastern 
Colorado and Wyoming. The 
company will continue to 
have its main offices at Has- 
tings. 





DEALER BRIEFS: 





Moscow, Ida. Partner Takes Store Over; 
Penna. Firm Installs Hardware Department 


Moscow, Ida.—Ward Paint 
& Hardware Co. is now en- 
tirely owned by George Ben- 
son, who had been a partner 
in the business since 1933. 
Mr. Benson became sole 
owner of the business with 
his purchase of the interest 
of his former partner, Mich- 
ael Pohlod. 


Lafayette Hill, Pa.—Fred- 
erick Mueller Lumber & 
Millwork has installed a 
hardware department which 
includes paint, tools and 
builders’ hardware. Owner, 
Fred Mueller, plans to con- 
tinually expand this depart- 
ment. 

(Continued on page 154) 
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four other officers and an- 


Marshall-Wells Modifies Functions Of Home 





WILLIAM R. JULIUS, JR. 


McKinney Mfg. Elects 
Sales Vice-President 


William R. Julius, Jr., has 
been elected vice-president in 
charge of sales for McKinney 
Mfg. Co., Pittsburgh, build- 
ers’ hardware and related 
lines manufacturer. 

Mr. Julius has been gen- 
eral sales manager of the 
company since August, 1957. 
He joined the company in 
1954 as field sales manager. 

Prior to joining McKinney 
he was vice-president and 
general manager of Reflectal 
Corp., a Borg-Warner sub- 
sidiary. 


Heitmann Co. Advances 
Three High Officials 


The board of directors of 
F. W. Heitmann Co., Hous- 
ton wholesaler, recently ad- 
vanced three top officials to 
higher positions, reelected 





FRED W. HEITMANN 


nounced five executive ap- 
pointments. 

G. E. Ploeger was elected 
chairman of the board; Fred 
W. Heitmann, president; and 
Robert F. Strange, execu- 
tive vice-president. 

Reelected were E. O. Ploe- 
ger, vice-president and trea- 
surer; A. J. Moltz, vice-pres- 
ident and purchasing agent; 
E. H. Edwards, secretary 
and assistant treasurer; and 
W. M. Whitmarsh, assistant 
secretary and traffic man- 


ager. 
Appointments were Fred 
Curry, general sales man- 


ager; F. E. Landig, assistant 
sales manager; D. H. Skibbe, 
warehouse superintendent; 
P. S. Butterworth, manager, 
paint and houseware depart- 
ment; H. W. Watkins, man- 
ager, builders’ hardware de- 
partment. 

(For details of G. E. Ploe- 
ger’s career, see Hardware 
Age Fifty Year Club, p. 84.) 


John H. Graham Names 
New Sales Manager 


John H. Graham & Co., 
Inc., New York City, has ap- 





ROBERT P. KRAMER 


pointed Robert P. Kramer 
sales manager to succeed C. 
G. Lohr. 

Mr. Lohr retired after 36 
years of service. 

Mr. Kramer joined the 
firm in 1952 as advertising 
manager. 
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Office; Welch Elected A Vice-President 


As part of a program to 
strengthen its position, Mar- 





J. W. WELCH 


shall-Wells Co., Duluth, 
Minn., has made several 
changes in the functions of 
its home office. 

The company has also con- 
sidered moving the home 
office to the East. But no 
decision has been made at 
this time. 

The firm is now concen- 
trating wholesale hardware 
distribution in the Central 
and Pacific Northwest at two 
points. 

Central Northwest will be 
covered by Marshall Wells- 
Kelley How Thomson, a di- 
vision of Marshall - Wells, 
with headquarters in Duluth. 

The Pacific Northwest will 
be covered from Portland by 


the Marshall-Wells branch 
in that city. 
In the future, the Mar- 


shall-Wells home office staff 
will concentrate on policy 
and over-all management. It 


will supervise the buying of 
merchandise. There will be 





H. J. KURZ 


an agreement between the 
home office and each operat- 
ing company on key lines to 
be carried and key sources 
of supply. 

Administration of policy 
will be in the hands of each 
operating company. The 
management and buyers in 
each company will work di- 
rectly with suppliers. 

Marshall-Wells has made 
several acquisitions in recent 
years to diversify its opera- 
tions. During 1957 it 

(Continued on page 156) 








Watts of Texas Elects 
Dawkins to President 


W. H. Dawkins has been 
elected president of Watts 
Hardware & Supply Co., San 
Antonio wholesaler. 

Mr. Dawkins succeeds B. 
V. Christie, who died in late 
March. 


How to stretch your 
promotion dollars 


One way to stretch your 
advertising budget is_ to 
make full use of manufactur- 
ers’ co-op advertising pro- 
grams. 

A Directory of Housewares 
Co-Op Ad programs was 
published in the Jan. 2 issue 
of HARDWARE AGE. This Di- 
rectory tells you which man- 
ufacturers have co-op pro- 
grams, demonstrators, etc. 

You can get a reprint of 
this Directory by sending 15¢ 
in coin or stamps to HA 
Reader Service Dept., HARD- 
WARE AGE, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 
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One Good 
Line 


—PARKER 


HACK SAWS 


ALL You Need... 





... to pull in the hack saw frame 
business in your trading area, to satisfy 
every one of your customers and 


to make a good profit. 


Parker’s style and price ranges are 





complete: 
Pistol Grip Tubular 
Butcher Type Keyhole 


from 66¢ to $2.50 


en, 





The progressive distributor in your 
area can supply you. 





PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U.S.A. 
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Winchester-Western 
Maintains Fair Trade 


The Winchester - Western 
Division, Olin Mathieson 
Chemical Corp., New Haven, 
Conn., will maintain it fair 
trade policy. 

Announcement of the com- 
pany’s position was made re- 
cently’ by J. T. Boone, sales 
manager, to dealers and to 
distributors. 

“We will continue vigor- 
ously to enforce our Fair 
Trade Policy where it is 
legally proper for us to do 
so,” Mr. Boone informed 
dealers. “These suggested re- 
sale prices are helpful in en- 
abling dealers to realize a 
satisfactory profit on Win- 


chester firearms, Western 
and Winchester ammuni- 
tion.” 


The announcement to dis- 
tributors included the state- 
ment made to dealers and 
also excerpts from the divi- 
sion’s statement of Jan. 2 to 
reiterate its fair trade po- 
sition. 

The division continues to 
price products under fair 
trade laws, in states having 
such laws, and “full effort, 
without our legal power, is 
being exerted to maintain 
fair trade prices in all fair 
trade states,” Mr. Boone re- 


News of the Trade 





iterated to distributors. 

The announcement to dis- 
tributors also contained this 
excerpt from its Jan. 2 let- 
ter that the division “has 
always believed the policy of 
a manufacturer suggesting 
resale prices for distributors 
to be commercially sound and 
advisable, and also believes 
that the responsibility of the 
distributors in maintaining 
resale prices is of even 
greater importance than the 
suggestions of the manufac- 
turer.” 


Schlage Lock Elects 
Two New Officials 


Ernest L. Schlage director 
of research for Schlage Lock 
Co., San Francisco, and son 
of the late inventor, Walter 
Schlage, has been elected 
vice-president of the com- 
pany. 

G. W. Coleman was elected 
secretary. 

Ben M. Levinger, former 
marketing manager, has been 
named manager of manufac- 
turing for the San Francisco 
factory. 

D. E. Golden retired re- 
cently as vice-president-sec- 
retary and manager of man- 
ufacturing for the San Fran- 
cisco factory. 





Carolina Retailers Elect 1958 Officers 


LUCTAINE IVUR BAY 
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Here are the officers and directors elected at the recent annual con- 
vention of the Hardware Assn. of the Carolinas. They are (left to 
right): seated, Sidney Mathis, Marion Hardware, Marion, S.C., di- 
rector; Lowman Tyler, Tyler Bros., Wagener, S. C., president; W. L. 
Trotter, Southside Hardware, Greensboro, N. C., past president; 
©. M. Mullinax, Mullinax, Inc., Gaffney, S. C., director; standing, 
Abel Warren, Warren Tractor & Appliance, Garland, N. C., direc- 
tor; Angus Fordham, Fordham Hardware, Beaufort, S. C., director; 
Ardell Lanier, Lanier Hardware, Lexington, N. C., vice-president; 
M. F. Kaelke, Charlotte, N. C., managing director; and James Fergu- 
son, Ferguson Hardware, Raleigh, N. C., director. 
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Hand 


Treat 


Tempered 
Fine Steel 
Unbreakable 
Strength 





Spring Vinyl! Grip gives 
everlasting cushion 
ond smoothest drive of 
all, for life of head. 


SS Eversrip 





Curved and Straight Claw Hammers 
12 oz. $5.25 
16 oz. $5.35 
20 oz. $5.45 
Carpenter's Hatchets 
No. 1 $5.90 
No. 2 $6.25 
Bricklayer's Hammers 


12 oz. $4.98 
20 oz. $5.25 











Estwing =~ 


Estwing Mfg. Co., Rockford, Ill. 


Inventors and World's Only Specialists 
in Unbreakable Hammers & Hatchets 


Give Only steel hammer 
with nail seat 


Onl re one piece steel hammer with 
Everlasting Vinyl Cushion Grip molded on. 


Onl Y hammer with a Whip that gives 


smoothest drive of all. 


Only 4-Way Tested handle 


plus diamond tested face. 












"3 in One”’ 





PROFIT wits 








® ORDER NOW! 


Also, investigate other Dot profit-producing 
fastener hardware available on cards for 
hardware stores. Write: 


COLUMBIA 


FASTENER COMPANY 


3229 S. ASHLAND AVE CHICAGO 8, ILl 
Subsidiary UNITED-CARR FASTENER Corporation 
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le} a TEENUTS, 


STEEL THREADS IN WOOD, 








FAMOUS AMES 


SOLID SHANK SHOVELS 





HUSKY BRONCO 


‘*A”’ Grade forex- ‘‘B’’ Grade for 


trahardindustrial general contractor 
usage use 


PONY 


‘*B”’ Grade feath- 
erweight for use 
where strength 
and light weight 
are factors 








MADE FROM ONE SOLID 


BAR OF STEEL HORIZONTAL 


RIVET ABE 
ts \ ZF 
HIGH | Ze =, 


PERFECT 


BALANCE, 









<—__ SOLID 
STEEL 
SHANK 
LOOK FOR 
THICK THIS LABEL 
BLADE CENTER ON BLADE 
TAPER 
ROLLED Every Blade is carefully Tempered! 


SEE YOUR AMES 
INDUSTRIAL DISTRIBUTOR TODAY 


O. AMES Co. 4545 


Parkersburg, West Virginia 


O. Ames Company also manufactures Ames-Maid metal 
household furniture and Ames-Aire casual furniture. 


147 








TYPEWRITER CLEANER 


fs quick-actir 


New 12 oz 


and pint 


ere 


quart and 


gallon cans. 


Versatile QUIXOL® is loaded 
with sales appeal — it does so 
many jobs so well. And it’s 
a superior water-free shellac 
thinner and solvent. 


What’s more —-QUIXOL’s 
modern, convenient, factory- 
packaging saves spillage, 
evaporation losses and exces- 
sive handling costs that go 


na WV 


POWER-MOWER FU... ADDITIVE 


noothe 


COMMERCIAL SOLVENTS CORPORATION, Specialties Department 
260 Madison Avenue, New York 16, N. Y. 


Please send free folder on [| QUIXOL and [|] QUAKERSOL 
and the name of my nearest supplier. 


r operation 





with old-style bulk solvents. 


Plan now to get your share of 
the repeat business and extra 
profits enjoyed by QUIXOL 
dealers! Specify versatile 
QUIXOL on your next order! 
And don’t forget QUAKER- 
SOL®, the shellac thinner 
that builds business, another 
CSC top quality product. 

















_ News of the Trade— —_— 


Pacific $.W. Dealers 
Elect 1958 Officers 


John Herman, of Escon- 
dido Hardware, Escondido, 
Calif., was elected president 
of Pacific Southwest Hard- 
ware Assn. at its recent 
annual convention. He suc- 
ceeds Dwayne O. Larson, 
of Wilmington Hardware, 
Wilmington, Calif. 

Vice-presidents elected 
were J. T. Noonan, Noonan 
Hardware, Santa Monica, 
Calif., and Robert Callahan, 
Callahan Hardware, Los An- 
geles. 

Newly - elected directors 
were George Harlow, Wasco 
Hardware, Wasco, Calif.: 
Fred Whitmire, Whitmire’s 
Hardware, Reseda, Calif.: 
Norman Montague, Mon- 





tague- Graham Lumber, 
Southgate, Calif.; Caryll 
Wild, Steller & Skoog Hard- 
ware, Culver City, Calif.; 
Vern Lovelady, Lovelady 
Hardware, Torrance, Calif.; 
Cliff Handcook, Gibbel Hard- 
ware, Hemet, Calif.; William 
Austin, A & A Hardware, 
San Diego, Calif.; and Wal- 
ter Spring, Spring Hard- 
ware, Tucson, Ariz. 

Holdover directors include 
Jay Dewire, Ventura, Calif.; 
Mike Miller, Miller Bros. 
Hardware, Pomona, Calif.; 
and Joe Knox, Knox Hard- 
ware, Santa Ana, Calif. 

Advisory board members 
include Mr. Larson, G. A. 
Cornwell, Cornwell & Kelty, 
Glendale, Calif.; and Loren 
Pedrick, Pedrick Hardware, 
Phoenix, Ariz. 





Skillman Rearranges 
Management Functions 


Rearrangements in man- 
agement at Skillman Hard- 
ware Mfg. Co., Trenton, 
N. J., have been made to in- 
crease sales by direct coop- 
eration between top manage- 
ment and sales representa- 


tives. 
E. F. Sutphin will do spe- 
cial field work including 


studies of sales methods used 
by one salesman which can 
be used by others 

Fred Schollenberger is 
executive vice-president and 
sales manager. 

Henry Winston, chairman 


of the board, is general man- 
ager. 

A production council has 
been organized to simplify 
control of factory operations. 


Oberland Heads Mirro 
Foil Sales Department 


Paul V. Oberland has been 
named manager of the newly 
created foil sales department, 
Mirro Aluminum Co., Mani- 
towoc, Wis. 

Mr. Oberland, formerly as- 
sistant sales manager in 
another Mirro department, 
will handle marketing of all 
aluminum foil products. 





Stedronsky Heads South Dakota Retailers 











Members of South Dakota Retail Hardware Assn. at the recent 
annual convention in Sioux Falls elected Ed Stedronsky, Wagner, 
president (right). Gordon Thune, Mitchell, retiring president at left, 
and Marvin Gullickson, Langford, new director. Not shown are R. J. 
Glood, Viborg, vice-president; K. C. Parsons, Redfield, director; 
E. E. Pressler, Selby, director; Ralph Shean, Rapid City, director; 
H. T. Benson, Chester, executive secretary; and E. S. Pederson, 
Bradley, advisory board member. 
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Sta-Kool Water Coolers 
with recessed, flush- 
mounted faucet. Avail- 
able in 1'2-, 2-, 3-, 5-, 
and 10-gallon sizes. 


Be Specific! 


Specify Sta-Kools 
from your 
hardware jobber. 


H. P. GOTT MFG. CO. 


WINFIELD 





FOX HOWARD 


POWER MOWERS 
ond, Gordew Spwaders Too! 


ee aaa eee en eee) Sees eee essssses = 








Built and priced to beat competition 
at every price level, with top-quality 
materials and construction, plus more 
up-to-the-minute selling features in 


every model. Send for literature. 


FOX HOWARD CORP. 


1030 West North Avenue, Chicago 22, lIilinois 





water cans and 
water coolers 


Keeps water pure and cool for long pe- 
riods of time. Extra large top openings 
make Sta-Kools easy to fill and ice. Rug- 
gedly built on the exclusive Gott principle 
of double-wall, thermo-type construction 
of galvanized steel with- 
out heat conductors. 
Available with or with- 
out recessed, flush- 
mounted faucet. 1!/2-, 2-, 
and 3-gallon sizes are 
equipped with easy- 
carrying bails; 5- and 10- 
gallon sizes have large, . 
convenient side handles. a 





Stay-Kool Water 
Cans ae 
in 1\4-, 2-, 3-, 


7 KANSAS and 10- gal. — 


WRITE FOR NAME OF NEAREST DISTRIBUTOR 
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i Lifetime Nameplate 
SELLS on SIGHT Order 7oday 





Send us, via Parcel Post, the initial stock and 
Gases unit of DUN-MOR rural mail box nameplates, 











con- 
sisting o 
25 Doz. Leteane. 6 each Q@-X-Z-&; 
12 each all others av sats .10 $30.00 
2 Doz. Periods ; 0 1.20 
3 Doz. Blank Spacers 01 36 
1 Doz. Nameplate Raceway Brackets 1.50 18.00 
1 No. 1 Aluminum Rural Mail Box 2.90 
1] Sample Nameplate, Mounted waeainien 
12 Letters, 1 Period 2.75 
$55.21 
2 Stock Retaining Trays—No Charge— 
Less 40% $22.08 
Terms 2/10 net 30 F.O.B. Akron $33.13 
SHIP TO 
ADDRESS: 
CITY: ZONE: —_ STATE 











DUNCAN -MORRIS CO. 


ee a on A ° AKRON, OHIO 














os 
—_ 
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Fast-moving, Space-Saving 


GARMENT HANGERS 


Quality built 
with mirror-like 


finish! 








..- Priced to fit 
every budget! 


Limited closet space in both apartments and homes | 
makes Ajax complete line of garment hangers highly | 


promotable items in every way—price, quality, appear- 
ance, convenience. Substantial mark-up assures high 
profit return. 


JUNIOR ECONOMY 
*“OVR-DOR" 
HANGER 403 


Inexpensive, for hang- 
ing shirts, blouses, 
etc., after ironing. 8” 
arm accommodates 7 
garments. Clamps 
over door, comes 
carded. To retail for 
49c. 


ECONOMY SCREW-ON 
HANGER 401 


Ideal for small closets. 
Can be attached to 
closet rail. 13” arm 
holds 12 garments. 
Foldsdownout of way. 
Comes with colorful 
sleeve complete with 
screws. To retail for 
89c. 


ECONOMY 
“OVR-DOR"”’ 
HANGER 402 


Handy for carrying 
finished ironing from 
laundry to closet. 
Popular over-door 
style with same ca- 
pacity as 401, two 
color sleeve package. 
To retail for $1.00. 


UTILITY SCREW-ON 
HANGER 410 





Heavy quality for 
fastening to door or 
closet rail. Holds 10 
garments in minimum 
of space. Folds down 
out of way. Smartly 
boxed. Complete with 
screws. To retail for 
$1.19. 





UTILITY “OVR-DOR”’ 
HANGER 410-0 


Portable and of same 
heavy quality as the 
410. No screws re- 
quired. Comes in 
colorful individual 
box. To retail for$1.29 


® 





Write for full details and prices 








F. J. AJAX & SONS, INC. 


DEPT. H-5, 92-43rd AVENUE NORTHEAST, MINNEAPOLIS 21, MINNESOTA | 


i 
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News of the Trade 








news in brief of 


MANUFACTURERS AGENTS 


@ Schoellkopf Co., Dallas, North Texas and Oklahoma ter- 
ritory to Lum L. Foster Sales Co. for entire Jumbo ac- 
cessory line. 


@ Ed W. Simon Co., New York City, manufacturers’ agent, 
has established offices at 410 Montevallo Drive N.E., At- 
lanta, to cover the Carolinas, Florida, Alabama, Mississippi 
and Georgia. Dave Whitmer, former New England and 
Mid-Atlantic area representative for the company heads 
the new office and sales staff. 


@ Barcalo Mfg. Co., Buffalo, N. Y.—North and South Car- 
olina and Virginia to Linn Durbin, Decatur, Ga.; Illinois, 
Madison, Milwaukee and Racine, Wis., E. Chicago, Gary, 
Hammond and Michigan City, Ind., to Muzzy & Peters, 
Chicago; Iowa, Kansas, Missouri and Nebraska to C. G. 
Hodges, Kansas City; Alabama, Florida, Georgia, Missis- 
sippi and Tennessee to Herman A. Shields, Meridian, Miss. 





Kunkee Elected by California Retailers 





New officers and directors elected at the recent convention of Cali- 
fornia Retail Hardware Assn. in San Francisco are (left to right): 
seated, O. H. Elliott, Holmquist Hardware, Redwood City, advisory 
committee; K. B. Jacobsen, secretary-treasurer; A. F. Kunkee, Atas- 
cadero Hardware, Atascadero, president; S. C. Schelling, Exeter 
Mercantile, Exeter, 2nd vice-president; W. H. Messick, Messick 
Hardware, Salinas, advisory committee; standing R. H. Tieman, 
Tamalpais Hardware, Mill Valley, advisory committee; G. O. Edes, 
Edes Hardware, Morgan Hill, director; B. B. Bolfing, Bolfing's Elm- 
wood Hardware, Berkeley, director; M. J. FitzGerald, Culver's Hard- 
ware, Benicia, director; L. M. Morris, Morris Hardware, Weaverville, 
director; E. F. DeGregori, Los Banos Hardware, Los Banos, director. 
Not shown are F. G. Bremer, Jr., Bremer's Hardware, Gridley, Ist 
vice-president, and G. W. Tomasini, Tomasini's, Petaluma, director. 


Dobbs Ferry Hardware Dealer Wins Trip 
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Ken Adler (center) of Adler Hardware, Dobbs Ferry, N. Y., is con- 
gratulated by Pat Casey, (right) Whitlock Corp. wholesaler, on 
winning a round-trip Bermuda vacation for two. Mr. Adler held 
the lucky number in a drawing at Whitlock's Kollege of Knowledge 
garden supply show held recently at Westchester County Center, 
White Plains N. Y. J. Laskey, vice-president of Whitlock's, 
look on. 


HARDWARE AGE, MAY 8, 1958 












with loads of exciting 
eye-and-sales appeal.. 


NEW 





. 


f 


TULIP 
\ DESIGN / 


Exceptional Quality, Durability and Economy — 
No lock can be installed faster! 


A sparkling new addition to NATIONAL’S widely 
popular line of locksets. Gracefully styled; pre- 
cision engineered quality. Self-aligning thru- 
bolts for ease of installation. Available in all 
standard finishes for both residential and com- 
mercial use. Lifetime guaranteed. 


MEET THE PERSONALITY LOCK... 
Pa 4. 


SELF-ALIGNING THRU-BOLTS 
JUST 3 PRE-ASSEMBLED UNITS 


AVAILABLE WITH OR WITHOUT 
DEADLOCKING LATCH BOLTS IN 
REGULAR OR 5 





ALL STANDARD FINISHES 


(1 PIECE) BACKSETS 





Over 25 Years Manufacturing Fine Builders Hardware Exclusively 


NATIONAL HARDWARE CORP. 


Also matching TULIP design in interior sets 
for passage, bath, chamber and closet. 


NEW YORK: Ozone Park 16 a” 


CHICAGO: 205 W. Wacker Dr. 
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(MILLIONS of BUYERS are URGED to’ 


a Ne - 


buy KEY-BAK Key Reels from YOU! 


Put them on your counter! Watch them Sell! 





POPULAR MECHANICS, SCIENCE & ME- 
CHANICS, MECHANICS ILLUSTRATED and 
other National magazines tell the story of 
KEY-BAK Key Reels to MILLIONS of pros- 
pects. Your customers are URGED to get 
KEY-BAKs from YOU! It will pay you to 
get a stock of KEY-BAK Key Reels from 
your jobber; place them on the counter 
and WATCH THEM SELL! 












KEY-BAK Key Reel is 
worn on the belt. It 
carries keys and other 
small objects on a 24” 
long steel chain. 
Swedish clock spring 
reels in the chain and 
keeps keys safely at the 
wearer's side. 


99-95 


Pocket-watch size; 
Sturdily constructed. 
Highly polished chrome 
finish. GUARANTEED! 
MODEL 3, Belt-loop 
model. MODEL 5, 
Belt-clip model. 





ORDER FROM JOBBER! 


If your jobber doesn’t carry 
KEY-BAK write us. Come 
acked 6 to Display-Card or 
2 to Display Box 


East of Mississippi: 
CTL COMPANY 
1710 W. Stewart Ave. 
Wausau, Wisconsin 


West of Mississippi: 
LUMMIS MFG. CO. 
2242 E. Foothill Bivd. 

Pasadena, Calif. 


A Million Key-Baks Sold! 





Over 
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A HOUSEHOLD WORD IN 
HOUSEHOLD HARDWARE 
SINCE 1872 





MAKERS OF 


BULL@DOG' 
DANDEE*EZyf 


AND OTHER HOUSEHOL 









The Saturday If vening 


NATIONALLY ADVERTISED IN 


iin PK 


SEND FOR CATALOG AND PRICES \ 


E. H. TATE CO. 251 CAUSEWAY STREET 


BOSTON, MASSACHUSETTS 
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TEMCO 


Gas Space Heaters... 
designed to sell faster! 


d 





WITH 
MORE 


Functional styling! Dependable 
performance! Economy of operation! 























AIR-FLOW 
REFLECTOR SERIES 


eeeeeeeeoeooooooooooeoeese 
= — 


RADIANT SERIES 














‘““PRE-VENT” HEATER 


“PIN-UP” HEATER 


Back up your sales with these 
8 big Temco PLUS points! 


1. 20-year warranty on all 
Temco Ceramiclad* heat ex- 
changers. 


5. Modern, streamlined cab- 
inets finished in rust-proof, 
fade-proof Porcelain Enamel 
2. Proved performance backed finish. 
by Temco’s 30-year reputation 


6. Lint-proof, clog-proof, non- 
for quality. 


aerated pilot on vented models. 


3. Temco models to suit every 


7. Flame-proof, Pyrex glass 
heating need. 


front on radiant models. 


4. Fully automatic, factory-in- 
stalled controls on most models. 


8. All Temco space heaters are 
AGA approved for natural, 
manufactured or L.P. gas. 


Fill your customers’ needs with TEMCO 


Write today for FREE catalogue! 


*Trade Mark registration pending 


se [erer Talom 


NASHVILLE 9, TENNESSEE 














“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 


ROOM HEATERS © FLOOR FURNACES © WALL HEATERS © UNIT HEATERS 
WARM AIR FURNACES © AIR CONDITIONING © GAS WATER HEATERS 






























News of the Trade 


brief reports of 


MANUFACTURERS SALESMEN 


@ Champion DeArment Tool Co., Meadville, Pa. — Dan 


| Schmelzinger to Missouri, Kansas, lowa, Nebraska. He re- 


places Frank Grooss who still covers Illinois, Michigan, In- 
diana, parts of Ohio, Kentucky and Wisconsin. 


@ S-K/Lectrolite Tools, Chicago—Dewey C. McEntire, a 
new member of sales staff, assigned to new territory of 
Virginia, Delaware, District of Columbia, Maryland and 


| North Carolina. 


@ Raybestos-Manhattan, Inc., Passaic, N. JA. N. Johns- 
ton, Jr., from Pittsburgh district manager, to manager 
Central States Region, succeeding the late A. L. Hawk. 
H. P. McLaughlin to Pittsburgh district manager. 


@ E. Ingraham Co., Bristol, Conn.—Thomas B. Weidner, 
Jr., former commercial sales manager, American Motors 
Sales Corp., to Detroit area district sales manager. 


@ Blisscraft of Hollywood, Hollywood, Calif.—F. J. (Mac) 


| McElwain gets northern California added to his territory; 














Joe Capalbo, recently appointed sales manager of the north- 
eastern territory, heading district sales office in New York 
City. 


@ Federal Lighting Corp., Div. Frankelite Co., Cleveland— 
David Dietz, Jr., former commercial real estate specialist, 
to greater Cleveland territory. 


@ Dayton Rubber Co., Dayton—James E. Skrna, from sales 
engineer in industrial division to midwest sales engineer 
in Chicago, and John G. Senese, formerly production engi- 
neer for a major chemical company to cover eastern ter- 
ritory from New York headquarters, of Plastics Division. 


@ Pioneer Rubber Co., Willard, Ohio—True E. Read, for- 
merly assistant sales manager, McKesson & Robbins, Inc., 
to special field representative. 


@ Clarke Sanding Machine Co., Muskegon, Mich.—Cleman 
Cooper from St. Louis representative to Salt Lake City 
divisional sales manager; Ryerson A. Bredin from special 
field representative to Minneapolis divisional manager. 


@ M & D Store Fixtures, Inc., La Puente, Cal.—R. B. King 
from representative on the West Coast and in the East to 
Eastern and Midwestern sales manager. 


@ Outboard Marine Corp., Lawn-Boy Div., Lamar, Mo.— 
Guy J. Spellman, formerly with Electric Auto Light Co., 


| Toledo, to cover Oregon, Montana and Washington. 


@ Enterprise Paint Mfg. Co., Chicago—W. H. Levey, for- 
merly with Iowa Glass & Paint Co., Waterloo, Iowa, to fac- 
tory sales and promotion representative in eastern Iowa. 





Fishing Tackle Group 
Plans Meeting, Show 


The Associated Fishing 
Tackle Manufacturers have 
announced plans for their 
25th annual meeting in May, 
and their annual AFTM 
Fishing Tackle Trade Show 
in July. Both programs will 
be in Chicago. 


held May 26 in the afternoon, 
to be followed by meetings 
of the product divisions that 
afternoon and the next day. 
The executive meeting will be 
held the afternoon of May 
27, and the annual business 
meeting the next morning. 
Credit reporting service, 
ASFTM statistical programs 
and the group’s freight re- 





The silver anniversary 
convention will be held at 
the Edgewater Beach Hotel, 
May 26-28. 

A general session will be 


classification project will be 
discussed. 

The Fishing Tackle Trade 
Show will be held at the 
Hotel Sherman, July 27-30. 
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WESTERN WIRE protects the Plumber 


NO SHARP EDGES 







~ SAFE-T-EDGE 


perforated hanger bar 
SPEEDS THE JOB—SAVES HANDS! 


Another improved Western Wire 
product—at no increase in cost! All 
sharp edges removed from SAFE-T- 
EDGE. Work flows faster! Modern 
packaging reduces “‘handling” time 
for everyone! Speeds inventory! 
Order SAFE-T-EDGE from Western 
Wire Products Company! 












OTHER IMPROVED 
PLUMBING PRODUCTS 


WIRE PIPE HOOKS—Standard 
and Thrift. Plain and Coppered. 
FLATTENED LAG SCREWS with bolts. 
HANDY ANDY VISE STANDS 
COTTER PINS—All sizes. 






SEND FOR CATALOG #151 
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HANDY 
PACKAGES 


Pull from box 
as needed. 


50’ and 100’ coils. 
Plain or galvanized. 
No. 5/0—¥,x24 GAUGE 
No. 0000—*/,x22 GAUGE 
No. 000—%/,x20 GAUGE 
No. 00—%/,x18 GAUGE 


Larger Sizes up to 1%''x12 Gauge 


Any size bundle 


Any length strip or coil 
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MISSOURI! 








CFzi HARDWARE 





CLOTH 








@ has "1001 uses” in professional or 
do-it-yourself applications. 

@ made in widths from 24” through 
48”, in a wide variety of gages 
and meshes. 

@ heavily zinc-coated after weaving 
for long service life. 

@ unrolls flat, stays flat; can be severe- 
ly formed, bent or twisted without 
breaking. 


@ available for quick delivery. 


Order CFal Hardware Cloth from the 
CFal Sales Office nearest you. 
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HARDWARE PRODUCTS 


(FI CFal-WiCKWIRE 


THE COLORADO FUEL AND IRON CORPORATION 


San Francisco * San Leandro * Seattle * Spokane * Wichita 


WICKWIRE SPENCER STEEL DIVISION—Atianta * Boston * Buffalo * Chicago * Detroit 


New Orleans * New York * Philadelphia 
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THE COLORADO FUEL AND IRON CORPORATION—Albuquerque * Amarillo * Bill- 
ings * Boise * Butte * Denver * El Paso * Ft. Worth * Houston * Lincoln (Neb.) * Los 
Angeles * Oakland * Oklahoma City * Phoenix * Portland + Pueblo + Salt Lake City 
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Redaie 


Sets The Pace In Modern, 
Push-Button Living With The 


E-A-S-Y ACTION 
7 8B” 





,) 


® 





No knob to turn. No toggle to flip. Now, there’s 
a switch designed for today’s push-button living. 
It’s “B” Touchette, the touch switch with feather- 
light operation. 


Consider, too, Touchette’s tremendous merchandis- 
ing potential for your convenience-minded buying 
public. There’s no time wasted freeing the hands 
. » no spilling or breakage while juggling trays or 
groceries. And “B” Touchette is easy to install... 
needs no special wiring .. . fits standard outlet boxes 
and toggle wall plates. It operates on full line 
voltage, withstands motor loads up to 80% of rated 
capacity. Rated: 15A—120—277V (A.C. only). 


All these features... and “B’’ Touchette is the 
least expensive touch switch on the market! 





yy a 
+. 
touch ... it’s lit oj Reeeaseeeil 


UL LISTED — CSA APPROVED 


U.S. Pat. No. 2,820,113 
Other patents pending 
Foreign patents applied for 


Available in single pole, double pole, 3-way 
and 4-way models. Brown or ivory button, 


for further information and prices, write: 


> dele manufacturing co., ine. 


emmaus, pa. 
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IT FEELS RIGHT... 
ITS STEEL*LITE! 


(THE MAGIC SHOVEL) 



























With exclusive AMES DOUBLE-TAPER 
FORGED BLADE—shock band construction 
BLADE UNCONDITIONALLY GUARANTEED 


PARKERSBURG 


O. AMES CoO. wesr vircinia 
World’s Largest Shovel Manufacturer 



















La Porte Flexible Steel 
Door and Floor Mats 


These steady profit makers keep snow, mud and dirt 
outside. Lie perfectly flat. Prevent slipping. Easily 
rolled up leaving dirt to be swept away. Besides, they 
are sanitary, rust resistant, durable, indestructible, 
reversible and economical, too. Will not scratch floors. 


ONE at Your Door 
Will Sell Many More 


Sizes Carried in Stock (List Prices) 


#1 18x30”. . .$3.30 #3 24x48". . .$7.04 #5 36x60". .$13.20 
#2 24x36"... 5.28 #4 30x48"... 8.80 #6 48x72"... 21.12 


OTHER SIZES TO ORDER 
Used everywhere — residences, apartments, churches, 
office building, theatres, factories, schools, soda fountains. 


Write at once for literature and 
name of Jobber nearest you. 


LA PORTE MAT & MFG. CO. 


10) Gee x LA PORTE, INDIANA 
























































































































DEALER BRIEFS: 
(Continued from page 144) 


Elmira, N. Y. — Handi- 
Mart Hardware recently 
opened in a newly remodeled 
8000 sq ft building in the 
downtown shopping district. 
The grand opening sales 
event marked the 35th Pro- 
gram Store to join Rose, 
Kimball & Baxter, Inc., El- 
mira wholesaler. More than 
8500 customers shronged the 
store to counter rumors of 
recession in this industrial 
city. Prizes and refreshments 
kept traffic heavy for three 
days. An intensive radio, 
newspaper and TV campaign 
gets a large share of credit 
for the opening’s success, 
said manager Martin Gie- 
schen. 
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News of the Trade 








Havana, Ill.—Wright Mull 
has purchased Bearce Hard- 
ware from Wayne Bearce, 
who operated the business 
for the past three years. 


New York City—Abraham 
Levine and Samuel H. Fried- 
man, who operated White 
Plains Hardware Co. for 30 
years in the Bronx, have re- 
tired from the hardware 
business. 


Monterey Park, Calif.— 
Garvey Hardware, 122 W. 
Garvey Ave., operated for 36 
years, recently celebrated 
completion of a new store. 
The 20,000 sq ft store was 
opened with factory demon- 
strations, gifts, and special 
offerings. 





HAN DI-MART 
a eam 


 wranen 


Handi-Mart Hardware at night is a lure for downtown shoppers. 





New Orleans Hardware Club Installs Officers 
For Next 6 Months; John Campo Is President 


The Hardware Club of 
New Orleans installed offi- 
cers at a meeting April 13 
to serve for the next six 
months. 





JOHN CAMPO 


John Campo was installed 
as president. He succeeded 
Victor Pellegrini. 

Earl Haas became first 
vice-president, and Art Muel- 
ler second vice-president. 

Edgar Derenbecker was 
installed as corresponding 
secretary, and Steve Aspro- 
dites as recording secretary. 

Ernest Kientz became trea- 
surer. 


Members of the Advisory 
Board are Warren Deren- 
becker, Walter Gonzales, and 
Al Rohr. 


The Hardware Club was 
organized about 25 years ago. 
Hardware dealers, wholesal- 
ers and salesmen are eligible 
for membership. 

The club has many social 
functions during the year for 
members and their families. 

The installation dinner 
was April 16, and other 
events this year are: 

Dance, May 17; crab and 
shrimp boil, May 28; annual 
picnic, July 27; annual Hal- 
loween dance, Oct. 25; and 
annual Christmas dance, 
Dec. 21. 

Officers serve for six 
months. The club’s policy is 
to elect one new member to 
the Advisory Board every 
six months, then members 
are advanced office by office 
to the presidency. A member 
has four years’ experience 
in the various offices of the 
club before becoming presi- 
dent. 
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STOCK the FAST-MOVING PENN LEVEL. WIND “‘MONOFIL. REELS 


POPULAR for BOTH 
THREE SIZES 
FRESH and SALT WATER #9 PEERLESS “MONOFIL’—Full, free 


@ Precision-fit spool permits the use of spool action. Comfortable torpedo- 

monofil and other types of line. type handle. Capacity 300 yds. Mono- 
@ Strong, sturdy reels, capable of taking fil #15. 

prize size fish. #109 PEER “MONOFIL” (pictured) — 
@ Reliable, smooth-acting star drags. Double knob handle. Capacity 300 
@ Fast retrieve. Long service. porte < 

: , , s— 

@ Choice of metal or plastic spools. lersedatess fendi. Casechy 500 
yds. Monofil #15. 
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Free ‘‘Thunder-Bolt’’ Display Rack 


Self-sells 75 double cards 25 
each of 4°" 29¢; 5/16°" 39¢:; 
%"" 54¢ 


Fastest way to fasten any- 





thing to any type of masonry! 
Advanced design. One-unit 
includes bolt, nut, washer, 


sleeve! Installed 1-2-3: drill 


re tes 


PROFIT-MAKER INTRODUCTORY KIT: 
Tree Display Rack (12°" x 12°") 
No. 234, 75 double cards 
List: $30.50 
ste -— Your Cost: 18.30 
er YOUR PROFIT: 12.20 
ORDER YOUR “‘THUNDER-BOLT"’ PROFIT-MAKER KIT, TODAY! 


UNIVERSAL Expansion Bolt Corp., 43 Hutcheson Place, Lynbrook L.I., N.Y. 





hole, insert, tighten! 


Expansion THUNDER-BOLTS mounted on 
full color cards! Self-sellers! Big mark-up! 

















' TUCKER 


Ponte} IAT HOME, AT CAMP 
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FOLDING COTS 


Sturdy, compact cots available in five sizes. Hard- 
wood frames, painted hardware and extra heavy can- ; 
vas covering, white or olive drab. Legs reinforced 
with “’S” iron braces. 


CAMP STOOLS 


Hardwood frame reinforced with metal 
. braces. RUGG “ALL-PURPOSE” ROPE in this handy 
—-\ shipper-display carton sells fast...saves time, 
, too, Pre-measured connected coils promote 
larger unit sales, speed up the sale, step up your 
profits. Order RUGG Ready-Pak rope now in 
weatherproof, non-kink manila, sisal or nylon. 
| Manila and Sisal | Nylon 





DIRECTOR’S CHAIR 


Attractive, high quality utility chair for 
indoor or outdoor use. Hardwood frame 
finished in natural varnish or white lac- 
quer. Seat and back made from 18 oz. 





















double filled duck in olive drab, khaki Size | Per Coil | Per Display | Per Coil | Per Display 
or bright colors. Write for catalog and 
prices. V4" 75 ft. 450 ft. 50 ft. 350 ft. 
+4" 50 ft. 300 ft. 50 ft. 200 ft. 
a 50 ft. 300 ft. 25 ft. 100 ft. 
TUCKER WITT & RUBBER Co : AT YOUR JOBBERS ...OR WRITE 
, ‘ The E. T. RUGG CO. 


Ft. Smith, Ark. 51 MILLER ST., NEWARK, OHIO 
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MNULTY 
evce DESIGNS 


DO-IT-YOURSELF 


NAME SIGNS — HOUSE NUMBERS 
Get this Self-Service 
All Metal Display FREE! 


Distinctive designs in in- 
destructible aluminum. 2” 
high letters and numbers 
in wrought iron black or 
reflecting white. Retailing 
as low as 15¢ ea. Complete 
with three dimensional 
cast aluminum silhouette 
ornaments, metal stakes 
and brackets, and redwood 
panels. Many combina- 
tions, all in one compact 
metal cabinet 26” wide x 
18” deep .. . full mark-up 
on the merchandise . 
and the display is yours 
FREE! 


Write for prices. 











Learn the meaning of IMPULSE SALES. 


LUCE REFLEXITE corp. 


Westport, Conn. 
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backs you with 
powerful advertising in 


LIFE 

















No wonder KRYLON is 
Ist in SALES—Ist in PROFITS 

















> Fast turnover on a 40% profit 
ine 





@ Sales-stimulating displays 


EEIES ie 
MINUTES: 








© Eye-catching label... winner 
of C.S.M.A. aerosol award 


© Top quality .. . the pioneer 
is still the pace setter 
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@ Best-seller colors, Crystal- 
Clear and Varnish Sprays 














Call your jobber or write 





KRYLON, INC. 
NORRISTOWN, PA. 














Marshall-Wells Co. 
Modifies Home Office 
(Continued from page 145) 


purchased Peaslee - Gaulbert 
Corp., Louisville wholesaler, 


which has branches in 10 
cities; controlling interest 
in Barker Brothers Corp., 


which operates 22 furniture 
stores in three western 
states; and W. & J. Sloane 
Co., with stores on the West 
and East Coasts. 


In announcing these 
changes, Mr. Welch said, “A 
distributor’s strength lies in 
size of operation, with econ- 
omies possible only through 
mass distribution. We think 
that there should be fewer 
and stronger wholesale dis- 
tributors.” 

In another recent move, 
Marshall-Wells elected Mr. 
Welch, former director of 
sales and merchandising, to 
vice-president of sales and 
merchandising. 


Mr. Welch came to the 
firm in May, 1957, from 
Western Auto Supply Co.. 
where he had served for 25 
years. 

H. J. Kurz, treasurer and 
controller, has also been 
elected vice-president at Mar- 
shall-Wells. He joined the 
firm in 1956 from Home and 
Auto Supply Merchandise 
Div., Firestone Tire and Rub- 
ber Co., Akron. 


Housewares Show Shifts 
To A Five-Day Program 


The National Housewares 
Manufacturers Assn. _ will 
hold its Chicago 1959 Winter 
Exhibit from Monday, Jan. 
12 through Friday Jan. 16. 
The change from a Thurs- 
day-to-Thursday exhibit is to 





—_— News of the Trade 





save time for exhibitors and 
buyers. 

The annual NHMA House- 
wares Show Dinner will be 
held Jan. 14. 


Vichek Names Manager 
For Plastic Division 


Donald C. Foukal has been 
named sales manager, Plas- 
tic Division, The Vichek Tool 
Co., Cleveland. 

He will direct sales and 
marketing of plastic prod- 
ucts, including custom mold- 
ing, hose nozzles, floral con- 
tainers, and plastic boxes. 


Goodyear Tire Names 
V-belt Sales Manager 


L. W. Adams has been 
named manager of V-belt 
sales for Goodyear Tire & 
Rubber Co., to succeed J. F. 
Taylor who is retiring. 

Mr. Adams, southern re- 
gion sales manager for Good- 
year’s industrial products di- 
vision since 1953, will oper- 
ate from the firm’s belting 
plant at Lincoln, Neb. 


Wholesaler's Daughter 
Makes Good In Music 


Nell Rankin, daughter of 
A. C. Rankin, Teague Hard- 
ware Co., Montgomery, Ala., 
wholesaler, has received more 
honors in her climb to the 
top of the music world as 
an opera singer. 

Miss Rankin appeared on 
Ed Sullivan’s television show 
Easter Sunday and scored a 
big hit. 

The story of her rise to 
the top appears in the May 
issue of Reader’s Digest. 
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Never fractures flange of ceiling tile! 
Jv 
“Only Arrow’s T-50 Staple Gun takes Ceiltile | 

Arrow sells only through the trade! Lo, i 


ONE JUNIUS STREET, BROOKLYN 12. N.Y. 
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‘‘Everything’s been rosy for Sellwell, since 
he started suggesting “Scotcn”’ Brand 
Masking Tape with every paint sale.” 




















It’s “Easy-Wrap” Season 


It 
Sells | 
ltselfi © 


‘““EASY-WRAP”’ 


® Stops Pipe Sweating 

® Insulates Hot Water Pipes 
® Helps Prevent Pipe Freezing 
® Improves Room Appearance 


It is a quality glass fibre insulation and an 
outer-wrap vapor sealing tape designed for 
the do-it-yourself home owner. All you do is 
put it on your counter and replace it as fast 
as it sells. Quick, easy profit for you. 


Order from your jobber 


Packed: In_ individ- R r O DA C , Ni C 


val ‘’Eye-Stopper”’ 
Display Carton. 
3427 Cleveland Street, Skokie, Illinois 
I 


One dozen car- 
fons in Master 
shipper. 
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"/'m glad | saw these... . 
WRAP THEM UP, T00."7 
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IT’S EASY TO RING-UP 
EXTRA SALES 


When you display these handy 
AGS Lubricants near the register 





LOCK-EASE” 
Graphited LOCK FLUID 


For lock lubrication and all-season maintenance of all 
types of locks. Best protection against freezing, sticking, 
rusting . . . of car locks, garage locks, padlocks, combina- 
tion locks, etc. “Drop or stream” can only 49c. Attractive 
display card with each 12-can carton. 


DOOR-EASE” 
Stainless Stick Lubricant 


Prevents sticking, binding and squeaks of doors, latches, 
friction catches, drawers, storm windows and screens, etc. 
Used like crayon. Won't stain . . . dry-up . . . or wash off. 
Popular 15c seller comes 12 in display box. Also large 39c 
size in lithographed push-bottom tube . . . packed 6 in 
display box. 


AMERICAN 
DRIPLESS OIL 


The finest oil for hinges, locks, tools, guns, bicycles, reels, 
household appliances, office machines, etc. Runs in... 
won't run out. Penetrates - lubricates - rustproofs! 4 oz. 
“drop or stream” oiler, 35c. Packed 12 to a carton, plus 
colorful counter display card. 


CUT-EASE” 

Stick Lubricant 

Hand and power tools stay sharp—work easier—last 
longer with Cut-Ease. Stops binding, reduces friction, gives 
a smoother-faster cut on metal, wood, plastic. 49c craft 

size in push-bottom aluminum tube. Includes special 
“Piggy-Back’ introductory test sample. User keeps sample 
\ but may return regular size to manufacturer for refund 
‘if not fully satisfied. Packed 6 to a display box. 


® 
See your supplier or write Ag 
AMERICAN GREASE STICK CO.) .Q WW nucrs 


MUSKEGON, MICHIGAN 


4P-504 
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New officers of the National 
confer after ther recent election. From left: G. C. Kubitz, vice- 
president; W. H. Sahloff, president; B. C. Neece, treasurer. 


National Housewares Man- 


ufacturers Assn., Chicago, 
elected W. H. Sahloff, vice- 
president of General Electric 
Co., housewares & radio re- 
ceiver div., Bridgeport, 
Conn., president at a board 
of directors meeting April 
11. He succeeds Clarence O. 
Hamilton, executive  vice- 
president of Hamilton Mfg. 
Corp., Columbus, Ind., who 
continues as a director. 

G. C. Kubitz, vice-president 
of sales, Mirro Aluminum 
Co., Manitowoc, Wis., was 
elected vice-president. B. C. 
Neece, president of Landers, 





Housewares Manufacturers 


Assn. 


Frary & Clark, New Britain, 
Conn., has been elected trea- 
surer. 

Dolph Zapfel has been re- 
appointed secretary. 

Newly elected board mem- 
bers are R. P. Gwinn, presi- 
dent of Sunbeam Corp., Chi- 
cago; and W. M. Ringer, Jr., 
president of Foley Mfg. Co., 
Minneapolis. 

Exhibitors in the NHMA 
National Housewares Ex- 
hibit have been voted a re- 
fund for the 28th successive 
time. Fifteen percent of ex- 
hibit fees will be refunded to 
each exhibitor in the Jan- 
uary show in Chicago. 





Carlon Buys Plastic 
Industrial Products 


Carlon Products Corp., 
Cleveland, has acquired the 
Plastic Industrial Products 
Co., Somerville, Mass. 

The New England plant 
will operate under Carlon’s 
Custom Extrusion Division, 
headed by James Clemin- 
shaw. John Beaumont, for- 
mer president of the Somer- 
ville company, will manage 


the plant. 
John I. Rudge has been 
elected a vice-president of 


Carlon with headquarters at 
Asheville, N. C., and will be 
responsible for the company’s 
southeastern district. 


Gadget Window Display 
Contest Winners Named 


Four western hardware 
stores won awards in Allied 
Western Distributors, Inc., 
San Francisco, annual in- 
terior and window Gadget- 
land display contest. 


First prizes, $50 each, 
were awarded to French 
Hardware, Durango, Colo., 


for the best interior display, 
and Village Hardware, Palo 
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Alto, for window display. 
Second awards, each $25, 
were given to Davis-Klun- 
der, Colorado Springs, and 
Fedway, W. Los Angeles, in 
interior and window display, 
respectively. 


R. R. Enoch Retires 
From Auburn Hardware 


R. R. Enoch, merchandise 
manager, Auburn Hardware 
Co., Auburn, Ind., division 
of Hibbard, Spencer, Bart- 
lett & Co., has retired after 
38 years in the wholesale 
hardware field. 

Mr. Enoch has just moved 
to his new home at 5105 
Woodhurst Blvd. Fort 
Wayne, Ind. 


Lever Bros. Acquire 
Air-Wick Deodorizers 
Lever Bros. Co., New York 


City, has purchased from 
Seeman Bros., Inc., the 
United States trademarks 


and full marketing rights in 
this country, its territories 
and possessions, the air-wick 
line of air deodorizers for 
home use. 


News of the Trade 
W. H. Sahloff Of GE Heads Housewares Group 








Textile Mills Promotes 
Division Sales Manager 
Fred Pollak has been pro- 


moted from sales manager 
of the Textile Mills Co., Chi- 
cago, Special Products Div., 
to general sales manager of 
the company. He succeeds A, 
L. Groo, who resigned to 
enter another business. 

Mr. Pollak was general 
sales manager of two Chi- 
cago divisions of Hoffman 
Electronics Corp., and presi- 
dent of Pollak Industries 
Corp. from 1946 to 1955. 


L. C. Pape Heads Sales 
For Dayton Rubber Div. 


Lewis C. Pape has been 
named general sales manager 
for the Dayton Rubber Co.’s 
Foam Division. 

He will direct sales for the 


company’s entire line of 
foam products, both latex 
and flexible plastic with 






headquarters in 
N. C. 

Mr. Pape was general sales 
manager for American Latex 
Products Corp., a Dayton 
Rubber subsidiary. 


Asheville, 


C. H. Wise Now Directs 
Valspar's Promotions 


C. Hamilton Wise has 
joined the Valspar Corp., 
Ardmore, Pa., as sales pro- 
motion manager. He will di- 
rect all advertising and mer- 
chandising activities. 


John Fisher Moves On 


John M. Fisher, formerly 
general merchandising man- 
ager for Marshall-Wells Co., 
Duluth, Minn., has been ap- 
pointed assistant to the pres- 
ident-purchasing, Greyhound 
Corp., Chicago. 





OBITUARIES 


Daniel F. Searight 


Daniel F. Searight, 70, re- 
tired president of Walter 
Tips Co., Austin, Tex., 
wholesaler, died April 19 
following a long illness. Mr. 
Searight observed his 50th 





DANIEL F. SEARIGHT 


anniversary with the com- 
pany in 1953 and retired two 
years ago. He was recently 
voted a lifetime membership 
in the Texas Wholesale 
Hardware Assn. 


Robert M. Benjamin | 


Robert M. Benjamin, pro- 
motion manager, Lufkin 
Rule Co., Saginaw, Mich., 
was killed in a plane crash 
April 6. He was returning 
from a business trip to 
Washington, D. C. He had 
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been associated with the com- 
pany since 1917, traveled as 
a salesman for 30 years east 
of the Mississippi. He was 
promotion manager since 
1947. 


Howard F. Schumacher 


Howard F. Schumacher, 
61, president, F. E. Schu- 
macher Co., Hartville, Ohio, 
manufacturer of aluminum 
and building products, died 
April 2. His brother Carl is 
secretary -treasurer of the 
company. 


George J. Neumann 


George J. Neumann, 56, 
owner of George Neumann 
& Sons Hardware, Detroit, 
died of a heart attack in his 
store March 24. 


Joseph Rosenbaum 


Joseph Rosenbaum, 65, 
owner of Gladstein Hard- 
ware Co., Bridgeport, Conn., 
died March 26 enroute to 
Beth David Hospital in New 
York. 


Fred ivett 


Fred Ivett, 55, owner of 
I & G Hardware, Los An- 
geles, died April 4. 














A report in pictures of events in the trade 





HA Photo Angles 





Pine Terrace Hardware, Muncie, Ind., has erected this 
modern sign with an eye toward promoting smiles. It also 
won a prize. Wagner Sign Service, Chicago ran a contest 
for signs that have changeable copy areas. This pleasant 
sign took a top prize. 





A new president and secretary-treasurer take over 
for the Old Guard this year, elected during the 
recent meeting at the Southern Convention in 
New Orleans. On the right is Harry H. Hoffner, 
president; and on the left, Charles Pitts, secre- 
tary-treasurer. For full details of new officers and 
Golden Anniversary tribute to the Old Guard 
see HA, April 24, p. 82. 
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Albert J. Zilligen (left), M&H Sporting Goods Co., Philadelphia, 
has received top honors in the sporting goods division of the 1957 
Brand Name Retailer-of-the-Year competition. Runner-up honors 
went to Ed. Brendamour (center), Ed. Brendamour, Inc., Cincinnati 
and Eugene Taylor (right), Scoop's Sporting Goods, Wildwood, N. J. 
Runners-up not shown were: Oshman's Sporting Goods, Houston and 
Phil Judd Sporting Goods & Hardware, Butte, Montana. Awards 
were presented at the annual Awards Dinner held at the Waldorf- 
Astoria Hotel, N. Y., April 16. 














Classified Opportunities Section 








Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 





Set solid, maximum 50 words........... $5.00 
ch additional word........... 10 
Positions Wanted 
(Special Rate) set solid, maximum 
RS 
Each additional word........... 
Allow Seven Words for Keyed Address 
or Your Address 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers. unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 wee 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 





Representatives Wanted 








Paint Brush Salesman 


Prominent paint 
territories for 


brush manufacturer has open 
successful sales producer. Pre- 
fer man now calling on paint, hardware, lum- 
ber dealers. Protected territories. Established 
business. Will also consider sideline man or 
manufacturers’ agent. 
Address Box A-23, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








HARDWOOD SLIDING CABINET TRACK 


Manufacturer wants representatives 
calling on hardware and building supply 
wholesalers. Write stating 
lines carried and territory traveled. 
Address Box E-26, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


experience, 











WANTED. 
representative 
dealer, 


SALES REPRESENTATIVE 
you are a qualified 
directly on the hardware 
building supply companies, exclusive 
are open in New York, western 
Ohio, Maryland, Delaware, 
England states to represent 
products that possess sales appeal and demand 
that add up to a “volume repeat business.”’ Fully 
merchandised, these items are already established 
in other states by sales representatives who are 
enjoying a liberal commission on their sales 
activity. Please give full particulars in first 
letter. Address: Box C-29, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


sales calling 


lumber 


Pennsylvania, 
Virginia and New 
several excellent 





EXCL’ LU SIVE PROTEC TED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing ~ o houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box A-22, care 
of HarpwarRE AGE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 








MANU (FAC TU RERS’ 
WANTED. 
calling on 
wanted to 


pipe. Reply 





Manufacturers’ Representatives now 
Hardware distributors and jobbers 
handle line of polyethylene flexible 
giving territory covered, number of 
field men working, number of wholesale ac- 
counts being sold. Most territories open. Reply: 
CONSOLIDATED PIPE COMPANY 
AMERICA, 1066 Home Avenue, Akron, Ohio. 


OUNG, AGGRESSIV E S AL ESM AN 
WANTED by manufacturer of nationally known 
line of specialty builders’ hardware to cover 
Ohio, West Virginia, and parts of Pennsylvania 
and New York States. Salary plus bonus, 
all expenses paid. Must be 35 or under, 
to travel and have minimum of two years’ 
perience in the hardware business, preferably 
sales. Send resume and all particulars to 
dress: Box E-28, care of HARDWARE AGE, Chest- 
nut & 56th Sts.. _ Philadelphia 39, Pa. 


~ SALESMAN. PLU MBING SPECI AL TIES 
to sell for established national distributors exclu- 
sive territory, 10% commission. Write full de- 
tails with references. Replies confidential. Akron 
ey Co., Inc., 216 Grand Street, Brooklyn, 





_—— 


MANUFACTURER 





REPRESENTATIVES 


CALLING on Wholesale Hardware trade. excl- 
Mortise Lock- 
In first letter give ex- 
and other lines 
care of HARDWARE 
Philadelphia 39, Pa. 


sively to sell line of Rimlock Sets, 
sets, and shelf Hardware. 
perience, exact territory covered 
carried. Address: Box E-16. 
Acr, Chestnut & 56th Sts.. 


160 


and 
territories 


‘REPRESENTATIVES | 


If 


SALES REPRESENTATIVES 


One of America’s largest wholesalers of Plumb 
ing Specialties, housewares, and garden tools 
has territories open. Line competitively priced. 
Many leads available in open territories. Ap- 
ply——Listing lines handled, experience and ter- 
ritory covered 


GROSS PLUMBING & RUBBER CO., INC. 
Dept. 69, 135 So. 2nd Street Philadelphia 6, Pa. 











BB AIR RIFLE SHOT MANUFACTURER 


Manufacturer of air rifle shot, steel cop- 
coated BB's 
Most territories open. 


per wants representation. 


Address Box C-20, 
Chestnut 


care of HARDWARE AGE 
& 56th Sts., Philadelphia 39, Pa. 








REPRESENTATIVES WANTED 


Calling on Hardware Trade Jobbers, Nationally 
known company associated with Hand Soaps for 50 
years. Marketing waterless Hand Cleaner in Modern 
packaging and effective point of sales display carton. 


etc 








OF | 


with | 
willing | 
ex- | 





Several good territories still open. Detail reply will 
be held confidential 
Address Box E-3!, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





SALES REPRESENTATIVES WANTED 


Experienced hardware salesmen to contact deal 


ers in Virginia and West Virginia for AAA-1 
wholesale hardware house. Established terri 
tory. Good potential. Must have car. Must be 


under 40 
sonal! 


years of 
qualifications 
Address Box D-37, 

Chestnut & 


are 
enclose 


State experience, 
snapshot. 
care of HARDWARE AGE 
56th Sts., Philadelphia 39, Pa. 


per 














LOS ANGELES 


Triple-X Chemical Laboratories, manufacturers of the 
most complete line of chemical specialties for the 
Hardware, Paint and Plumbing supply trade, is in- 
terested in representation in the Los Angeles area. 
Write to: 


TRIPLE-X CHEMICAL LABORATORIES, INC. 
2803 So. Calumet Ave., Chicago 16, Illinois 














~ SALES REPRESENTATIVE 
FOR ESTABLISHED PAINT BRUSH MAN- 
UFACTURER liberal commissions; protected ter- 


ritories; good opportunity for salesmen having 
contact with retail hardware, paint, lumber, etc., 
stores. Open territories: Ohio; Indiana; Michi- 
gan: North Illinois; nears New England; 
North and South Carolina, Georgia. Write 
us full details. Address: Box. E- 24, care of Harp- 
WARE AGE, Chestnut & 56th Sts., Philadelphia 
39, Pa. 


M ANU FAC TU RERS REPRE SENTATIV! ES 
WANTED. We offer a complete line of Alumi- 
num, Galvanized Steel, Copper, Copperweld, 
insulated wires, packaged for the hardware trade. 
Our line presently being sold to electronic dis 
tributors exclusively. All territories open. Liberal 
commissions. Address: Box E-21, care of Harp- 
WARE Ace, Chestnut & 56th Sts., Philadelphia 
ee, Tae 


representatives 
hardware, depart- 
Good commission. 


w @ 


EXCELLENT LINE for sales 
calling on the retail trade in 
ment, variety and chain stores. 
Write: Midwest Plastics Mfg. 
Avenue, St. Paul 6, Minn. 


WE ARE IN NEED OF REPRESENTA.- 
TION in Pennsylvania, New York, New England, 
Illinots. Missouri, Wisconsin, Minnesota, Iowa 
and Michigan. We are a leading handle manu- 
facturer producing hickory and ash _ handles 
Most of cur sales have been concentrated in_ the 
south. Piease reply to Address: Box -15, 
care of Harpware AGe, Chestnut & 56th Sts. 
Philadelphia 39, Pa. 

WANTED: MANUFACTURERS REPRE- 
SENTATIVE. A tried, perfected and proven 
hinge which requires no mortising, tremendous 
labor saving costs of installation—easily pro- 
moted. Several choice territories open. THE 
EDWARD LEEDS COMPANY, Plant P.O. 
B: x 5. West Hempstead, N. Y ¢ 


‘COMMISSION SALESMEN | ~ WANTED. 
Various territories open for old established line 
ef unfinished furniture. Address: Box E-27, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


1, 








WANTED | 


and | 


208 Bates 














- LIMITED NUMBER OF TERRITORIES 


still available for manufacturer’s agents contact- 
ing all types of volume buyers. Three top hard 
ware-houseware items in 39¢-89¢ bracket. All 
fast movers with large repeat percentage. In 
store displays. Trade advertising support. Ad- 
vertising allowances. Many established accounts. 
Clover Products, 1141 Atlantic Ave., Rochester 
9,N. Y 





Accounts Wanted 








REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 








THE CARIBBEAN AREA IS 
BOOMING. WE KNOW 
HOW TO SELL YOUR LINE 
FOR CASH—SUCCESSFUL 
AGENTS. 


Address Box E-23, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











ACCOUNTS WANTED: MANU FACTI 
ERS, ARE YOU INTERESTED IN HAV- 
ING YOUR PRODUCTS INTRODUCED, 
DISPLAYED, DEMONSTRATED AND SOLD 
DIRECTLY TO THE DEALER IN STATES 
OF PENNSYLVANIA, NEW JERSEY, DELA 
WARE AND MARYLAND? (Calling on the 
hardware dealer, lumber and building supply 
companies, department stores and garden centers, 
our company is interested in acquiring one or 
two additional products to add to the present 
four exclusive lines we now represent. Servic- 
ing only a limited number of products our sales- 
men are able to devote the time and effort neces- 
sary to merchandise and establish new products 


in the territory and build a volume distribution 
for the manufacturer. Our services also include 
professional advertising, promotien and _ mer- 
chandising assistance. Maintain warehouse, office 
and billing facilities. Birbeck Brothers, Inc., 
70 North York Road, Willow Grove, Pa. 
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Accounts Wanted 








WANTED 


your established line has 
Sales, due to Weak 
let us bring it back 
the Philadelphia, 
Delaware and So. Jersey Area. 


Address Box E-30, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


If 


fallen off 
Representation, 
into the lead. In 
Kast Pennsylvania, 








Consistent, Conscientious, Concentrated 


coverage of metropolitan 
New York and New Jersey 
BOBROW LEWELL ASSOCIATES 
814 Broadway, New York 3, New York 
(We get results) 








TOP LINE FOR TOP MAN 


Could be Shelf items, Tools or Sporting Goods. 
Excellent 20 year standing with Hardware Whole- 
salers, Mill and Factory Supply and Sporting goods 
distributers. Territory: Pennsylvania, Southern New 
Jersey, Delaware, Maryland and District of Columbia. 


Address Box D-43, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














MANUFACTURER’S REPRESENTATIVE 

We give your product complete coverage in the 
New York and New Jersey territory. We call 
on wholesale jobbers, hardware, houseware, etc., 
variety chains, department stores, and even super 
market where necessary. We specialize in intro- 
gy. new products on the market, giving ad- 
vice on marketing, packaging and advertisement. 
Address: Box E-14, care of HArpDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTUR- 
Mountain territory 


LONG ESTABLISHED 
ERS AGENT covering Rocky 





seeking an additional line on commission exclu- 
sive only. Call on the Hardware Jobbers, Mill 
supply and other large users. W arehousing avail- 
able. Address: Box E-12, care of HARDWARE 
Ace, Chestnut & 56th Sts:, Philadelphia 39, Pa. 
SELECT QUALITY LINES DESIRED 


FOR aggressive concentrated coverage of Whole- 
sale Hardware, Industrial and Oil Field Supply 
trade in Ar sas and Oklahoma. Address: Box 
D-38, care of HARDWARE AGeE, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





re 


NEW ENGLAND—4-man organization special- 
izing in tools and related items and selling di- 








rect to key hardware dealers. lumber yards, 
chain stores, industrial supply houses and auto- 
motive accounts, desires an additional line for 
the 6 New England States. Please reply to: 
The Comstock Sales Co., Box 369, West Hart- 
ford 7, 

ABOVE AVERAGE AGENCY: Three sea- 
soned professional salesmen, experienced in build- 
ing volume prestige lines, seek limited number 


quality promotable lines to all levels hardware, 
houseware, appliance trade in Eastern Pa., Del. 
Md., D. C., Va. If you have the product and 
program, we can turn it into sales. Address: 
Box E-17, care of HARDWARE cane: Chestnut & 
56th Sts., Philadelphia 39, Pa 











EWLY FORMED > MANUFACTURERS 
REPRESENTAT OS ES organization interested in 
established lines. Must have volume sales possi- 
bilities. Can finance aggressive set-up in Minn., 
lowa, Wisc., and the Dakotas. Address: Box 
D-26, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





ELL ESTABLISHED MANUFACTUR- 





ERS AGENT, traveling five men in the Upper 
Midwest. Want key line to develop to whole- 
sale hardware, industrial supply — wholesale 
plumbing trades. Address: Box -11, care of 
HarRDWARE AGE, Chestnut & 56th yah Philadel- 
phia 39, Pa. 

WELL ESTABLISHED AGENCY SELL- 
ING the Jobbers in Texas, Oklahoma, Arkansas 


and Louisiana for 15 years needs one more major 
line for Hardware, Building Material and Indus- 
trial Accounts. Warehouse available. Reply Ad- 
dress: Box E-11, care of Harpware AcE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 
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Accounts Wanted 








Business Opportunities 





ACCOUNTS WANTED: 
Representative, with single line, 
conflicting, quality line to sell 
tributors and Contract Hardware 
Eastern Pennsylvania, Southern New 
Delaware. For details and references, 
Box D-17, care of HARDWARE AGE. 
56th Sts., Philadelphia 39, Pa. 


desires a 

Hardware 

Outlets 
Jersey 


non- 
Dis- 
in: 
and 





Help Wanted 








MANAGER WANTED 


Industrial Supply Division of wholesale hardware 
firm located in southeastern Pennsylvania (not 
Philadelphia area). Successful distributor for many 
years of top grade industrial supplies now needs 
new leadership for anticipated expansion. Success- 
ful applicant would concentrate on sales manage- 
ment and merchandising policies. He will coordinate 
the efforts of two outside salesmen and one inside 
man as well as carry several accounts of his own. 
Salary plus bonus. Write giving background and 
experience. 


Address Box E-1!0, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














SALES MANAGER—For a wholesale distrib- 
utor working with a dealer franchise agreement. 
Position requires considerable road work—ability 
to conduct dealer meeting plus a good hardware 
merchandising experience. Excellent opportunity 

young growing company. Reply in confidence 
with full details to Address: Box C-37, care of 
HARDWARE AGE, Chestnut & 56th Sts., Philadel- 
~— 39, Fa. 


MAN WANTED TO MANAGE TREMEN- 
DOUS DISCOUNT hard goods _ operation. 
$10,000 a year and bonus, plus benefits. Terrific 
advancement possibilities. Write complete de- 
tails. Address: Box E-25, care of HARDWARE 
AGE, Chestnut & 56th Sts., Philadelphia 39, Pa. 





BU YER—for a wholesale distributor. Experi- 
enced on tools, heavy hardware, shelf and builders 
hardware accustomed to working with inventory 











control. Young progressive distributor. Good op- 
portunity for advancement. Location Middle 
Atlantic Coast area. Reply with full particulars. | 
Address: Box C-38, care of HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 
MANAGERS AND ASSISTANT MAN- 
AGERS for large retail hardware in the San 


Fernando Valley—20 miles from Los Angeles. 
Experienced intelligent people, ages 30-40 wanted 
to manage hardware, paint, housewares, electrical 
ane plumbing departments. Excellent opportunity 

» grow with an organization that is growing with 
shee West. Live in the fabulous San Fernando 
Valley with its year around Summer. Write full 





details to Box 830, care of HARDWARE AGE, Chest- 
nut & 56th Sts., y 39, Pa. 
EXECUTIVE —- MANAGEMENT! Builders 


emporium expanding to package merchandising, 
contract, retail store, 25 miles east of Los An- 
geles, desires qualified man under 50 with all 
the plus qualifications to produce large volume, 
to become associated with large lumber company. 
Highly rated. Complete information first letter, 
with your reasons why you are the man. Ad- 
dress: Box D-39, care of Harpware AGE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





Business Opportunities 





HARDWARE LOCATION: Shopping Center 
in Monmouth County, New Jersey, now operating 
with H. L. Green, Woolworth, Grand Union. and 
other chain and independent stores. Terrific po- 
tential—write or call Eastern Shopping Centers, 
ne., Cross County Center, 61 Mall Walk, 
Yonkers, New York—YOnkers 8-9700. 





beautiful 
Per- 
Write for 
CcOo., 81 


FREE! Your name embossed in 


raised letters on 100 different key blanks. 
manent advertising for you at no cost. 
HAZELTON 
Roxbury 


latest bulletin. 
Kemble St.. 


CHAIN 
19, Mass. 


Builder's Hardware | 


Address: | 
Chestnut & 





DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


lf you want a sale, reduction, money raising 
removal or closeout, get America’s most re- 
liable and productive sale plans. Send for 
prospectus today. 


J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 








CALIFORNIA 


For Sale—Hardware and Paint Store in New Shopping 
Center of a fast growing city of San Bernardino County 
—Wonderful opportunity for young man who can see 
goods—Inventory and Fixtures. Approximately $14,- 
900.00. Owners health failing. 


Address Box E-13, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















store in center 
Inventory and 
lease avail- 


FOR SALE: Fine Hardware 
of Suburban Jacksonville, Fila. 
Fixtures at book value. Long term 


able. Good parking facilities. Poor health of 
owner reason for selling. Write: J. M. Barker, 
4456 Hendricks Ave., Jacksonville 7, Fla. 





— HOUSEWARES — PAINT 
~TOYS and Sporting goods store in a small 
Dutchess County town. Building, Fixtures and 
Inventory runs $24,000 to $25,000 at cost. Buyer 
needs $10,000 cash. Good for semi-retired or 
for expanding. Control of corporation available. 


HARDWARE 








Visit. call CA 6-2643 or Write Hopewell Hard- 
ware, Inc., Hopewell Junction, New York. 
INDIANA HARDWARE STORE FOR 


ALE. Either one of two hardwares located in 
central Indiana small towns. Owner wishes to 
consolidate to one operation. Buildings may be 
purchased or leased. Both businesses established 
50 years ago. One completely remodeled. Full 
details will be forwarded to interested parties. 
Capital investment $14,000.00 and $26,000.00 for 
stock and fixtures. Address: Box E-18, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





HARDWARE BUSINESS FOR 
For details 


RETAIL 
SALE. Small New England town. 








write: Box 103, Bethel, Connecticut. 
HARDWARE STORE — LONG ESTAB- 
LISHED in a thriving Jersey Shore Town— 


Clean stock—Will 


sell at invoice—Will also sell 
building—if desired, li 


living Quarters included— 








An outstanding bargain—Information given by 
appointment only — Owner desires to retire — 
Principals only. Address: Box E-22, care of 
HarpwareE Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 
ese 
Positions Wanted 
14 YEARS’ EXPERIENCE AS HARD- 


WARE, Lumber, Furniture and Appliance Man- 
ager. Fully trained in Selling, buying, advertis- 
ing, and office work. 36 years of age, married. 
Presently employed, but looking for better posi- 
tion. Prefer to locate in Western Penna. or 
W. Va. Address: Box E-29, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





TEN YEARS’ EXPERIENCE SELLING 
Hardware Jobbers, Appliance Distributors, Lawn 


& Garden Equipment Distributors in Southwest, 
Southeast, Nort east and Midwest. B.S. Degree 
exas A. 41 years of age, single. Aggres- 


sive Wholesale ‘following desires position as Man- 
ufacturers Rep for one good company. Minimum 
$8,000 plus expenses. Address: C. S. Long, P.O. 
Box 5371, Cleveland 1, Ohio. 





AVAILABLE—SUCCESSFUL SALESMAN 
ready for major responsibiilty, preferably Sales 
Manager. Presently traveling for major East 
ern jobber. Possess valuable attributes for firm 
interested in progressive merchandising and sell- 
ing methods. Tremendous capacity for organiza- 
tion. Familiar all phases sales promotions. 
Proven Sales record past ten years. Address: 
ox E-20, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 
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AMATEUR or PROFESSIONAL 


they all go for 


NEW IMPROVED 


PARKS 


SEALER PRIMER 


White Pigmented Shellac 





Does 4 jobs in one 
easy application! 

® Seals @ Primes 

® Kills Stains © Preserves 






Test it Yourself 


Write for FREE SAMPLE 
on your letterhead 








Stock and sell the primer that applies easier, seals 
and kills stains effectively, and DRIES IN 30 MINUTES! 


Your customers will appreciate the greater viscosity 
(which REDUCES SPATTERING) and greater coverage. 
You'll like selling this reliable product with unlimited 
repeat sale potential. 


Now .. . over 3,500,000 prospects being reached by 
our aggressive consumer and trade advertising. Dis- 


play Parks Sealer Primer for easy tie-in sales. 

















The PARKS COMPANY 








25 MAIN STREET, SOMERSET, MASSACHUSETTS 


GOLDERING 


RUBYFLUID soldering hey > or 
paste—from eye-catching counter mer- 
chandisers. Get repeat sales because 
customers prefer RUBYFLUID, the solder 
that is fast acting . . . wets out freely 
. . » Makes strong, neat unions ... 
easy to use. 


RUBY CHEMICAL CO. 
58 S. McDowell St., Columbus 8, Ohio 































































































































YE ONeX 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 
on, Produces vigorous, beautiful growth in ali plants quickly. Pays 


















































ealer 334% profit. Attractively packaged for display. Does not deter- 
iorate, ts clean, se and SAFE. Dissolves instantly in water for use 
l-oz. makes 6 gallons liquid plant food. 

Retails Your Cost Prat O84 thivap 
l-oz. pkt. 10¢..... 72 to case wt. 7 Ibs...... $4.80 case me Kk > 
3-0z. can 25c..... 36 to case wt. 12 Ibs...... $6.00 case (% * Guaranteed by %2 
7-oz. can 50c..... 24 to case wt. 14 Ibs... ... $8.00 case bood Mouschooping 
1-Ib. can $1.00..... 12 to case wt. 16 Ibs...... $8.00 case 4s apveanste HS 








Also packed in 10-Ib., 25-ib., 50-ib. and 100-Ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 
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PIONEER LINE 
“Vinylite” KUSHION- KOAVED 
WIRE KITCHEN AIDS 






















Exclusive!. The One and ONLY! 
Closet Door Utility Rack 


KUSHION-KOATED 


that's ‘“‘Vinylite”’ 


Fast-Selling 


? 58 


Retailer 











Fits Any Door 
or Wall Space 


@ 3 piece unit 
@ Easy to install 





Write for 
catalog of 
complete line 























PRESSED 
CORRUGATED 
ONE-PIECE 
HOG-PANS 


(PAINTED) 


20 gauge, 3 _—_siibs. 50¢ 16 gauge, 4 lbs. 75¢ 
18 gauge, 3% lbs. 60¢ 14 gauge, 6 lbs. 96¢ 


(in gross quantities) 


SIEBRING MFG. €O., crorce, iowa 












































NOW COA TO COAST 
THERE’S MORE PROFIT WITH TREWAX! 
EASIER TO SELL 


Samp 
‘nmin ‘ 
f Quality Waxes 


PROTECTED 


PROFIT 


ocery Store 
c fc 7 7 
SIVELY THROUGH 
; 7 STORES 


TREWAX COMPANY 
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MARSHALLTOWN TROWEL COMPANY ¢« MARSHALLTOWN, IOWA 





NOW! CUT ENOUGH FRESH CORN 
IN ONE HOUR TO DO YOU ALL YEAR 










Millions of farm families will 
again read about the amazing Lees Corn RETAILS 


cutter and creamer in farm publications. Self display for 







® For Daily Use 
® Frozen Lockers 

or Home Canning 

It’s the world’s fastest, easiest way to remove ten- 
der, fresh, young, green corn from the cob. Cuts § 
times as fast at % the labor. Five easy strokes finish 
an ear in less than 10 seconds. Saves hours of tedi- 
ous, hard work. No mess, no splatter, no old-fash- 
ioned knife to cut fingers. This amazing invention 
cuts, shreds and scrapes in one operation. Adjusta- 
ble for world’s finest cream style or uniform whole 
kernel. Saves garden-fresh flavor. 








CUTTER 


and Creamer 






cards in every carton — insure sure sales and profits. Get $2 00 













lees corn cutter and creamer through your Hardware Jobber. 


THE LEE MANUFACTURING CO. INC. 
BOX 6682 e¢ DALLAS, TEXAS 




































NOW! a hi-compression Keep Velonal in the : 
4 — un = | Building UAC and eliminate guesswork! 
— | 
for only 4.95 | ern. 


With Exclusive Push-button Loading /f 
and Built-In Staple Extractor. p> 













Builders’ Hardware of Proved Performance 


Over 50 years of specialization in design- 
| ing and manufacturing hardware for the 
builidng trade. Fine basic materials, pre- 
cision construction and operation ore but 
a few of the “reasons why” your trade 
insists upon genuine National of Sterling. 





















Here’s the fastest selling staple gun on the 

market today. Designed especially for home 
use. Staple sizes 44°’, 4’. Nationally advertised. 
Immediate shipments—no wait, no delays. Order today. 


_— a cm a. MANUFACTURING 
INC., tong istand city 1,New York | 9% ** COMPANY sistuais 


GENUINE 











an ee 


Se 


Molly Corp., Reading, Pa. 


«.... 





| REMCO .. . Bakelite Furniture Rests and Caster Caps 


REMCO SIZES 
<— Furniture Rests 7 


are made from ma- 
hogany color bake- 
lite plastic. Live 
rubber inserts help 
absorb vibration. 
Needle point nails 
go easily into wood- 
en chair legs. Pin- 
tle types equipped 
with %” universal 
neck sockets. 


REMCO 
Caster Cups-> 


are of large diameter, shatterproof, ma- 
hogany in color. They help save car- 
pets, rugs, floors from being depressed 
by heavy casters, ete 





























Cushion Rest 
Drive on type 
Sizes: 2”, 236” 


Drive on Type 
Sizes 1”, 
l! Ad 2” 





Makers of World Famous 
DOMES OF SILENCE 





PINTLE TYPE—Sizes |'/,"", 2" 


Ask your jobber or write— ROBERT E. MILLER & co.., INC.., 35 Pearl St., New York 4, N. Y. 
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Dealer survey shows Eclipse reputation for 
fair dealing an important factor in making it 
a profitable line -year after year 


Fair dealing can mean many things; but to Eclipse, it means a working policy to protect 
your profits as a dealer. This, according to A. E. Clausen, Sales Manager of Eclipse, 
is the guiding philosophy behind the Eclipse dealer franchise: that a dealer has a 
right to make a good profit. A great deal of advertising today is directed to dealers, 
talking loosely about sales and profits. But as the mower business gets increasingly 
competitive, it’s time for all alert and progressive dealers to stop and take a long, 
objective look at the lines they are now selling. It’s time to ask yourself the important 
question: are the lines you sell really profitable? 


What about discount selling? 


Eclipse is firmly opposed to the widespread practices of price cutting. When a dealer 
reduces the price, he’s cutting his own profit. And—as profit protection to its dealers— 
Eclipse selects only dealers who share this belief. This is one practical way Eclipse 





Eclipse Now Offers a 
Choice of 3 Starters 


Here's a real sales advantage to help 
you get more customers! And in ad- 
dition to the choice of starters, Briggs 
& Stratton engines are more powerful 
than ever—“hushed” with a new low 


tone muffler. 


ROPE STARTER—There 
are many people who 
still prefer this fool- 
proof, time-tested 
starter. You have it! 


RECOIL STARTER- 
proved type recoil 
starter an optional 
extra. (Regular 
can used on 
type mowers in emer- 
gency.) 


Im- 


rope 


be reel 


ELECTRIC STARTER—Just 
touch plug to 110v 
outlet and gasoline 
engine starts imme- 
diately. (Starts with 
rope, too!) 




















works to maintain your profit. 
Other reasons for selling Eclipse 


When you handle Eclipse, there’s a 
single, convenient source for all your 
mower needs. The complete line in- 
cludes 13 rotary, 12 reel and 5 hand 
models. Remember, too, Eclipse is a 
name people know and trust... you 
get excellent discounts ... practical 
sales aids ... important and exclu- 
sive mower features ... good service 
facilities strategically located 
warehouses ... an iron-clad guaran- 
tee that assures customer satisfac- 
tion... and repair parts are always 
available for any Eclipse mower ever 
made! 


New Sales Aids Make 
Selling Eclipse Easier 


Eclipse believes in good, old-fashioned 
“hard sell” in the promotional ma- 
terial offered its dealers. Among the 
sales aids available are newspaper ad 
mats, radio announcements, televi- 
sion and movie film, as well as full 
color wall posters and hand-out lit- 
erature. 

Unique this year is a tested sales 
plan called the “Try-Out Party.” Ads 
in many national magazines—in full, 
festive color—tell consumers to watch 
for the local Eclipse dealer’s Try-Out 
Party. All the necessary sales aids, 
signs, step-by-step instructions are 
available from Eclipse. Field-tested, 
inexpensive, it can be staged at a 
cost less than the margin on one 
mower sale! 


10 Good Reasons More 
Dealers Now Sell Eclipse § 















More Rotaries This Year 


In answer to the growing demand for 
rotary mowers, Eclipse has expanded 
the line—now offers 13 models, in- 
cluding a new 26” riding type rotary 
called the Ranger. A high-style, de- 
luxe unit, it features a 5% h.p. en- 
gine, automotive differential, inde- 
pendent traction and blade clutches 

operates at speeds up to 4 m.p.h. 

A self-propelled 21” rotary, plus 
several new front discharge models 
(including a new 3-wheel mower) 
have also been added to the line for 
1958. Rotary sizes range from 17” 
to 26”. 


More riding models 


This year—for thefirst time—there 
is a riding sulky available for every 
Eclipse reel type power mower. With 
the addition of a new and smaller 
sulky, even the promotionally priced 
Bel-Mar can be sold as a riding mod- 
el. For further information, write 
The Eclipse Lawn Mower Co., 5817-X 
Railroad St., Prophetstown, Illinois. 





| clamp provides greater 


f Eb bINIL KO 20 New, patented offset can j 
= ey ‘travel’, speeds blending. 


( 


({/ 


(( 


i 


1360 shakes a minute mix 
paint through and through 
7 


as no ordinary “shaker” 
can. (Unretouched photo.) 


Makee Ordinary “Paint Shakers” Obsolete 


Far more dealers buy Red Devil No. 30 Paint Conditioner than any a 

other made. It blends paint more thoroughly and stands up longer ££ ~ 

in service, | : 

Safer — Can is clamped at ends so Profitable — You can make tie-in Ack your Jobb or vee 

lid can’t fly off. sales while customer waits for his OC LOVE NO. SU-Gnems Cpucmn 

; 7 spring mounted counter base—and 

Versatile— For any can from '%4 paint to be blended. re 
; ; = counter-high floor pedestal base 

pint to 1 gallon. 4-can and square- ‘‘Trade-in’‘— Red Devil is the only and about Red Devil No. 33 Paint 

can adapters go on in a jiffy. paint conditioner in which there | Conditioner that takes paint cans in 
Guaranteed to mix paint perfectly. is a lively second-hand market, sizes up to 5-gallons. 

And Red Devil will replace free, proof of its rugged, long-life con- 

any parts found defective in first struction. Liberal trade-in allow- 

full year of operation. ance available through your jobber. 


Red Devil Tools. 


Union, N. J., U.S. A. 
World's Largest Manufacturer of Painters’ and Glaziers’ Tools Since 1872 











